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Sparks 


State of the gation’s economy: 











Stock Spiirs—Divisions of shares 
on a ratio of two-for-one, or more, 
by 48 companies last year, hit a 
new high since 1946, according to 
the New York stock exchange. 
There were 33 in 1950. 

SrrvcruraL Stee. — Fabricated 
structural steel shipments last 
year totaled 2,700,000 tons, the 

highest in 20 years, according to 
R. D. Wood, president of Ameri- 
can Institute of Steel Construc- 
tion. 

Wortp Crupe OutputT—Daily av- 
erage production in October soared 
to 11,893,800 barrels. This compares 

with 11,758,900 a month earlier, 
states the Oil and Gas Journal. 

WHOLESALE Prices—In week end- 
ed Dec. 25 they were 0.2 percent 
above preceding seven-day period, 
according to Bureau of Labor Sta- 
tistics. 

Sree. Rate—Operations for last 
week were scheduled at 102 per- 
cent of capacity, the biggest sum 
for any first week of the year in 
the industry’s history, declared 
American Iron and Steel Insti- 
tute. 

Custom Toots—R. H. Cope, presi- 
dent of the National Tool and Die 

Mfrs. Assn., said that this field did 
about $450,000,000 in volume in 1951, 
a hike of 34 percent over 1950. 

Am Transport—For the first time 
in history, air transportation be- 
came a $1 billion industry, com- 
pared with $858 million in 1950, 
according to Air Transport Assn. 
Close to 25,000,000 passengers were 
carried for an estimated aggregate 
of 14,132,555,000 passenger miles. A 
year earlier there were 19,083,517 
passengers. 

7” cal * 


Down 

Sorr Coat—-Production in week 
ended Dec. 22 dipped to 10,600,000 
tons, against 11,360,000 for the week 
before, and 11,205,000 in correspond- 
ing week of 1950. 

Heatine with Gas—Sale of units 
for home heating in 1951 plum- 
meted to 610,000 from more than 
a million in the previous year. 

CarLoapincs—A drop of 10.8 per- 
cent to 671,622 in week of Dec. 22 
from the week before was an- 
nounced by American Assn. of Rail- 
roads. 

. * * 
General 

New Bumprncs—Costs of all types 
of new construction last year ag- 
gregated $29,863,000,000, up 7 per- 
cent from 1950. 

“The physical volume of new 
construction put in place did not 
rise over 1950 levels. The additional 
dollars spent were absorbed by 

_ higher construction costs,” accord- 
ing to a report by the U. S. Labor 





and Commerce departments. 


Makers, UAW Fight Proposal 
For 20 Pct. Auto Output Slas 








Belvedere Highlights Plymouth Line for 1952— 

A total of 46 improvements is reported by Plymouth on its new models, which dealers began displaying Friday. Many im- 
provements are of a mechanical nature, including improved springing and shock absorbers, better starting, braking, and easier 
shifting. Story and picture of Cranbrook model are on page 42. 








Production 


Automotive News Estimates, 
S. Cars, Trucks 


92,790 





Last 1950 
Week Week Week 


For complete production totals 
by makes, see table, page 44. 


New-Car Sales 
Open Year on 


A Low Note 


By Bob Gordon 
Associate Editor 
babe not enough new models 
and far too many old-model 
tradeins, new-car dealers in most 
areas opened the new year on a 
low note as far as sales volume is 
concerned. 

New-model announcements have 
been slower this season, and there 
are more dealers still selling 
“year-old” models than _ there 
were at the same time last year. 

Complicating the picture, dealers 

reported, is the fact that tradeins 
are a part of virtually every new- 
(Continued on Page 42, Col, 4) 














1952 Output 


Starts Slowly 


Week’s Total of 50,864 Cars and Trucks 
Is 42,000 Below Figure of Year Ago 


By Bernie Thomas 
Associate Editor 

A§ 1952 production got off to a 

slow start, car makers were 
told last week that they will receive 
different sized slices of second- 
quarter production. But there was 
hope that the government’s de- 
cision on Jan. 12 will keep that 
quarter’s allowable output close to 
the first quarter’s 1,000,000 cars. 


Prospects are, industry sources 
say, that enough steel and alum- 
inum will be meted out for 1,000,- 
000 cars in the second quarter, 
but makers will have to cut cor- 
ners on copper to build anything 
over 800,000 units. 

U. S. plants last week turned out 
only 37,734 cars and 13,130 trucks 
for a total of 50,864 vehicles, ac- 
cording to Automotive News’ esti- 
mates. In the like week of 1951, 
U. S. plants built 69,959 cars and 
22,831 trucks—a total of 92,790 units. 

Auto plants wrapped up 1951 pro- 
duction during Christmas week by 
producing 24,523 cars and 11,250 
trucks for a total of 35,773 vehicles. 
The final 1951 car production total 
of 5,332,665 ranked second only to 
1950, while the truck total of 1,- 
416,109 established a new high. 


x * * 


‘THE following table shows the 
new percentages assigned each 





maker, effective Apr. 1, as com- 
pared with the shares they now 
hold: 


Checker Cab .............. 


3.45 
2.09 
4.13 
1.21 
In the revision, General Motors, 
Chrysler, Ford, Hudson, Packard, 
Studebaker, Crosley and Checker 
Cab lost output shares at the ex- 
pense of increases given to Kaiser- 
Frazer, Nash and Willys-Overland. 
The new quotas for the second- 
quarter of 1952 are the same as 
announced by the National Produc- 
tion Authority last fall. At that 
time, all makers bitterly protested 
and NPA promised a review. There 
was no change, however, in last 
week’s announced list. 
* of x 


Tome was no change either in 
industry acceptance of the 


quotas. But NPA officials insisted 
(Continued on Page 44, Col. 1) 





Spot Parts Shortages Follow Service Volume Rise 


ERVICE volume is above aver- 
: age in most sections of the 
nation, an Automotive News survey 
reveals. 
Dealers report that the public 
' expects a new-car shortage in 
z 1952, but that people are still in- 
~ ¢lined to resist what they believe 
_ te be too high prices for new cars 
_ that are available. 
’ And apparently, the man who 
Mmight be a prospect for a new car 
‘today is insuring that he will be 
“able to maintain his price resist- 
ce in the future by getting his 
old car fixed up now, 


has picked up so much in the past 
few months, that spot shortages of 
parts are developing. In a few 
areas the supply situation on gears, 
made of high alloy metals, for over- 
drives and transmissions is al- 
ready critical. 
* * 1 

ic LSewaene, dealers say stocks 

of fenders, tops, panels, doors 
and other sheet metal items are 
none too plentiful. 

With the influx of additional 
service volume, dealers are looking 
around for good mechanics. But 
good mechanics reportedly are hard 





Dealers say that service business 


to find. Dealers who never before 





considered doing so, are surveying 
local high school grads and starting 
up apprentice training programs. 

In some cities, however, ap- 
prentice programs, even if suc- 
cessful, won’t solve the personnel 
problem in time. In those cities, 
union requirements insist that an 
apprentice’s training period be an 
extended one. 


Following are reports on the 


In This Issue 


Registrations, Prices . 
Used-Car Auctions ........ ware 
Truck Highlights ............ 





age 
-Page 22 














Service situation in various cities: 
ok oe a 


St. Louis 


WNERS of cars purchased be- 

fore the Korean war are dis- 
playing great reluctance in pur- 
chasing new ones since the govern- 
ment permitted further price 
increases. 

They are turning more and 
more to repairing their present 
vehicles, and the volume of such 
work has risen considerably for 
both franchised dealers and inde- 
pendent shops. 

St. Louis dealers report that the 

(Continued on Page 34, Col, 3) 





Second-Quarter 


Quotas Revised 


K-F, Nash and Willys 
Given Boosts While 
Others Are Trimmed 


ILE auto makers and union 

leaders fought bitterly to stave 
off another threatened 20 percent 
cut in car output starting in the 
second quarter, NPA last week 
trimmed quotas of most makers 
slightly to permit a corresponding 


Truck Quotas 


NPA has revised truck output 
quotas for the second quarter. 
See story on page 2. 








increase in the shares allotted 
Kaiser-Frazer, Nash and Willys. 

K-F’s share of total production 
was boosted from 1.55 percent to 
2.47; Nash’s quota was increased 
from 3.30 to 3.45 percent, while 
Willys got a hike from 1 to 1.21 
percent. 

General Motors’ share was 
trimmed from 41.35 percent to 41 
percent; Chrysler from 21.65 to 
21.43; Ford from 21.35 to 21; Stude- 
baker, 4.24 to 4.13; Packard, 2.15 to 
2.09; Hudson, 2.95 to 2.93; Crosley, 
.35 to .21, and Checker Cab, .10 
to .08, 

The new splitup was first pro- 
posed last fall It was reconsidered 
but left unchanged after consider- 
able argument by industry repre- 
sentatives. 

a = 

yaa. as unemployment in 

the auto industry grew to 
alarming proportions, Mobilizer 
Cc. Wilson and NPA Director 
Manly Fleischmann promised to 
make a decision by next Saturday 
(Jan. 12) on whether a proposed 
cut of 200,000 in car output for the 
second quarter can be averted. 

There were indications last 
week that Congress may step into 
the controversy this week, since 

(Continued on Page 41, Col. 1) 


Top Cars 

New-car registrations for 10 
months, plus 32 states for No- 
vember: 
1951 Pos. 
1—974,935 
2—784,807 
3—504,674 





Make 
Chev. 
Ford 
Plym. 
Buick 
Pontiac 
Dodge 
Olds 
Mercury 
Stude. 
Chrysler 
Nash 
DeSoto 
Hudson 
Cadillac 
Packard 
Kaiser 
Henry J 
Willys 
Lincoln 
Crosley 
Austin 


1950 Pos. 
1,271,849— 1 
1,055,810— 2 

464,075— 4 
467,410— 3 
389,947— 5 
257,547— 8 
325,010— 6 
281,527— 7 
243,858— 9 
127,588—11 
158,419—10 
95,823—138 
121,959—12 
89,754—14 
63,266—16 
78,247—15 
8,207—20 
30,932—17 
29,908—18 
6,256—21 
4,972—22 
Ang.-Pref. 1,610—23 
Frazer 11,538—19 
Total All Makes 
4,620,458 5,504,714 
For further details see page 
38, today’s issue. 


4—356,920 

5—305,894 

6—273,171 

7—248,986 
8—211,229 

9—187,059 
10—137,743 
11—126,330 
12—101,249 
13— 89,215 
14— 87,464 
15— 60,701 
16— 48,417 
17— 47,933 
18— 24,088 
19— 23,559 
20— 4,960 
21— 3,188 
22— 3,139 
23— 
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New Wintlitin on CPR 83 ‘*% 
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OPS Plans 


Dealer Violators 


By Mac Gordon 
Associate Editor 


NJUNCTIONS will be sought 


against new-car dealers who con-| was understood that OPS might 


tinue to ignore paperwork require- 
ments of Ceiling Price Regulation | 
83, OPS enforcement offcials de- 
clared last week. 

Aroused by reported violation 
rates of up to 60 percent, OPS 
districts took the unusual step of 
sending warning notices to all de- 
linquent dealers. The warnings 
were mailed after New Year’s 
day. 

The reports concerned franchised 
dealers who had not submitted prep- 
aration-and-conditioning charge re- 
ports on Form 98. 

Technically, dealers are forbidden 
from selling new cars until Form 
98 is received at OPS district of- 
fices. This no-sales penalty is the 
first of its kind in any OPS regu- 
lation. 

* + * 

_ agency enforcers had no 

estimates on dealer violations 
of the poster and invoice require- 
ments of CPR 83, one spokesman 
said he believed this total was 
“also substantial throughout the 
country.” 

All Special Orders required for 
dealer price posters have now 
been issued by OPS headquarters 
in Washington. Special Order 10, 
covering Nash cars and acces- 
sories, was effective Dec. 31. 
John J. Frank, OPS enforcement 
chief for eastern Michigan’s 35 
counties, wrote remiss dealers that 
he would not accept “ignorance” of 
the requirements as an excuse. 
The national and state dealer as- 
sociations, he noted, have been 


Utah Dealers Ask 
CPR Revision for 
Cars, Heaters 


SALT LAKE CITY.—Price Ad- 
ministrator DiSalle has been urged 
by the Utah Automobile Dealers 
Assn. to revise CPR 94 so that 
recognition is given to the added 
value of cars equipped with radio 
and heater. 

“It must be conceded,” wrote 
Elias J. Strong, secretary-manager 
of the group, “that CPR 94 as 
written does not recognize the his- 
torically established practice of 
automobile dealers who have al- 
ways placed additional value on 
cars equipped with these very de- 
sirable additions.” 

Strong cited the hardship on the 
person trading as well as the seller, 
“for if dealers cannot charge ex- 
tra for this optional equipment, 
naturally they cannot give a trade- 
in allowance commensurate with 
the true worth of the car being 
traded in.” 

Revision is asked “not in the 
spirit of attempting to increase the 
price of cars, but rather in order 
that this justifiable, established 
practice may be continued,” Strong 
said. 





| warning their members repeatedly 
| about these deadlines. 





to Enjoin 


Besides barring new-car sales, it 


seek financial penalties in injunc- 
tions against non- compliers. 


ENFORCEMENT agents were also 

reported on the prowl for poster 
and invoice violators. The CPR 83 
deadline for posters and invoices 
was Dec. 10,-but OPS did not issue 
the necessary Special Orders for 
most new-car lines until past this 
date. 

Dealer associations, meanwhile, 
were bracing for expected new bat- 
tles to preserve the Herlong amend- 
ment, which insures application of 
historic discount percentages to any 
and all new price increases. 

Amendments to repeal or modify 


Louis, Ill.; 


Austin, Tex.; Y. J. Stover, 





(Continued on Page 38, Col. 1) 


of Modern Merchandising and Management. 


Malden, Mo.; Wm. J. Hartigan, Chicago; W. E. Smith, Mt. Vernon, Mo.; 
ton, S. C., and Herbert Weiss, Monticello, N. Y. Center row: H. H. Emerson, Homer, La.; Phil J. O'Toole, 
Jemison, Keokuk, la.; E. K. Roggenkamp, Milltown, Ind.; H. R. Hustedt, Richmond, Hill, 
ada; C. O. Bender, Grantsville, Md.; T. A. Noethling, Pittsburgh; J. G. Presnell, 
and Don Allen, Buffalo. Top row: Morton B. Weiss, Chicago; John H. Nash and Charles D. Nash, both alumni of the school, 
Ashburn, Ga.; A. R. Lauson, Manitowoc, 
Seattle; R. J. Bailey, London, Ont., and W. J. Grattan, Lynn, Mass. 


Dealer-Sponsors of Chevrolet Post-Grad School— 


These deaier-sponsors attended the student graduation exercises of the recently held 32nd Chevrolet Post-Graduate School 
Left to right (lower row): J. S. Sanders, Massilon, O.; Frank J. Hauss sr., 
James R. Fry, Columbus, Ind.; Wm. J. Cambier, Orange City, la.; W. H. Lee, Cannon Falls, Minn.; Mrs. Eleanor G. Bostic, 
Leo T. Brown, Philadelphia, Pa.; C. F. Johnson, Charles- 


Wis.; 


Carlton H. Stauffer, 





East St. 


Corvallis, Ore.; Earl V. 
N. Y.; M. C. Blunt, Nanaimo, B. C., Can- 


Liberty, N. C.; A. L. Maclean, Welland, Ont., 


Scranton, Pa.; E. C. Fiedler, 








1951 Deaths Estimated at 37,500... 





Traffic Toll Hits 10-Year High 


CHICAGO.—The year 1951 ended 
with the highest traffic accident 
death toll in the last 10 years and 
the fourth highest in history, the 
National Safety Council reported 
last week. 

After adding up a death list of 
$3,760 for 11 months, the council 
estimated that approximm&tely 37,- 
500 Americans died in traffic By 
cidents in 1951. 


percent; Montana, 8 _ percent; 
Colorado, 7 percent; Massachu- 
setts, 6 percent; Wisconsin, 4 per- 
cent; Maine, 4 percent; Florida, 
1 percent, and West Virginia, 1 
percent. 

Reports from 443 cities of more 
than 10,000 population showed a 
November decrease of 1 percent 
and an 11-month decrease of 1 per- 

while the November increase 


The only years to exceed that CE nation as a whole was 7 


total were 1936—38,089, 1937—39,643, 
and 1941—39,969. 

“This is the second consecutive 
year to bring a sharp increase in 
traffic deaths,” Ned H. Dearborn, 
council president said. ‘“There’s 
only one conclusion — streets and 
highways are getting steadily more 
dangerous.” 

The traffic death toll for 11 
months of 1951 was 7 percent 
more than for the corresponding 
period last year. Deaths for No- 
vember alone totaled 3,460—also 
a 7 percent increase from No- 
vember 1950. 

The growing number ef deaths 
apparently was in direct ratio to 
increasing mileage, the council said. 
Mileage figures were not available 
for November, but travel for 10 
months was estimated at 412.4 bil- 
lion miles—8 percent more than for 
the 10 months of 1950 and 48 per- 
cent greater than for the corres- 
ponding period in 1941. 

Thus the mileage death rate 
(deaths per 100,000,000 miles) re- 
mained at the low level of 7.3 for 
10 months—fractionally lower than 
1950 and 37 percent under the 1941 
rate of 11.5. 

Of the 42 states reporting for 
November, 13 had decreases in 
deaths, four reported no change 
and 25 showed increases. For the 
11-month period, only 10 states still 
had fewer deaths than in the previ- 
ous year. They were: 

Rhode Island, 19 percent; South 
Dakota, 12 percent; Delaware, 11 








Design for U. S. Sports Car— 


Brooks Stevens’ ideas for an American sports car include use of a Henry J chassis 
with modifications of engine location, suspension characteristics and steering. The 
planned three prototype cars would be powered with two Willys F-head engines with 
factory approved modifications and one Alpha Romeo 1900 c.c. engine with factory 
approved tuning. Bodies would be of lightweight tubular structure and aluminum outer 
skin. “It is hoped that the costs will be below $3,000 and preferably nearer to $2,000," 
Stevens says. Charlies Cowdin jr., of Stevens staff, collaborated in the body design. 


percent and the national 11-month 
increase was 7 percent. 

For November, 93 of the cities 
had decreases, 229 reported no 
change and 121 showed increases. 
For the 11-month period, 187 re- 
ported decreases, 83 had no change 
and 173 had increases. 

The following cities with popula- 
tion of 200,000 or more reported 
decreases in their traffic deaths for 
the 11-month period: 

Akron, 50 percent; Jacksonville, 
Fla., 38 percent; Memphis, 34 per- 
cent; Columbus, O., 32 percent; 





Birmingham, Ala., 29 percent; 
Worcester, Mass., 24 percent; Hono- 
lulu, T. H., 21 percent; Portland, 
Ore., 19 percent; Miami, 18 percent; 
Pittsburgh, 18 percent; San An- 
tonio, 12 percent; Providence, 17 
percent; Washington, D. C., 5 per- 
cent; Oklahoma City, 5 percent; 
Toledo, 3 percent; Los Angeles, 3 
percent; Seattle, 2 percent, and St. 
Louis, 2 percent. 

For November, 279 cities had 
perfect records. The largest no- 
death city was Omaha, (251,100), 
second largest was Norfolk, Va. 
(213,500), and the third largest 
was Jacksonville, Fla. (204,500), 

For the 11-month period, only 60 
cities maintained perfect records. 
The largest was Ann Arbor, Mich. 
(48,300), second largest was Eau 
Claire, Wis. (36,100), and the third 
largest was Watertown, N._ Y. 
(34,400). 

The leading cities in each popula- 
tion group for the first 11 months 

(See TRAFFIC, Page 39, Col. 1) 





Truck Maker Quotas 


Second-Quarter Percentages Changed Little 
From Proposals Made in Nov. 


WASHINGTON. — NPA officials 
handed out to truck makers, at a 
meeting here last Wednesday, pro- 
duction percentages for the second 
quarter. 

The quotas were changed 
slightly from those proposed in 
November in the light-truck clas- 
sification. In mediums and heavies 
quotas are the same as the previ- 
ously proposed quotas, although 
nearly all are changed from the 
current quotas. 

Meantime, NPA reported that a 
study of trucks by weight classifi- 
cation shows a surplus of mediums, 
with lights being in great demand. 

Light trucks are limited to 53 
percent of total truck production, 
mediums to 33 percent and heavies 
to 14 percent. 

NPA asked the committee’s ad- 
vice on continuing these percent- 
ages for the second quarter “to 
bring supply and demand into 
better balance.” 

The committee urged that pro- 
duction of trucks for the second 
quarter be set at 250,000 units. Cit- 
ing the defense-supporting role of 
trucks, the committee emphasized 
that no further curtailments should 
be made. 

Changes from the proposed 
quotas in the light classification 
included an increase of .17 per- 
cent for Willys and decreases for 
eight makers. Chevrolet lost .01 
percent; Divco .02; Dodge .01; 
Ford .02; GMC .02; THC .04; Pon- 
tiac .02 and Studebaker .03. 

(Note that the above compari- 
sons are with proposed second- 
quarter quotas announced in No- 
vember, and not with present 
quotas listed in the table.) 


The following table shows: Col- 








umn A—the current percentage-of- 
industry ranking for motor truck 
manufacturers (in light, medium 
and heavy-truck classes), and Col- 
umn B—the revisions: 


Light Trucks 





A B 
IIIS, © scsisestancsvacseascis 34.93 34.94 
OS Se ae 10 09 
Divco 50 61 
BED encsusneshinenacrnseinahes 13.44 13.44 
REESE eae 21.15 21.03 
General Motors .......... 7.65 7.28 
A «SRS eae 8.70 8.80 








Canada Counts One Car 


For Every Seven Persons 


TORONTO. — Figures of the 
Dominion Bureau of Statistics 
give Canada one car for every 
seven people, the Ontario ratio 
being one car for every five peo- 
ple. The report shows 2,600,000 
ears of all kinds in Canada, 1,- 
906,000 of them passenger cars. 

Ontario has 42 percent of all 
cars in Canada, with over 1,104,- 
000 cars of all kinds. During 
1950, Canadian car owners paid 
$222,314,000 in taxes of one kind 
or another to operate their cars 
and trucks, an increase of 13 per- 
cent over 1949. 





Canaday Predicts 
Trend to Smaller 
Cars in 1952 


TOLEDO. — Ward M. Canaday, 
president of Willys-Overland Mo- 
tors, Inc., predicted that the auto 
industry this year will be giving 
more attention to producing small- 
er cars, which will give greater 
gasoline economy and use smaller 
quantities of critical materials. 

“Two major problems facing the 
nation and the auto industry make 
the development of such economi- 
cal and material-saving cars im- 
perative,” he said in a year-end 
statement, 

He said that high taxes and 
costs, and potential shortages of 
high octane gas and materials will 
be responsible for this change in 
industry’s emphasis. 

Commenting on the production 
cutbacks that have been ordered 
for 1952, Canaday said he felt con- 
fident that the industry would ac- 
cept the challenge of keeping the 
nation on wheels. 

“A five-year period of concentrat- 
ing on producing economical cars 
would give America a stockpile of 
civilian automobiles for any fore- 
seeable period of emergency,” he 
said. 








Dealer Card Celebrates 40 Years in Tenn.— 


Showroom display of a 1911 Ford, first car sold by the C. C. Card Auto Co. of 
Cleveland, Tenn., was one of the features of the dealership's recent 40th anniversary 
celebration. Other features included award of a $100 defense bond to the persor 
guessing the nearest number of cars sold by the dealership, and a bond award to the 
person who drove the oldest Ford to the dealership during the celebration. Two 1913 
Fords showed up. Pictured with the 1911 showroom car are dealership officers—(ef! 
to right) G. B. Taylor, secretary-treasurer; Robert G. Card, president, and J. G. Epper- 


tablished by Card's father. 





son, vice-president. The b s was 
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serve the readers of this column 
at the start of this brand new 
year than to reprint an article that 
has just come to my attention from 
the Colonial Finance Co., Lima, O. 

The author is Bertram Lewis, 
who has had long experience in this 
field. Lewis has gained national 
reputation from such dealer advice 
as he has issued at New Years for 
many years. 

His 1952 version is particularly 
appropriate when there are so 
many uncertainties facing this 
trade, I recommend you give his 
advice careful consideration: 

« * tal 


If I were a Dealer 


In 1952 

F I WERE a dealer in 1952, I 

would operate under the convic- 
tion that my country and its way 
of life were in the greatest danger 
that free institutions have faced 
since they were first established in 
this world. Seeing it confronted 
without by tremendous military 
power, developed for the explicit 
purpose of destroying it, and with- 
in by an appalling degree of moral 
and economic deterioration, I would 
face squarely up to the fact that 
the land I love is in deadly peril 
and that, unless I and others like 
me organize our lives and operate 

our businesses with national serv- 
ice as our first objective, our chil- 
dren may end up in slavery—chat- 
tels of a communistic world state 
and bound to do its will throughout 
their lives. 

With this picture in mind, I 
would direct my business towards 
two primary objectives—first, to 
elevate the standards of business 
life in America and, second, to 
restore its social life to the stand- 
ards of simplicity, sincerity, faith 
and high purpose that character- 
ized its beginnings and gave it 
the strength that made its early 
progress the wonder and envy of 
the world. 

Mink coats and deep freezers in 
the White House; the sale of gov- 
ernment jobs by the party in pow- 
er; cheating in one of the most 
honored of our publicly supported 
institutions, where honor has here- 
tofore been rated above every other 
requisite; college men accepting 
bribes to throw athletic contests; 
the sale to and use of narcotics by 
school children—these and many 

other symptoms show that the 
virus which destroyed Babylon, 
Rome and other rugged civiliza- 
tions, gone rotten through riches, 
is circulating here and unless the 
universal urge to GET is soon sup- 
planted by the urge to SERVE, the 
youngsters for whose lives we are 
responsible, will find themselves de- 
prived of every good thing that we 
have received in trust for them. 
+ +” oa 


I Would Put Public Service 


Ahead of Everything 
HEREFORE, if I were a dealer 
in 1952, I would operate my 

business for the purpose of serving 


Dealers tell me 


By John O. Munn 


DON’T know how I can better | 





ional 

Advertising News ............... 33 
ee PE PO. og cc ececcnnecs 11 
SOPOT TORT CO CTT 10 
TN, oo 5-3 va da pid a caela 27 
PSST CPT eee 30 
Perr re verre 4 
NTS Cine Dake a4 cane Re eee Sale 4 
ED, oso'daa eeu si Aaa ee Rae es 40 
EO OTC REITER TE 10 
Sree ar a 17 
Legislative News ............... 18 
| Eee Pre rrr oe 4 
Merchandising Memos ........... 32 
Rg ad ao aioe a 6rd 43 
Personnel (Factory) .............. 20 
ee 38 
Prices, Used-Car, Averages ....... 36 
Production by Makes ............ 44 
Registrations, Cars, Trucks ........ 38 
IRR, ala aa sp Gn winw'o:n4'vaih 29 
Washington Column ............. 14 





as many individuals as_ possible | 
jand, by so doing, serving the na- 
ition as a whole. I would try to| 
serve the factory by being a thor- | 
oughly efficient outlet for its goods. 
I would try to serve the public 
by providing it with dependable | 
and economical personal transpor- | 
tation on as wide a scale as possi- | 
ble. 

I would try to serve my em- 
ployes by giving them fine, at- 
tractive business opportunities 
and helping them to become bet- 
ter workers, better earners, bet- 
ter men. I would try to serve my 
fellow dealers and the industry 
at large by being active in trade 
association work. And I would try 
to serve society by performing all 
my civic duties, playing fair in all 
my business dealings and keeping 
my personal life on a plane above 
reproach, 

If I were a dealer in 1952, I would 
realize that the business outlook is 
completely uncertain and that if I 
am to play my part in protecting 
America’s economic stability I must 
do these 10 things: 


* * * 


I Would Do 
These 10 Things 


Follow business trends from 

* day to day. 2. Conserve and, if 
possible, increase my working cap- 
ital. 3. Keep my finger daily on the 
pulse of every department in my 
business. 4. Get the utmost possi- 
ble cooperation from every employe 
and keep the organization working 
as a team to cope with each day’s 
problems. 5. Follow the work of my 
new and used-car and new and 
used-truck sales organizations like 
a hound on a hot scent, making 
each day’s results teach every sales- 
man something that will improve 
his work and doing everything pos- 
sible to increase the knowledge, 
alertness, resourcefulness and will- 
to-work of every member of the 
sales force. 

6. Intensify my efforts to locate 
and cultivate prospects and to 
build up a backlog of potential 
buyers who will be in the market 
within the next couple of years, 
increasing the effort applied to 
each one as the logical time 
draws nearer for him to acquire 


|of the contention that Regulation 


| by 
| message urging that NADA seek 
|longer credit terms for its western | 
|members to offset higher vehicle | 





(See JOHN MUNN, Page 42, Col. 2) 


| Anderson Backs Up Plea for Reg. W Relief... 





Coast’s Longer Terms Cited 


SEATTLE. — Figures in support 


W is particularly harmful to Pa-| 


cific Coast auto dealers are cited 
M. O. Anderson in a_ second | 


prices and monthly payments | 


|ecaused by freight charges. 
Following up his earlier plea | always sold cars on terms that were | 
(Automotive News, | longer than those prevailing over | 


to NADA 


Dec. 24, 1951) Anderson, Seattle 
Buick distributor and past presi- 
dent of NADA, has sent a letter 
to M. Robert Deo, NADA manag- 
ing director, and President R. D. 
McKay in which he states: 

“A study of the history of auto- 
mobile time selling shows very 
clearly that the three Coast states 





Public Relations 
Units Named by 
20 Dealer Groups 


WASHINGTON.—Eustace Wolf- 
ington, of Philadelphia, chairman 
of NADA’s public relations com- 
mittee, disclosed last week that 
more than 20 state dealer associa- 
tions have, in response to a request 
from NADA, now appointed state 
public relations chairmen and com- 
mittees. 

A breakfast meeting of these 
state chairmen; together with state 
association managers, “has. been 
called by Wolfington for Jan. 29, 
at the Waldorf, New York, incident 
to the NADA convention. 

“This meeting will be the kickoff 
rally of what we expect to be a 
long-range, important, nationwide 
cooperative program,” said Wolf- 
ington. 

“The quick and enthusiastic re- 
sponse we have had from the states 
indicates a keen appreciation of the 
need for and value of concerted ac- 
tion. We want to give every state 
chairman an opportunity to become 
fully acquainted with, and partici- 
pate in, the basic planning for our 
accelerated nationwide activities.” 

Essentially, Wolfington. stated, 
public relations programs on behalf 
of new-car and new-truck dealers 
must be grass-roots programs, and 
state and local committees will 
have a big part to play in the 
overall program. 





Mason Elected to Head 


Cowlitz (Wash.) Dealers 

LONGVIEW, Wash. — William 
Mason jr., of Longview, is the new 
president of Cowlitz County Auto- 
mobile Dealers Assn. 

Other officers are: Ivan Thonley, 
vice-president, and James Barnes, 
secretary-treasurer. J. E. Kinne- 
brew was named delegate to the 
state association. 





WASHINGTON. — NADA an- 
nounced last week that an impor- 
tant feature of its 1952 convention 
in New York City, Jan. 27-30, will 
be a special breakfast meeting of 
“oldtime auto dealers” who have 
been active retail dealers of new 
automobiles for 30 years or more. 

Response to an initial question- 
naire has been large enough to con- 
vince the special committee that 
they should go ahead with plans to 
set up, at the New York conven- 
tion, what tentatively will be called 
a “30-Year Club.” 
| The 30-Year Club organizing 
| committee is composed of Wil- 
| liam L. Mallon, chairman, New 
| Jersey; Harold Lanphear, Rhode 
Island; Cliff Bishop, New York 
City, and Norman C. Lawson, 
New York State. 

In deciding to call this the “30- 
Year Club,” the committee said it 
was guided by a desire to avoid 
conflict with other oldtimer groups 
in and out of the automotive field. 
The committee announced the fol- 








Toledo Dealers Announce 


Meeting Dates for °52 

TOLEDO.—Meeting dates of the 
Toledo Automotive Trades Assn. for 
the first six months of 1952 have 
been announced by Nelson Ban- 
ham, president. 

They are: Jan. 18, Feb. 8, Feb. 22, 
March 14, March 28, Apr. 11, Apr. 





Oldtime Dealers to Form 
Club at NADA Session 


lowing decisions regarding eligibili- 
ty and immediate plans: 

Present NADA members, who 
are and have been active retail 
dealers of new automobiles for 30 
years or more, are entitled to mem- 
bership in the 30-Year Club. Time 
out of business while in the service 
of the Armed Forces may be de- 
ducted from the 30 years. 

Once a member, they may con- 
tinue to be members whether or not 
they remain in the automobile busi- 
ness. 

There will be no dues, at least, 
for the present. 

The New York meeting will be 

a breakfast, held at 8 a. m., Tues- 

day morning, Jan. 29. Place will 

be announced later. Each mem- 
ber will pay for his own break- 
fast charge. 

The convention committee will 
provide suitable insignia free, and 





also provide a speaker. Officers— 


ing. 


Chamberlain announced that re- 


tee’s anticipations. 

“When complete returns to the 
committee’s questionnaires are in, 
it will be not only gratifying but 


dreds of NADA members have been 
active automobile dealers for three 
decades or more,” Chamberlain 
said. 














25, May 9, May 23, June 13, June 27. 


president, vice-president and secre- | 
tary—will be elected at this meet- | 


NADA Convention Manager Ray | 
quests for reservations for the “30- | 


Year Club” breakfast are already | 
far beyond the organizing commit- 


surprising to note how many hun-| 





First Test Station in Texas— 


Frontier Pontiac, Fort Worth, received 
the first Texas certificate as a vehicle 
inspection station under the state's new 
inspection law. It was presented to Thomas 
F. Abbott jr., dealership president, by 
Chief G. W. Busby of the motor vehicle 
inspection department of the Texas de- 
partment of public safety. Gov. Allen 
Shivers’ auto was driven from Austin to 
be the first car inspected under the new 
law. At left is Busby and (right), Abbott. 





Social Security 


Is Dealer Must 


DETROIT. — Social secur‘ty for | 


self-employed persons has caused 
some confusion. 

To set the record straight, auto 
dealers themselves, according to 
the Social Security Administration, 
now have social security whether 
they like it or not, and must pay 
the tax. 

Some have been under the im- 
pression that they can take it or 
leave it alone. Under the 1950 
amendments, dealers, and other 
groups, must pay a social security 
tax when they file their federal in- 
come tax returns for 1951, unless 
earnings are less than $400. 

The tax rate is 2% percent, and 
only the first $3,600 of net earnings 
are taxed. Benefits are obtainable 
for some as early as Jan. 1, 1953. 

For example, a dealer who 
reaches the age of 65 by January, 
1953, will be eligible for retirement 
at the maximum of $80 a month, if 
his net earnings are at least $3,600 
in each of the years 1951 and 1952. 

Information is available at local 
agency offices. 





the country as a whole. When the 
{country was selling on 12-month 
terms, Pacific Coast dealers sold 
{on 18 months. When the country 
moved up to 18 months, the Pacific 
|Coast moved up to 24 months, and 
|when the East and Midwest had 
|maximum terms of 24 months, the 
; maximum terms on the coast were 
|from 30 to 36 months. 

“Facts to support this can be ob- 
tained by contacting any of the 
large finance companies that are 
doing business on a national scale. 

“The point I want to prove is 
that there is an economic factor 
here that must be dealt with, and 
has been recognized ever since 
automobiles were sold on time. 

“A careful analysis and study of 
these facts will prove beyond a 
doubt that a hardship condition ex- 
ists, and that these are conditions 
peculiar to the Pacific Coast. How- 
ever, some might say that was years 
ago, and weuldn’t apply at the pres- 
ent time. Therefore, I have made 
an analysis based on figures of one 
national finance company, and in 
this analysis have used the month 
of August, 1950. 

“In taking this later market, such 
as August, 1950, I think everyone 
will agree that at that time dealers 
had more orders than they could 
fill. This was particularly true on 
the Pacific Coast. 

“Most certainly there was no need 
to extend terms to sell automobiles; 
therefore, the conditions prevailing 
at that time would be indicative of 
the general need in the various 
areas as it applied to terms re- 
quired for merchandising cars on a 
sound basis.” 

Anderson declared that his 
study involved 56,345 contracts 
written on a national basis dur- 





ing that one month. Of the total, 
6,584 contracts, or 12.16 percent, 
| were furnished by the Pacific 
| Coast. He points out that this is 
| in line with the coast’s normal 
share of the national market. 

The analysis, he continues, re- 
veals that the Pacific Coast deal- 
ers accommodated 21.2 percent of 
their 6,854 customers with terms 
in excess of 24 months, while deal- 
ers over the rest of the United 
States as a whole extended terms 
over and above 24 months to only 
approximately 1 percent. He adds 
that, with the high percentage on 
the Pacific Coast figured into the 
national average, the national aver- 
age amounts to only 2.2 percent of 
contracts on which terms extended 
were in excess of 24 months. 
| Anderson then asks in his letter 
|to the NADA executives: 

“Why should the coast dealers 
extend these terms to their cus- 
tomers with the full acquiescence 
of the banks and finance com- 
panies? If you want to arrive at 
a hasty conclusion, it might in- 
dicate that the Pacific Coast 
dealers as a whole are poor deal- 
ers. In my judgment, the dealers 
on the West Coast are very good 
businessmen. They have studied 
the economy of their areas of in- 

(Continued on Page 39, Col. 1) 
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new models, due 


Fish, one of 
lieves cars will 





of this, it 


Wemhboft 


of 11,000 was set .. 


tightened. 








Chevrolet has no plans for a light car but it does have completely 
new models ready to put on the market within a reasonably short 
period, if needed, Sales Chief W. E. Fish told newsmen at a preview 

of 1952 models. . 


rolet had originally intended to bring out its com- 
pletely new jobs for 1952 but shelved them because 
of current materials shortages . . 
warrants it, though, we can introduce these new 
models in a reasonable hurry,” he said. 


that his company is spending about $1,000,000 on 
edvertising to announce the 1952 cars; that Chev- 
rolet dealers will probably spend another $3,000,000 
in salesroom displays and advertising ... On top 
was learned, Chevrolet 
boosting its total ad expenditures in 1952 .. . 

NADA reports advance registrations for its convention are over 
seven times greater than a year ago, when alltime attendance record 
. Dave Wallace was justifiably proud at the 
luncheon where Chrysler division received Motor Trend magazine’s 
Engineering Excellence Award for 1951. . 
Berkeley has been reelected NADA director for Northern California, 
whose association is nearing its 1,000th membership goal . . . Mobilgas’ 
1952 Economy Run will definitely be held, according to Clarence 
Beesemyer, executive v.p. of General Petroleum Corp. Rules will be 


. In obvious reference to Ford’s 
in February, Fish noted that Chev- 


. “If competition 


the few sales managers who be- 
have to be sold in 1952, announced 


is actually 


. Hanford Crockard of 


—Perte Wemuorr, Editor, 
Automotive News 
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OUR PLATFORM: |. Fair and equitable contracts between ennai 
and dealers in motor vehicles, parts and accessories. 92. A fair profit to 
the dealers on every used vehicle accepted in partial payment for a new 
car or truck. § 3. Every dollar of gasoline tax collected by state or federal 
governments applied to the building arid maintenance of Lighwens. 7 4. The 
elimination of government and bureaucratic controls over this industry. 
7 5. A return to the precepts of independence and the rewards of applied 
energy and ability, which made America and gave more of her citizens 
more of the better — of life than anywhere else in the world. 














It Can Happen Eien iit 


What Will You Do? 


OU CAN’T wash out a blot on your record with excuses. 
Nor, if the public thinks ill of you, can you change that 
opinion much by telling them how it happened. 


On the other hand, it might be well to examine some of 
the circumstances that led many to think ill of dealers, as 
revealed by NADA’s national survey. 


The point that must not be overlooked is that it could 
happen again. Signs point to new output cuts. 
If a car shortage does come, there will certainly be op- 
portunities to create illwill, even though prices are fixed. 
Temptations will be there. What will you do about them? 
It is timely to formulate now a policy to create goodwill and 


make sure that, if it is necessary to put it in force, it is 
carried out all down the line. 


Any such shortage might be very shortlived. We are, 


hearing big, bold talk about enforcing auto cutbacks now, | 


but the tune can change very fast. 

Needless unemployment may quickly end discrimina- 
tion against auto production, with the result that a short- 
age may never materialize, or if it does, it may come and 
go in a wink. 

Remember, that we have not embarked on full-fledged 
war. We are only arming in the hope of preventing war. 


But, to recall the temptations of the past: 


Many a dealer, who had determined to sell on a first-come, 
first-served basis at list price, became shocked at what the 
customers were doing in those early postwar years. 


They found that many customers were not buying cars to 
use but had entered the business themselves. 
The car a dealer sold yesterday would be sold by the 
customer next day for several hundred dollars profit. 


At the same time, dealers were being urged, to put it 
mildly, into terrific building expansion and modernization 
programs. Their overhead was skyrocketing, while indi- 
viduals with no overhead were skimming off the cream. 


As a result, many dealers decided to get some cream, too. 


These facts are not recited here to attempt to whitewash 
the reeord—but rather to remind dealers that the tempta- 
tions were very real and very difficult to resist. 


And the necessity of resisting them may come again. 




















Auto 
Forum 


Secretary of Commerce Saw- 





yer, predicting prosperity for the 
United States for 1952: “It would 
be the ‘height of folly’ to consid- 
er closing down the automobile 


industry.” 
* > 


* 
By Crackey! 

“Since most of the girls born 
in 1970 will not die until more 
than 100 years from today, the 
United States may well be on 
the road to domination by 
moms, aunts, grandmas and 
great grandmothers, since 
women’s lives are longer than 
men’s.”—Dr. Harotp F. Dorn, 
of the National Institute of 
Health. 

cd + * 
That’s Bad 
“We've become so keyed up 
and nervous that it is almost 
impossible to put people to sleep 
with a sermon—and I tell you 
that’s a bad situation.”—Rev. 
Norman Vincent Peale, New 
York City. 
* 7 * 
Soup Then Soap 

“We can take a cue... from 
the Salvation Army whose se- 
quence of services to the hun- 
gry is first soup, then soap— 
then salvation. Soup is not 
enough, but you cannot have a 
hungry people without first 
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seeing to it that they are fed.” 
—Dr. Alfred B. Garrett, Ohio 
State university professor. 

. * * 


About-Face 


“We haven’t yet been able to 
understand . .. why the same 
man can be so decent when he 
is dealing with union men and 
so hostile toward unions when 
he begins to talk for publica- 
tion.”—The IAM-AFL Machinist. 

+ * id 

“There’s a special fountain 

pen for federal tax collectors. 
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It writes under hot water.”’— 





Don McNELL, radio m. c. 
* - * 


—— Letterhox 





Where’s the ‘Reward’? 


“The power to tax is also the 
power to divide, to give and 
withhold advantage, to punish 
and reward.—U. S. Sen. Wal- 
lace F. Bennett, in a speech 
before the Iowa Taxpayers 
Assn. 


used, if you so request. 





‘Answer to Unionist ... . 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
Address Editor, Automotive News, Detroit 26, Mich. 
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Both Guns and Butter 


“It is not a matter of choosing 
between guns and butter. We 
must have both, in proper bal- 
ance, if we are to be strong even 
in a strictly military sense.”— 
H. S. Vance, Studebaker board 


Paging Mr. Rohan 

Although we are not a Seattle 
dealer (and thank God that we are 
not under the jurisdiction of Jimmy 
Rohan, executive secretary of the 
Automobile Drivers and Demon- 
strators Union, Local 882, of Se- 
attle) we can not help but smile 


chairman. -) “ and at the same time take excep- 
3 tion to the lily-like picture he 
Housing Shortage? painted of himself in your Dec. 10 


edition. It would be un-American 
to let such a letter go unchallenged. 

Mr. Rohn made the statement 
that in Seattle there is not the 
slightest semblance of union taking 
over management, nor attempting 
in any way to dictate the policy of 
the employer. Our friends in Se- 
attle tell us the following things 
about Mr. Rohan and his union: 

1. No man can sell cars in Seattle 
without being a member of Rohan’s 
union. 

2, Any new or used-car sales- 
man, wishing to put an advertise- 
ment in the paper for his own 
benefit or good, must first have 
the copy checked and approved 
by Mr. Rohan. 

3. Periodically, Mr. Rohan and 
his secretary make a vigorous in- 


“Wrongdoers have no house 
with me, no matter who they 
are or how big they are.”’— 
PRESENT TRUMAN. 

+ 7 * 


Weary of Advice 

Foreign Correspondent Karl 
H. Von Wiegand quoted an Eng- 
lishmen as telling him: “We are 
tired of being like a schoolmas- 
ter who is tutored, lectured and 
scolded by America. Told what 
to do and what not to do. We 
don’t want to be standardized or 
Americanized, but want to re- 
main European.” 

* x * 

“The only way to win World 
War III is to prevent it.”—Sen. 
Estes Kefauver, Tennessee Dem- 
ocrat, in a speech at Seattle. 














10 Years Ago... 


The Big Story 


The federal government banned the sale of new cars and light 
trucks until after Jan. 15, 1942. It is thought that this is a preparation 
for a strict rationing program... A strict tire rationing program was 
laid down by the government, limiting the production to 357,000 new 
tires for January . . . Chrysler received a government contract for 
$80,000,000 for more trucks and a new Army vehicle . . . President 
Roosevelt created the Office of Defense Transportation to lie in wait 
in case the government must intervene on national transportation 
difficulties in the future. 





—From the files of Automotive News. 











spection of every dealership. Our 
Seattle friends tell us that office 
gates are not sufficient to stop him 
from his investigation. Time after 
time they have been seen going 
through the office checking every 
employe, whether or not they carry 
a union card. In one instance, a 
dealer up in Seattle told us that 
Mr. Rohan even stopped two super- 
visors, whom he didn’t know, to 
check if they were union members. 

4. The hard-earned dues of the 
members are taken to run lavish 
cocktail parties, such as the one 
that Mr. Rohan gave on Dec. 22, in 
the elite Horseshoe Club in Nerth- 
west Seattle. Liquor and _ food 
flowed like water to “convince 
people that Rohan is a good boy.” 

5. We know many prominent 
dealers in Seattle and we have 
yet to hear one say, as Rohan 

quoted, “I'd rather give my right 
arm than lose the stabilizing 
effect the salesmen’s union has 
brought to the auto business.” 

6. We know that the union has 
been successful in causing dealer- 
ships to close at six o'clock, and it 
is a common factor that the time of 
day a working man can buy a car 
is after six at night. Should man- 
agement desire te keep a salesman 
overtime or after six o'clock, it 
would be necessary to get Mr. 
Rohan’s permission, which is never 
granted unless in the event of a 
new-car showing. A salesman is not 
allowed on the floor of the dealer- 
ship after six o’clock. If this isn’t 
interfering with management, we 
don’t know what is. 

7. The aeronautical workers in 
Seattle, we are told, also have no 
love for Mr. Rohan, for his team- 
sters with which he is affiliated 
were instrumental in strikebreak- 
ing when workers went on strike 
at the Boeing aircraft company. 
The tactics which the teamsters 
used in this strike leave a bad 

(Continued on Page 35, Col. 1) 
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VIDOMOUBILE 
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Ready for take-off! Ready to thrill America with 





the most beautiful, most powerful Oldsmobile ever! Ready 
with Oldsmobile’s glamorous new “long look” styl- 
ing! Ready with a brilliant new “Rocket” Engine—sensa- 
tional new Hydra-Matic Drive—effortless new steering 
ease! The launching date is coming soon! Watch 


Oldsmobile dealers Rocket to New Highs! 





OLDSMOBILE DIVISION - GENERAL MOTORS CORPORATION LANSING, MICHIGAN 
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Senators Predict Congressional Drive to Hold Tax Line... 





Target: Government Spending 


WASHINGTON. Holding down 
| government spending to avoid an- 
jother tax boost will be an impor- 
|tant job of the Congressional ses- 


"®%\sion which starts Jan. 8, accord- 


Hudson Officials at Dealers’ 1952 Preview— 


More than 500 dealers and representatives attended the preview of the 1952 Hud- 
sons at the Oakland (Calif.) auditorium, where top company officials conferred on 


program details. From left to right are A. 


E. Barit, president of Hudson; N. K. Van- 


Derzee, sales vice-president; C. A. J. Hadley, sales manager, and G. R. Browder, direc- 
tor of advertising and merchandising. Three similar meetings were held in key areas, 


attended by more than 2,300 dealers. 





Willys Ex-Dealer Loses 


Court Dismisses $600,000 Damage Suit 
By Green Bay (Wis.) Firm 


TOLEDO.—A federal judge here 
dismissed the $600,000 damage suit 
filed against Willys-Overland Mo- 
tors, Inc., by a Green Bay (Wis.) 
distributor. 

Judge Frank L. Kloeb agreed 
with company lawyers, who asked 
for summary judgment in the case 
on the grounds that Albert Gins- 
berg, president of Green Bay Auto 
Distributors, Inc., failed to “show 
that there is a genuine issue as to 
any material fact.” 

In granting the company’s plea 
for summary judgment, he ended 
litigation that started with filing 
of the suit Apr. 12. 

The suit asked $200,000 damages 
on the grounds that Willys “fraud- 
ulently” told Ginsberg that it had a 
conventional passenger-type auto- 
mobile about ready fer production 
in order to induce him to sign an 
exclusive distributor’s sales agree- 
ment with the company in 1945. 

This agreement, terminated by 
the company several months ago, 

gave him exclusive rights in 24 
Wisconsin counties and 15 counties 
in Michigan. 

The suit asked another $100,000 
damages on grounds that the com- 
pany “arbitrarily, wrongfully, with- 
out just cause, and in bad faith” 
eancelled this agreement. 


And it asked another $300,000 
exemplary damages for “wanton 
and reckless disregard for the 
plaintiff’s rights.” 

In his affidavit filed with Judge 
Kloeb, George H. Bell, then sales 
manager for Willys, said that “the 
subject of planned production of a 
small, conventional two-door sedan 
was discussed and stressed with all 
prospective distributors.” 

He went on to say, “As a matter 
of fact it was the chief subject of 
discussion at all times. With a few 
possible exceptions, I cannot recall 
a Single prospective distributor who 
was willing to gamble the necessary 
$100,000 to $200,000 investment on 
the prospects of the Jeep alone.” 

The suit charged that it was on 
the basis of these oral discussions 
that Ginsberg decided to accept the 
exclusive sales agreement. 

In his opinion, Judge Kloeb 
stated that “from Mr. Bell’s affi- 





Final Judgment 
Due Today in 
K-F, Otis Suit 


WILMINGTON, Del. A final 
judgment was expected today (Jan. 
7) in the case against Otis & Co., 
Cleveland investment firm from 
which Kaiser-Frazer seeks $3,120,- 
743 for withdrawing an agreement 
to underwrite a contract for sale of 
K-F stock. 

A preliminary judgment favoring 
K-F was handed down last week 
against Cyrus S. Eaton, majority 
stockholder, and William R. Daley, 
president of Otis, by State Superior 
Court Judge Daniel Herrman. 

K-F claimed it suffered damages 
in the $10,000,000 stock agreement 
in 1948, 





davit it would not appear that 
there was any lack of good faith 
on his part or on the part of the 
defendant (W-O) at the time of 
the negotiations, but rather on 
the contrary.” 

Judge Kloeb stressed that pro- 
duction of the new car was con- 
fined to oral discussions and that 
“no mention is made in the agree- 
ment of a new passenger car said 
to be manufactured and delivered 
by the defendant in the future.” 


He pointed out that the agree- 
ment was obviously liked by the 
Green -Bay distributor. He said in 
his decision that “the plaintiff was 
so well pleased with this agreement 
that it felt itself aggrieved when 
the defendant cancelled same on or 
about Dec. 20, 1949.” 


He said “it seems likely that had 
the agreement not been cancelled 
this action would not have been 
brought.” 


The judge said that “I do not 
believe the position of the plain- 
tiff is helped by Exhibits A & B” 
tached to Ginsberg’s affidavits. 


He noted that Exhibit A was a| 


copy of the annual report of the 
defendant for the year ending Sept. 
30, 1945, two days after the plain- 
tiff’s distributor’s sales agreement 
was executed. He quoted a section 
of the report as stating “Lastly, 
there will be an entirely new pas- 
senger car designed for sale in the 
low-priced field.” 

The judge said “it clearly indi- 
cates the policy and intention of 
the defendant at that time with re- 
gard to a new passenger car.” 

“The complaint is insufficient be- 
cause it does not allege that the 
representations by Mr. Bell were 
made with the intentions of deceiv- 
ing the plaintiff,” Judge Kloeb said. 








Boss Greets New Dealer— 


When Henry J. Kaiser, left, president 
of Kaiser Aluminum and Chemical, Chal- 
mette, La., visited New Orleans to observe 
the first pouring of metal at the plant, he 
welcomed Johnny Rodosta, president of 
Sti-Rod Motors, 2035 Poydras St., newly 
appointed Kaiser-Frazer dealer. The formal 
opening of the new dealership was held 
Jan, 4, 


Wyoming and Johnson of Colorado. 
Both predicted Congress will 
not go for another increase in 
taxes, in which case economy 
would be the only alternative. 

Johnson said the fact that 1952 
is election year will help make 
an economy drive successful. 

As chairman of the subcommit- 
tee on defense appropriations, Sen. 
O’Mahoney has charge of about 
half the total involved in the cur- 
rent budget, and will, therefore, 
play an important part in any ef- 
fort to reduce non-essential ex- 
penditures at the coming session. 

The Wyoming Democrat said last 
week that he welcomes reports that 
Defense Secretary Lovett “is again 


| ing to Senators O’Mahoney of 
| 


_|vigorously applying the pruning 


knife to military expenditures.” 

He recalled that a year ago the 
various branches of the armed 
services submitted original requests 
amounting to $104 billion. The de- 
fense budget finally approved by 
Congress called for approximately 
$57 billion. A substantial part of 
this total was for procurement of 
heavy weapons and will not be 
spent until fiscal 1953 or later. 
When Congress quit in October, 
preliminary estimates were that 
military expenditures in fiscal 1953 
would reach $63 billion. 

O’Mahoney said he _ under- 
stands the estimates are again 
being cut in the Defense Depart- 
ment, and added, “this is all to 
the good, for our greatest danger 
continues to be on the home 
front, where the passion for prof- 
iteering and easy money could 
undermine our ability to preserve 
our economic and political free- 
dom. 

“The Defense department must 
prepare the new budget,” Sen. 


U.S. Sues Marker 


In New Haven for 


Price Violation 


NEW HAVEN, Conn. Marker 
Motors, Inc., local Ford dealership, 
has been fined $2,000 for allegedly 
violating Office of Price Stabiliza- 
tion regulations. The fine was 
called one of the most severe pen- 
alties imposed so far by OPS. 

District OPS Director James E. 
Kelley charged that Marker Motors, 
headed by R. A. Marker, violated 
price regulations by overcharging 
on the sale of automobile accesso- 
ries and services. 

Kelley said that the overcharges 
totaled approximately $9,500 and 
that this amount, together with the 
fine, has been paid in full to the 
government. 

OPS District Enforcement Direc- 
tor Samuel S. Googel said that the 
investigation began several months 
ago when a woman customer of 
Marker Motors registered a com- 
plaint that she had been over- 
charged on various accessories, in- 
cluding a heater, directional signal 
lights, a radio and a change from 
black to white sidewall tires. 

Googel said that further investi- 








*|gation revealed other overcharges 


by the firm. 





Tax Value of Autos Cut 
642% in Kansas City 

KANSAS CITY.—City and county 
assessors have agreed to reduce 
valuations of motor cars in 1952 for 
tax purposes by 6% percent, ac- 
cording to an announcement by 
E. A. Mitchell, chief city assessor. 

Current models are assessed 66 
percent of the factory list as 
against 75 percent last year. The 
rates will be reduced 6% percent 
each year. 





No Detroit Sale 


Because of the holidays, there 
was no sale last Wednesday 
(Jan. 2) at the Aptco Auto Auc- 
tion, Detroit. Regular sales will 
be resumed Jan. 9, Manager Sam 
Goodman reported, and the re- 
sults will be carried in the Jan. 
14 issue of Automotive News. 


O’Mahoney said, “with its eye on 
two facts: 

“1. That there is no 
this session of Congress 
crease taxes. 
| “2. That the primary concern of 
| Congress must be to avoid inflation 


possibility 
will in- 


|by preventing all unnecessary ex- | 
| pense, even in the Department of | 


| Defense.” 

Sen. Johnson said the approach- 
ing session “will occupy itself main- 
lly with retrenchment for every- 
body, including the military, in a 
supreme effort to balance 
budget.” 

Meanwhile, Treasury Secretary 
Snyder, addressing the Missouri 
Society of Washington, forecast 
higher taxes and fewer luxuries 
in the days ahead. 

“The restriction of credit to es- 
sential uses, the allocation of scarce 
materials, and various direct meas- 
ures for assuring the stability of 
wages and prices are necessary,” 
Snyder said. 

“As a nation,” he declared, “we 
are today facing the most crucial 
threat that has yet confronted us. 
The stakes are high, for we can af- 
ford no delusions as to the aims 
of the imperialistic aggressors who 


the 


seek to engulf the world, and par 
ticularly us, with a flood of com 
munism.” 

Pointing to the stepped-up de 
fense effort, he said: “We as a na- 
tion must be willing to bear a high 
level of taxation for a considerabl 
period to come. 

“All of the increase in federal 
|expenditures contemplated through 
|the 1953 fiscal year is in defens« 
|programs ... In the current fiscal 
year, these national security pro- 
|grams will require over 70 percent 
lof all all federal expenditures.” 

Snyder said a combination of 
taxes and War Bond purchases is 
needed to combat inflation dur- 
ing this period. 

When congressional leaders re- 
turn to the Capitol after the holi- 
days, their first concern, according 
to Sen. O’Mahoney, will be to con- 
sider how the appropriation bills 
can be expedited. There will be a 
strong desire, he said, to complete 
the work of the session before the 
political conventions are held in 
July. 

To do this, he pointed out, the 
House will have to get off to an 
early start on the appropriation 
bills, which always originate in that 
branch. 








In Distributio 


DETROIT.—A major change in 
the method of car distribution from 
assembly plant to retail dealer has 
been inaugurated by Lincoln-Mer- 
cury, according to Joseph E. Bayne, 
general sales manager. 

Designed to permit direct con- 
tact between dealers and the as- 
sembly plants on matters relating 
to the ordering, scheduling and 
shipment of automobiles, the new 
program was created to give faster 
and better service to purchasers 
of Lincoln and Mercury cars, 
Bayne said. 

Under the new plan, dealers 
will have direct access to current 
information concerning the status 
of their orders, Bayne said. They 
will be able to obtain special data 
needed for sales planning, and 
when necessary can more readily 
revise the specifications on car 
orders already placed, he said. 

Car’ distribution departments 
have been expanded in each assem- 
bly plant to include a car distribu- 
tor for each of the sales districts 
served by the plant. The distribu- 
tor will handle all ordering, sched- 
uling and shipping records. Pre- 
viously this work was done in dis- 
trict offices. 

“While the plan will not in any 
way alter the basic responsibility of 
the district sales offices in the dis- 
tribution of automobiles, the ad- 
vantage of this direct dealer-to- 
plant channel of communication lies 
in the far greater service which 
can be rendered to the entire deal- 


L-M Speeds Dealer Contact 


n of Cars 


jul organization and car purchas- 
|ers,” Bayne said. 

A. W. Witt has been named su- 
pervisor of the field distribution 
section by R. W. Chambers, man- 
| ager of marketing and car distri- 
| bution. Car distribution managers 
for the division’s four assembly 
plants are: F. G. Brown, Metuchen, 
N. J.; D. W. Thompson, Lincoln- 
Detroit; S. E. Hack, St. Louis, and 
D. M. Stewart, Los Angeles. 





Detroit Dealers 


Elect Mack 


DETROIT. The Detroit Auto 
| Dealers Assn. has elected Harvey 
| Mack, of Harvey Mack Pontiac Co., 
|its president for 1952. 

Others elected were: Bill Dan- 
iels, of Bill Daniels, Inc. (Lincoln- 
Mercury), vice-president; Hascall 
| Bliss, of Bliss Motors, Inc. (Chrys- 
|ler), secretary, and George R. Law- 
| son, of Royal Oak Buick Co., Royal 
|Oak, treasurer. 


Norge Sale Off 

| CHICAGO.—Negotiations for the 
|sale of its Norge home appliance 
\division to the Admiral Corp. by 
| Borg - Warner Corp. have been 
| 








broken off because of failure by 
|the two companies to reach a “sat- 
| isfactory mutual agreement,” it 
|was announced by Borg-Warner 
|Corp., which added that no other 
deal for sale of the division is in 
| progress. 
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the 500th Buick dealer parts 


Buick Graduates 500th Student from Parts School— 


Frank E. Dellabella (right), parts manager for Dellabella Motors, Cuba City, Wis., i 





13 


+ 


from the parts management trainin: 





J 











to gr d 
program at General Motors Institute in Flint. He is shown being congratulated by E. C 
Loppnow, administrative assistant to the general sales manager at Buick, and Paul F 
McCracken, Buick parts and accessories merchandising manager. Buick's parts mar 
t training program was started three years ago. 
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AUTO-LITE 


UTO-LITE works to serve the nation’s 
needs in peace and in defense. In 28 
great Auto-Lite plants from coast to coast, 
Auto-Lite produces more than 400 prod- 
ucts which are original equipment on 
many makes of America’s finest cars, 


trucks, tractors, airplanes and boats. 
Their 40-year record of dependable per- 
formance is summed up in the phrase, 
“You’re Always Right with Auto-Lite.” 


THE ELECTRIC AUTO-LITE COMPANY 
Toledo 1, Ohio Toronto, Ontario 








Spark Plugs - Fuel Pumps - Batteries - Bumpers - Generators - Speedometers 


Horns - Switches - Moulded Plastics - Speedometer Cable 





Starting Motors + Ignition Units + Instruments & Gauges ~- Windshield Wipers 


\ 


Lighting Units + Wire & Cable - Gray Iron Castings 
Window Lifts - Metal Fabricated Assemblies - Zinc & Aluminum Base Die Castings. 
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Commerce Department’s Economy Review Released . . . 





U.S. Output Seen Up 8% in 51 


WASHINGTON.—The volume of | 


national output increased by about 
8 percent in 1951 as compared with 
1950, and was higher than that of 
any other year, according to a re- 
port from the U.S. Department of 
Commerce. 

The report, which summed up 
business activities in 1951, said 
that while the needs of the con- 
sumer were met on as high a 
scale as in the preceding year, 
the expansion in production al- 
lowed us to make great strides 
toward the objectives of increased 
military strength and broadening 
our productive capacity. 

In the final quarter, the pace of 
the advance was slackened, the 
business roundup said, but was 
still 5 percent above the rate in 
the fourth quarter of 1950. 

The value of output of final goods 
and services—the gross national 
product—totaled $327 billion’ in 
1951, according to the report, for a 
15 percent rise over 1950. 

“Roughly,” the report said, “half 
of this rise represented higher 
prices, and the remainder the 
above-stated increase in volume.” 

Unemployment was_ reduced 
during the year to about 2,000,000, 
as compared with the 3,000,000 
estimated for 1950, the Commerce 
department said, adding that the 
increased utilization of man- 
power, expansion of facilities, and 

more intensive use of existing 





Auto Finance 
Seen Up 27.7% 


In Canada 


OTTAWA.—Used-car financing is 
continuing to increase in all areas 
in Canada, the government has an- 
nounced, quoting figures that 
showed a raise of 27.7 percent in 
number of cars, and 10.5 percent in 
amount of money involved. 


The government said that Quebec 
led the nation in October finance 
business, with 3,129 used cars 
financed compared with 2,062 fi- 
nanced units in the same month 
last year. The province increased 
its volume 51.7 percent in number, 
and 34.8 percent in dollar volume. 

By provinces, the gains were re- 
ported as follows: Atlantic Prov- 
inces, 45 percent; Alberta, 32.3 per- 
cent; Ontario, 21.2 percent; Sas- 
katchewan, 27.5 percent; Manitoba, 
26.1 percent, and British Columbia, 
13.9 percent. 

Increases were also noted in the 
dollar volume figures, except for 
British Columbia, whose dollar vol- 
ume dropped by 9.6 percent. 

~ * of 


Canada Explains 
New Price Bill 


OTTAWA.—Canadian car dealers 
have learned that the Canadian 
government’s bill to outlaw resale 
price maintenance will still allow a 
manufacturer or dealer to suggest 
the retail prices for his products 
but he will be unable henceforth to 
force the retailer to maintain such 
prices. 

Justice Minister Stuart Garson 
told Parliament here that it will 
be an offense under the new legis- 
lation for a manufacturer or deal- 
er to prescribe fixed or minimum 
resale prices, though he will still 
be able to prescribe and enforce 
minimum resale prices. 


Rubber Usage 


Shows Decline 


NEW YORK.—New rubber con- 
sumption during November de- 
creased 2.64 percent to 103,820 long 
tons from the 106,637 long tons 
consumed in October, according to 
the Rubber Manufacturers Assn. 

Consumption of natural rubber 
during the month was down 6.27 
percent to 35,127 long tons from 37,- 
478 long tens used in October. Use 
of synthetic rubber amounted to 
68,693 long tons, a decrease of 0.67 
percent from the 69,159 long tons 
used during the previous month. 
Consumption of reclaimed rubber 
by the industry was estimated at 
25,664 long tons, 8.58 percent below 
the 28,073 long tons used in October. 








facilities were responsible for the 
rising standards. 

Expenditures for military and re- 
lated purposes more than doubled 
the 1950 total, the report continued, 
with $34 billion spent in mobilizing 
our resources for defense. 

According to the report, indus- 
trial production was 10 percent 
higher in 1951 than in 1950. Al- 
though there were important shifts 
in the composition of output during 
the course of the year, there was 
little variation. in the total. Almost 
all types of civilian goods were pro- 
duced at record or near-record 
rates in the first quarter of the 
year. 

Beginning in the second quarter, 
there was a progressive curtailment 
in most types of consumer durable 
goods — notably automobiles and 
major appliances. This was about 
offset by expansion in production 
of producers’ capital equipment and 
defense goods. 

Steel output established record 
rates in several months of the year. 
Total steel ingots and castings of 
105,000,000 tons were turned out 
during 1951, a rise of 8,000,000 tons 
above 1950. 

The most dynamic element in 
the 1951 business expansion, the 
commerce department said, was 
the doubling of federal defense 
expenditures—from $20 billion in 
the fourth quarter of 1950 (at 
annual rate) to more than $40 
billion in the final quarter of 1951. 

Although deliveries of military 
end-items and new _ construction 
under the defense program amount- 
ed to $16 billion during the past 
year, 1951 was primarily a period 
of preparation for volume produc- 
tion to come later, the report added. 
It was pointed out that the pur- 
chasing power of individuals rose 
substantially in 1951, partly as a 
result of higher employment and 
partly due to rising wage rates. 
For the year, personal income to- 
taled $251 billion, compared with 
$225 billion in 1950. The year-end 
annual rate reached $260 billion. 
Even after allowing for the 
higher taxes, the disposable per- 
sonal income in 1951 was 9 percent 
above that of 1950. 


Higher corporate sales were 
accompanied by a somewhat 
higher corporate profits before 
taxes in 1951 than in 1950. 

The consumer restraint in the 
last nine months of the year re- 
sulted in a relatively high ratio 
of saving to disposable income— 





Farmers Must Be Assured 
Materials, Ferguson Says 


DETROIT.—In order to meet the 
record production goals expected 
for 1952, farmers need immediate 
assurance that material shortages 
do not hamper their plans, Horace 
D’Angelo, executive vice-president 
of Harry Ferguson, Inc., says. 

D’Angelo said 1952 should be a 
good year for American agriculture 
but pointed out that, unlike indus- 
try, farmers cannot increase pro- 
duction programs “after certain 
critical dates by the addition of 





new facilities or by overtime work.” 


|roughly 10 percent compared with 
an average of 4 percent in the 
period 1947-1950. This high rate of 
saving was due to the effects of 
a number of factors. 

To some extent, the reduced rate 
of purchasing was a reaction from 
the earlier precautionary buying, 
but it also was conditioned by the 
anticipatory purchases earlier made, 
a continued adequacy of supplies 
relative to demand, and a revision 
in price expectations after price 
controls were imposed, the depart- 
ment said. 

Prices in 1951 averaged consider- 
ably higher than in 1950—up 12 
percent in the case of wholesale 
prices. High output of civilian 
goods together with some abate- 
ment in consumer demand and the 
controls on credit, prices, and ma- 
terials brought about a less uni- 
form price movement than was the 
case a year earlier. Thus, wholesale 
prices rose to a peak in March and 
then declined gradually during the 
next several months. 

Retail prices, however, continued 
to rise during most of 1951, accord- 
ing to the report, though at a 
lesser rate than the rapid upsurge 
during 1950. 


Another Survey 
Planned by FRB 


On Cash Spending 


WASHINGTON. — Interviewers 
will again be knocking on the doors 
of residents of the 12 largest metro- 
politan areas and 48 other localities 
throughout the nation in January 
and February in connection with 
the seventh annual survey of con- 
sumer finances. 

These surveys, sponsored by the 
board of governors of the Federal 
Reserve System and conducted by 
the survey research center of the 
University of Michigan, provide in- 
formation on how people feel about 
their own economic situation as 
well as the nation’s, their plans to 
purchase major durable goods and 
houses and their current attitudes 
toward savings bonds, stocks and 
other types of saving. 


Baltimore, Boston, Chicago, 
Cleveland, Detroit, Los Angeles, 
New York, Philadelphia, Pitts- 
burgh, San Francisco, St. Louis 


and Washington, and their sub- 
urban areas are all covered by the 
survey. Other points are scattered 
throughout the nation. 

Respondents are selected by 
chance, according to addresses 
chosen by picking certain blocks 
at random and counting around 
the blocks to certain addresses. 

The survey will take account of 
income in 1951, changes in assets 
during the year, major purchases 
during the year, intentions to buy 
cars, other durable goods and 
houses during 1952, the extent to 
which instalment credit was used 
in 1951 and attitudes toward differ- 
ent forms of saving and invest- 
ment. Also covered is the consum- 
er’s attitude toward his current 
financial position and his outlook 
for 1952. 








They Will Guide Mich. Used-Car Dealers Assn.— 


Jack Mohrhardt (far left) was elected president of Michigan Used-Car Dealers Assn. 
at the annual meeting in Flint. Other officers (left to right) are Howard Lintz, Flint, 
treasurer, and Jack Geller, Detroit, vice-president. Orville F. Sherwood, secretary-man- 
ager, Detroit, is not shown. In addition to these officials the following were added to 
the board: Bert Baker, Marty Barrar, Herb Calfin, Fred Ford, Alec Keller, Sid Savage, 
Yale Simons, Gale Smith and Richard Sumpter, all of Detroit; Harold Fawcett, Royal 


Oak; Nathan Myers, 


Grand Blanc; Ross T. Babb, Evart; Gordon C. Hope, Grand 


Rapids; Herbert Rodgers, Kalamazoo; Hugh D. Salway, Jonesville; Harold E. Powers, 


Adrian; Leonard F. DeVerna, Jackson, and 


Glenn Chandler, Lansing. 
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Magazine Honors Chrysler— 


“Best engineered car''—that is the title given the 180-horsepower Chrysler Fire 
Power V-8 by Motor Trend magazine in the February issue. Shown accepting the publi 
cation’s engineering achievement award from the publisher, R. E. Petersen (third from 
left), is David A. Wallace, president of Chrysler division. Looking on are Ed Quinn 


vice-president and general manager, 
* * * 


and J. A. O'Malley, general sales manager 
.' = 
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Chrysler V-8 Gets Award 
As ‘Best Engineered’ Car 


DETROIT.—Best-engineered car 

that is the title given the 180- 
horsepower Chrysler FirePower V-8 
by Motor Trend magazine in its 
February issue, now on the news- 
stands. 

Officials of the Chrysler division, 
headed by President David A. Wal- 
lace, were hosts at a press party 
in Detroit at which Motor Trend 
Publisher R. E. Petersen awarded 


the Engineering Achievement 
Award. 
Motor Trend stated in announc- 


ing the award to Chrysler, “The 
best engine will give you the best 
performance; the best brakes will 
bring you to the quickest stop. By 
actual tests, conducted with the aid 
of the most accurate instruments 
obtainable for the job, the new 
Chrysler V-8 is the best of a repre- 
sentative 15 of the 1951 American 
production cars.” 

The magazine story says that the 
award is devoid of personal opinion 
and is based on a set of relatively 
simple engineering calculations 
which rate the performance of va- 
rious makes of automobiles. 

Accompanying the article is a 
table which takes into considera- 
tion 13 factors used in determining 
the performance of an automobile. 
These factors are: average braking 
distance, average fuel consumption, 
ton miles per gallon, average accel- 
eration, average acceleration for 
standing quarter mile, top speed, 
maximum road horsepower, per- 


. 
Shaw Predicts 
New Records for 
4 . 9 

Speed in ‘500 

INDIANAPOLIS. — Wilbur Shaw, 
president of the Indianapolis Motor 
Speedway, has predicted new qual- 
ifying speed records for the 36th 
annual 500-mile race next May 30. 

As the result of a change in the 
rules governing the event, more 
cars also will be running at the 
finish of the race, Shaw forecast. 

He based his 1952 predictions on 
the elimjnation of the rule requir- 
ing all contestants to race with the 
same size tires and the same gear 


ratios as used 
trials. 





The regulation was dropped 


at the request of a majority of car|/’ 
owners and drivers after one year’s| » 


trial. 

In order to be sure of winning 
one of the 33 starting positions, 
Shaw explained, many mechanics 
geared their cars to permit opera- 
tion at engine speeds of absolute 
maximum revolutions per minute. 
As a result, mechanical failures 
during the actual race were un- 
usually numerous. 

By reverting to gear ratios and 
tire sizes more suitable for the full 
500 miles, all contestants will have 
a better chance of remaining in 
the running for the entire distance 
without reducing their chances of 
breaking Lee Wallard’s race record 
of 126.244 mph., shaw said. 


Motorists Tempel 
FRANKLIN, Ky.—Under an ordi- 
nance passed by the city council, 
Franklin motorists are paying a 
$5 license fee for the privilege of 
operating their vehicles. 


in the qualifying) | 





centage of brake horsepower deliv- 
ered at wheels, dollars per road 
horsepower, pounds of car weight 
per road horsepower, maximum 
torque in foot pounds, brake horse- 
power per cubic inch of engine dis- 
placement and maximum brake 
mean effective pressure. 


Chrysler scored 176 points in the 
scoring based on this table—23 
points ahead of the next competi- 
tive make. 


In addition to Wallace, Chrysler 
division was represented by Ed C. 
Quinn, vice-president and general 
manager; J. A. O’Malley, general 
sales manager; R. H. Appleman, as- 
sistant general sales manager; John 
H. Caron, director of advertising; 
 & Lockwood, assistant director 
of advertising, and E. A. Batchelor, 
public relations representative. 





Pay in Silver 
Dealers’ Stunt Checks 


Flow of Money 

BROWNSVILLE, Tex.—To get an 
idea of how much of its payroll 
money is being channeled into the 
community, the Brownsville Auto- 
motive Dealers Assn. is paying off 
its employes in silver dollars. 

It was estimated by Keith Tug- 
gle, chairman of the publicity-stunt 
committee, that about 20,000 of the 
coins have been distributed. 

Dealers participating in staging 
the event are: 

Aldridge-Washmon Co., Interna- 
tional Trucks; Brownsville Motor 
Co. (Chrysler-Plymouth); Easter- 
ling & Van Tyne (Pontiac-Cadil- 
lac); T. B. Ewing (DeSoto-Plym- 
outh); Landreth Auto Service 
(Willys - Jeep - Packard); Manske 
Motors (Lincoln-Mercury); Pipkin 
Motors, Inc. (Ford); Parker Motor 


Co. (Oldsmobile-GMC trucks); Tip- 
otex Chevrolet Co.; George Urgy 
Motor Co. (Dodge-Plymouth); Val- 


ley Buick Co., Tuggle Motor Co. 
(Studebaker). 





. ae og 
OVER THE TOP InN THE 
U S DEFENSE BOND DRIVE 





U. S. Praises Firestone— 


Lee R. Jackson (right), president of Fire- 
stone Tire & Rubber, accepted on behalf 
of the company the highest award of the 
U. S. Treasury department's savings bond 
division. Vernon L. Clark (left), director of 
the division, presented the citation to 
Jackson last week for the “outstanding 
record" of Firestone employes for partici- 
pation in the payroll savings plan. 











More Deadly than War 


futo Toll May Pass Nation’s Military Fatalities 
In February, Actuaries Say 


NEW YORK.—-The auto will out- 
pace war as a mass killer of Amer- 
jcans sometime in February, when | 
its fatality toll will exceed for the 
first time in history the total of 
the nation’s military dead since} 
1775, unless the new year starts|tion in the motor vehicle toll dur- 


we SS ee eee traffic | (OF ras aoe tare hae pre 
deaths and Korean casualties in-| ‘ ‘ nl 
. ,of 125 years in which 530,000 mili-| New Orleans Lincoln-Mercury Parley— 
crease greatly in the meantime, ac- tary deaths had occurred before | y y' 

cording to Assn. of Casualty and/| 











| N. Y. Dealers Revise 
| Supply Outlet Setup 
ALBANY. — NYSAD Supply 
Corp., 190 State St., has ended 
its direct connection with the 
New York Automobile Dealers 
Assn. and changed its name to 
State Dealers Supply, Inc., ac- 
cording to Joseph Besch jr., 
counsel for both organizations. 
The firm, which sells supplies 
to dealers, has as its new presi- 
dent, Claire C. Bateman. He suc- 
ceeds Charles Henderson, execu- 
tive vice-president of the dealers 
organization. Henderson will 
continue as a director of the 


the Department of Defense has re- | 
ported about 17,800 U. S. military | 
deaths in Korea. 

Barring resumption of full-scale | 
war and far greater American cas- 
ualties in Korea or a huge reduc- 





At a press preview and reception in New Orleans, optimistic comments were heard 





Surety Companies. 

At the end of the first year 
and a half of the Korean conflict 
on Dec. 25, military deaths in all 
U. S. wars since the Revolution 
started had reached approximate- 
ly 1,004,000, according to the as- 
sociation’s comparative study of 
war and traffic fatalities. 


The auto killed its millionth vic- 
tim Dec. 22. Its toll on Christmas 
Day, when the Korean war was 18 
months old, was approximately 500 
over that historic mark, 3,500 be- 
low the alltime total of war deaths 
but 56,500 higher than the tally of 
944,000 motor vehicle fatalities at 
the start of the Korean war on 
June 25, 1950. In the same 18 months 


Oil Filter Sales 
Hit New High, 
Purolator Says 


RAHWAY, N. J.—Sales of auto- 
motive oil filters, diesel fuel and 
lubricating oil filters, aircraft hy- 
draulic filters and various types of 
industrial and _ other filtration 
equipment rose to alltime record 
peaks during 1951, Ralph R. Layte, 
president of Purolator Products, 
said here in a year-end statement. 


Layte said that Purolator has al- 
ready completed plans for expan- 
sion in 1952 to meet growing de-| 
mands. | 

“Purolator will report total 1951 
sales of over $25,000,000, which is 
well above its wartime _ record 
measured both in dollars and in| 
units,” Layte said. “Earnings, while | 
adversely affected by higher taxes, 
will also probably be at a new 
high.” 

Layte said that, because oil fil- 
ters represent a hidden item in the 








the motor age claimed its first vic- | sf ep . 
|about the 1952 Lincolns and Mercurys by L-M division officials. From left to right: 


tim just before the 20th century 
began, the association declared. 

At the 18-month mark of Ko- 
rean hostilities, traffic fatalities 
were occurring seven times fast- 
er than those of war, claiming in 
one day as many American lives 
as the total lost in one week’s 
fighting in Korea. 

The historic death race between 
these two mass killers toward their 
respective million marks ended with 
war claiming the life of a new un- 
known soldier “GI-X,” in Korea last 
Sept. 3 or 4, according to the asso- 





ciation. 

















motor vehicle, which the average 
car owner is usually not aware of, 
sale of the new filter elements has 
always been a difficult merchan- 
dising problem. 





Paretti Reelected 
At New Orleans 


NEW ORLEANS. — Joseph A. 
Paretti has been reelected presi- 


dent of the New Orleans Automo- | 
bile Dealers Assn. for the fourth 


consecutive time. Paretti is also 
president of the Louisiana Automo- 
bile Dealers Assn. and serving his 


second term as president of the! 


state association. 


Sidney Gonzales jr. was renamed 
vice-president and Victor J. Luke 
was. renamed secretary of the New 
Orleans group. Directors are: W. J. 
Willkomm, Jack Lester, Wiley L. 
Mossy, George Bohn, A. A. Claverie 
jr. and Heinke Trapp. 





Fowler New President 
In Winston-Salem 


| elo k. | 
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WINSTON-SALEM, N. C.— The 
Automobile and Truck Dealers} 
Assn. here celebrated its fourth | 
anniversary and elected new offi- 


cers and directors at a dinner. 


Officers named for 1952 are: O. 
F. Fowler, Modern Chevrolet Co., 
president; J. E. Dodge, vice-presi- 
dent, and E. B. Rannells jr., sec- 
retary and treasurer. 


Directors include: Matt Howell, 
W. H. Stevens, E. J. DeTamble and 
retiring President R. E. L. Moore- 
field jr. 

Rate Up, Take Off a Bit 

ATLANTA. — Georgia’s gasoline 
tax collections in December amount- 
ed to $4,203,694, only $397,000 be- 
low collections in the same month 
a year ago when the tax was one 
cent higher, reports State Revenue 





Commissioner C. D. Redwine. 





William D. Lewis, president of Kenyon and Eckhardt, advertising agency; W. A. Toms, 


southern regional sales manager; A. H. 


Crowley, assistant general sales manager; 


Joseph E. Bayne, general sales manager, and Robert Copeland, advertising and sales 


promotion manager. 





Boston Man Is Held 

In Car-Larceny Case 
BOSTON. — Ralph W. Porter, 

charged with larceny in failure to 

deliver used cars for which he had 

collected $19,000, was held in $1,000 

bail for hearing Jan. 11, after he 


pleaded not guilty in Brighton dis- 
trict court. 

He was arrested on complaint of 
a Lynn (Mass.) woman who charged 
she and 19 others had handed over 
money to him. Porter claimed he 
acted in good faith and paid the 
money to a New York man, who 
promised to obtain the cars. 





supply firm. 





Mechanic Shortage 
Fails to Appear 


BOSTON. — New England auto 
dealers, who had been warned of a 
looming shortage of mechanics in 
1951, have reported that the short- 
age did not appear as predicted. 

The area’s manpower situation, 
which was thought to be seriously 
endangered by defense work in the 
area and men lost in the draft, is 
not critical at the present time. 
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IT’S ALWAYS GREENER 
ON THE OTHER SIDE! 


ES, this sign has always been a source of envy among dealers who don’t 
have it. It’s also been a source of pride and joy for the dealers who do 
have it. The reason is simply that Quaker State Motor Oil is demonstrably 
one of the world’s finest motor oils. 


Folks from all over look for this quality motor oil at the familiar green-and- 
white sign—buy it again and again. And that’s a profitable setup for more 
than 100,000 dealers throughout the civilized world. Are you getting your 


share of this business? 


Made from 100% pure Pennsylvania grade crude oil and processed in modern 
refineries with technical skill unsurpassed in the industry, Quaker State is, 
we believe, the finest motor oil produced or sold anywhere in the world. 

If the car manufacturer recommends Heavy Duty Oil with detergency—use 


Quaker State HD Oil. 


QUAKER STATE OIL REFINING CORPORATION, OIL CITY, PA. ¢ MEMBER PENNSYLVANIA GRADE CRUDE OIL ASSOCIATION 





—=TComing Events=— 


Dealer Conventions 
Jan. 27-30 NADA conve 
A ‘ 


st ria te 
March 10-11 
Automo 
New Orlean 
13th annual conve 
omobile Dealers Assn 
Kansas City 
22-24—Annual convention 
State Auto Deale 
hotel, Washington 
9-21 — Florida Automob 


Sans Souci hotel, 


May 


ington 


* * * 


Dealer Auto Shows 
16-24 — 44th annual Chicago Auto 
International Amphitheater, Chi- 


Feb. 
how, 
cago. 

Feb. 22 - March 
tive Trade Assn., 
ory, Washington, D. C. 

March 3-8—40th automobile show, Colli- 
seum, Denver. Sponsored by the Denver 
Automobile Dealers Assn. 

March 7-16—Los Angeles Motor Car Deal- 
ers Assn., Pan Pacific auditorium, Los 
Angeles. 

March 8-15— Kansas City Auto Show, 
sponsored by Motor Car Dealers Assn. 
of Greater Kansas City, Municipal audi- 
torium, Kansas City. 

March 8-15—Pittsburgh Automobile Deal 
ers' Assn., Hunt Armory, East End, 
Pittsburgh, Pa. 

March 14-23—Motor Show, Pacific Interna- 
tional Livestock Exposition, Portland. 


I—Washinaton Automo- 
National Guard Arm- 


Sponsored 
March 29 - Apr 


soredq C 


Aftermarket Shows 
28-March 2 — Pacific Automotiv 
71 


Feb. 
show, Pan Pac auditoriur 
Angeles 

March 20-23—! 0th 
motive 


Houston 


Jan. 15-18—3ist annual meeting, Highway 
Research Board, National Academy of 
Sciences, Washington, D. C. 

Jan. 22-24—Annual meeting, National Car 
Rental System, Inc., Delano hotel, Miami 


— Automotive Trade Assn. 
meeting Waldorf-Astoria 
York City. 
. 27-30—\Ith annual convention, Truck 
Trailer Mfg. Assn., Hotel Shamrock, 
Houston, 

Feb. 7-8—/3th annual meeting, National 
Council of Private Motor Truck Owners, 
Hotel Statler, Washington, D. C. 

May 5-7 — Automotive Engine Rebuilders 
Assn., San Antonio, Texas. 

Feb. 18-19—American Petroleum Institute 
meeting, Book-Cadillac hotel, Detroit. 
March 22- Apr. 6—Chicago International 

Trade Fair, Navy Pier, Chicago. 
Apr. 7-9—Annual meeting, National Truck 


Man- 
New 





35 Years With Ford— 


C. H. O'Donohue (left), Chicago district 
sales manager for Ford, received a 35- 
year watch from W. K. Edmunds, sales 
manager of Ford's midwestern region, 
during a national sales conference in 
Dearborn. O'Donohue has been in Chicago 
since 1946. 


Leasing System, Conrad Hilton hotel, 
Chicago. 

May 16-17 — Southeast Automotive 
conference, Asheville, N. C. 
June 23-27 — 50th anniversary meeting 
American Society for Testing Engineers, 


New York City. 
* 


Show 


* 


Engineering 
Jan. 14-18 — Society of Automobile Engi- 
neers, annual meeting, Book-Cadillac 
| hotel, Detroit. 
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FOB FACTORY 


‘D2s Underline Hardtops, | | 


Roomier Trunks 


SUFFICIENT number of new model cars have bee 
shown to indicate clearly the design trends for 1952 


Chrysler, Dodge, DeSoto, 


Plymouth, Hudson, Pontiac 


Willys, Studebaker, Mercury and Buick have been shown t 


the press. Other models will be seen in 


The majority of the 1952 
models are facelifts rather 
than new bodies. Exceptions 
are Ford, Mercury, Willys and 
Nash. In some _ instances—Stude- 
baker is an example—the new front 
end styling plus an extensive re- 
working of the trunk lid and rear 
fenders constitutes a major revi- 
sion. 

Three trends are evident in the 
1952 cars: (1) sedan designs are 
moving rapidly in the direction 
of hardtop convertible styling; 
(2) grilles are being simplified; 


Ukele lob Mutoh colehieMoli-Mecli-Melel tte fol tT 


There is no better care than Kendall 


quality —the type of quality you 


Tate MAM @-tatelol -Wiielalclifam itch Tiniteiets 


Fluid and every product in Kendall's 


complete line. 


SELL CARE WITH KENDALL 
LUBRICATION...GET THE 

LUBRICATION AND YOU’LL 
GET THE SERVICE, TOO = « 


Pl 
om {%o 


KENDALL 
cS 


o@ 


= ieee 
Spicp™ 


the near future 

(3) trunks are getting more spa- 

cious. 
| The trend toward hardtop styl- 
ling was noticeable in 1951. This 
year, the trend is unmistakable. It 
is a reasonable prediction that 
within another year or two most 
sedans will be hardtop styling—but 
with the door pillars remaining as 
they are at present. 

The large, attractive glass area in 
the rear of the car not only im- 
proves visibility; it also dates a car 
very quickly—a fact motor car de- 
|signers are not likely to overlook 
in their well-organized efforts to 
keep the car owner “mildly” dis- 
satisfied with his present car. 

* aa 


Fewer Grille Bars 

| OTUDEBAKER offers an excel- 
lent example of a_ simplified 
|grille design. Vertical bars are few 
land far between. 

This simplifies both the stamp- 
ing and plating problem. It also 
|atrords the owner a better opportu- 
|nity to take any measures that may 
| be necessary to protect the grille 
lagainst corrosion, With less plat- 
ing protection than was formerly 
used, simplified grille design is a 
service to the owner as well as a 
means to increased air flow to the 
radiator. 

Several 1952 cars have new rear 
deck lids. In each instance, 
enough bulge has been designed 

into the deck lid to permit stand- 
ing the tire in a vertical posi- 
tion. This also results in larger 
trunk space. 

Few possibilities are being over- 
looked in getting more luggage 
space into a car; crowding the rear 
Seat passengers seems to be per- 
missible in some models in order to 
make possible a larger luggage 
compartment. 

In some designs, of course, the 
larger luggage space is incident to 
positioning the passengers ahead 
of the rear axle. However, it is evi- 
dent that much emphasis has been 
placed on providing a big storage 
space for the car owner. 

= * as 


| Cadillac Offshoots 

NOTHER styling trend that can 

hardly be overlooked is that 
nearly every taillamp seems to be a 
direct descendant of the famous 
Cadillac dorsal fin. The slight up- 
swing in the Cadillac rear fender 
is usually omitted. However, there 
are many points of similarity. 

Much of the emphasis in the 

1952 cars will be placed on new 

interiors. The new fabrics are in- 
deed a substantial advance over 
anything previously used. 

If auto stylists had been able to 
employ fully the new innovations 
in hardware and interior decorative 
trim that is now available, the ad- 
vance in interior styling of the 
1952 cars would have been more 
outstanding. The best selling point 
about the new model cars will un- 
doubtedly be their attractive inter- 
iors. 

Exterior changes make a much 
less convincing story for 1952. 


‘OPS Redefines 


Machine Tools 


| WASHINGTON.—An amendment 
|Spelling out more clearly the defi- 
|nition of a machine tool has been 
issued here by the OPS. The new 
| definition does not include any tool 
| specifically designed for home 
| workshops, laboratories, model 
| makers, garages or service shops 
It lists 21 specific types of non- 
portable power-driven machine 
tools used for the shaping of met- 
jals. The definition is covered by 
| Amendment 1 to General Overrid- 
|ing Regulation 15 and by Amend- 
jment 2 to Supplementary Regula 
tion 2, Revision 1, to Ceiling Pric« 
Regulation 30 (Machinery). 
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Auto Market Page... 





Pickup in Philadelphia 


By Norman Shigon 
Staff Correspondent 

While the new and used-car mar- 

ket 

slow, dealers report that there has 

been a slight upsurge of business 
since Thanksgiving. 

Dealers are optimistic about 


the market after the turn of the | 


year. New-car dealers believe that 
new models and an anticipated 
shortage will help to increase de- 
mand, Used-car dealers claim 
that the increase in price for new 
cars will drive many people into 
the used-car field. 

Louis M. Baumann, salesman at 
Doan-Calhoun, Chevrolet firm, re- 
ported, “While our November busi- 
ness was slow, last year’s business 
for the same period was far worse. 
We have experienced an upsurge in 
business since Thanksgiving. 

“I don’t know what the reason 
for this condition is, although I can 
say that the cashing in of Christ- 
mas saving funds is helping out. 

“The used-car market is slow and 
has shown very little change in the 
past few months. Many dealers 
have been cutting the price of used 
cars.” 

Thomas Ronan (Dodge -Plym- 
outh) remarked, “We have found 
that while the volume of our used- 
car business has slipped from the 
same period a year ago, our new- 
car business has shown a spurt in 
the past few weeks.” 

Cyrus F. Gorson of Equitable 
Motors, treasurer of the National 
Used Car Dealers Assn. and hon- 
orary president of the Philadelphia 
Used Car Dealers Assn., reported, 
‘Wholesale dealer activity has 
fallen off, but public buying has 
improved since the beginning of 
December.” 

* a - 
Akron 

Reflecting the marked tapering 
off in demand as well as in pro- 
duction, November sales of new 
cars and trucks in Summit county 
(Akron) fell to the lowest point in 
nearly three years. 

Volume for the month dropped 
to 1,157 units, which was 281 
units below the number of sales 
in October. It was 406 units less 
than were sold in the same 
month in 1950. 

Traditionally a month of lessened 
activity because of model change- 
overs, November volume was the 
lowest since February, 1949, when 
only 1,073 sales were registered, 
records of the Akron Automobile 
Dealers Assn. revealed. 

Most of the November reduction 
was accounted for in automobiles, 
which were down 219 units from 
October. Truck sales, however, 
while off 61 units, showed the big- 
gest reduction, a drop of 28 percent. 

Dealers generally looked upon 
this year as being satisfactory in 
comparison with record-breaking 
1950 and in the face of increas- 
ing government restrictions. Sales 
for the 11-month period totaled 
18,760 units, or 16 percent below 
last year’s peak. 

Chevrolet maintained its top sales 
spot with 3,507 sales for the first 
11 months, compared with 2,510 for 
Ford and 2,054 for Plymouth. Buick 
has clinched fourth with 1,303 sales 
and Dodge holds fifth with 1,071 
sales up to Dec. 1.—(Joseph D. 
Kuebler.) 

* * - 
Cleveland 

Auto-sales year in the Greater 
Cleveland area ended on a declin- 
ing note, although most dealers 
expressed belief that the coming 
year would show a distinct shift 
in trend as against the dropping 
interest of the past six months. 

According to the Federal Re- 
Serve Bank of Cleveland, 1951 
sales volume in Cuyahoga coun- 
ty, “estimated to have been about 
67,500, was down only about 15 
percent from the record total of 
last year. Following an excellent 
first quarter, year-to-year sales 
deficits of 13 percent, 30 percent 
and 35 percent were reported in 
succeeding quarters. 

_ Sales of used cars increased dur- 
ing the year by 5 percent to 131,000, 
the largest volume of any postwar 
year. Here, too, however, sales in 
the last 6 months dropped off con- 
siderably and were running con- 


in Philadelphia is still rather) 





Sistently behind a year ago. As few- 
er new cars were sold, it appears 


that fewer used cars were placed 
on the market. 

For the week ending Dec. 28, new- 
car sales slumped to 456, about 300 
under the previous week, but since 
this was the Christmas selling pe- 
riod most dealers had _ resigned 


| themselves to the slump. 
Also, bad winter weather inter- | 


fered with sales. Used-car turnover 
was 715, also way below normal. 
Truck sales were 57 new, 40 used; 
similarly lows for any week.—San- 
ford Markey.) 


St. Petersburg, Fla. 


Used-car dealers in St. Peters- 
burg, Fla., believe that prices may 
be expected to go up when ceilings 
go down. Of course, one of the 
reasons for this seeming paradox 
is that the selling season for auto- 
mobiles is just beginning in Florida. 

Said James T. Spear: “This low- 

ering of used-car price ceilings is 
a joke in a lot of respects.” Said 
Jack Zumbahlen: “We are com- 


ing right into our season when 
prices rise anyway.” 

Sam Hicks, president of the St. 
Petersburg Used Car Dealers Assn., 
said: “Around the first of the year, 
used-car prices will trail along 
when new-car prices go up.” 

Here is the way most dealers fig- 
ure it: Since ceilings were clapped 
jon in March, a certain model car 
jhas had a ceiling of $2,000, but in 
| St. Petersburg, that model has been 
selling for around $1,700, or about 
15 percent below ceiling. New-car 
ceilings have had two increases 
and another is anticipated. 

Used-car ceilings must be low- 
ered 8 percent January 1, and 2 per- 
cent quarterly thereafter. What 
does this do to the $2,000 model? 
Its ceiling drops Jan. 1, to $1,842. 
This is still far above the current 
market here. 

In other words, come January, 
the dealer could raise his price 
$142, and still be within the lat- 
est ceiling. With quarterly mark 











Dealer Abel Marks 30th Year— 


Ed Abel (left), owner of Ed Abel's Garage (Studebaker), Rhinelander, Wis., receives 
a plaque honoring his 30 years as a Studebaker dealer. Harry B. O'Neil, regional 
manager, is shown presenting the plaque at the right. Also participating in the 
ceremony were Wayne Abel, second from left, and R. W. Anderson, district manager, 


second from right. 





downs of 2 percent, it would take 
until Jan. 1, 1953, to get the price 
down to the level of the selling 
price today. 

Meanwhile, dealers figure other 
factors will be in play—higher new- 


car prices, shortages of trim, low 
production of cars—and the ten- 
dency will be for the gap between 
market prices and ceiling prices to 
narrow with used-car prices rising. 
—(Joseph Lawren.) 











Jobbers! 


It’s a dependable service, backed by two of the 
greatest names in the bearing business. You know 
you can depend on Bower Quality and Federal- 


der 


You get both tapered and straight roller bearings 
in the Bower line, as supplied by Federal-Mogul 
















































Mogul Service! 


Bower roller bearings are made available to the 
service trade only through Federal-Mogul Service. 


Ask your Federal-Mogul Jobber! 


FEDERAL-MOGUL SERVICE 


Division of Federal-Mogul Corporation 


DETROIT 


13, MICHIGAN 


J 














EDERA 


Mogul 





Sepy ct 
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In Answer to Peak Demand... 








Oil Industry Sets Records 


NEW YORK. 
petroleum industry more than met 
the greatest demand in history 
with its greatest output of all time. 

This was disclosed last week by 
Frank M. Porter, president of the 
American Petroleum Institute, in a 
year-end statement in which he 
summarized the industry’s current 
progress and achievements. 

Porter announced that total 
demand for petroleum and _ its 
products reached a new all-time 
peak of 2,724,000,000 barrels, an 
increase of almost 10 percent 
over the former high established 
in 1950. 

He also reported that the 1951 
total demand, which includes ex- 
ports, was 71 percent above that 
of 1941—-an indication of the 
mounting pressure under which the 
oil industry has been operating for 
the past decade. 

Many records fell as a direct re- 
sult of the industry’s accelerated 
tempo in 1951, the API president 
said. Among the new peaks estab- 
lished Were: Well completions, in- 
creased refinery ‘capacity, the 


| refineries, and production of crude | crease of nearly 22 percent over the 





oil, natural gas liquids, natural gas, 
motor fuel and fuel oil. 
Porter made a special point of 

noting that the ability of the 
nation’s oil companies and oil 
men to outstrip their past per- 
formances in 1951 should be 
credited primarily to the Amer- 
ican system of competitive enter- 
prise—the only system in the 
world under which such enorm- 
ous demands could be surfeited. 

“The defense effort, coupled with 
the everyday competition within 
the oil industry, will insure con- 
tinued investment of the immense 
sums required for expansion and 
development to meet increasing 
demands,” Porter said. “As a corol- 
lary, however, our freedom to op- 
erate must not be unduly handi- 
capped by unnecessary or 
restrictive controls and taxes which 
would jeopardize the formation of 
these capital requirements.” 

He called attention to the indus- 
try’s capital expenditures in 1951. 
These, he said, are estimated at 





Gustin 


1951 total. He termed them a strik- | 


ing illustration of the way oil men 
|have been plowing back a large 
|part of their earnings to expand 
and develop their facilities to better 
serve the American people. 

He said the industry total for 
capital expenditures since the 
end of World War II now ap- 
proximates 15 billion dollars. 
Many factors contributed to the 
increase in total demand in 1951, 
and the chief ones were these, ac- 
cording to Porter: (1) the nation’s 
stepped up mobilization and de- 


creasing amounts of petroleum 
products than ever before in their 
homes, offices, factories, automo- 
biles, farms and other places, and 
(3) the shutdown of the Iranian 
oil fields and immobilization of 
the refinery at Abadan, a global 
production loss that had to be off- 
set by the United States and other 
sources. 


The U. S., with roughly one-third 





of the world’s oil resources, ac- 


In 1951, the U. S.;amount of crude oil processed in;about three billion dollars, an in- | 


fense program, which required in- | 











Ford Merchandising School Alumni— 

Cleveland alumni of the Ford Merchandising school held its first annual meeting ir 
Cleveland recently. J. L. Dall, president, and R. R. Anfin, Cleveland district sales man 
ager, presided. Wives of the graduates were dinner guests at the close of the session 





counted for 56 percent of the 
globe’s total production of crude 
oil, an increase of four percent. 
This was a reversal of a trend, for 
the United States’ percentage of 
world production had been drop- 
ping steadily in recent years as 


|other countries boosted their out- 


put. 

World production of crude oil 
reached an all-time high of 3,986,- 
000,000 barrels, up almost 200 mil- 
lion barrels over 1950. U. S. oil 
exports, which had been declining 
since 1944, jumped to 156 million 
barrels for the year, an increase of 
45 million barrels. 

On the homefront, domestic 
demand for petroleum increased 





“Bacon 


announces... 





a new automotive insulation of fine glass fibers that 
can—and will—be delivered when and where you need it! 


Gustin-Bacon announces this new addition to its line of automotive materials 


which are now widely used throughout the industry as dash insulation, roof pads, 


shroud side insulation. door panel padding, arm rest padding, air duct liner, seat 


back padding, and under-hood insulation. 


The newcomer is ULTRAFINE, a lightweight insulation of extremely fine glass 


fibers bonded together with a thermo-setting resin. From the standpoint of both 


performance and price, ULTRAFINE thermal and acoustical insulation is a “natural” 


for many uses in the automotive industry. 


The promptness of Gustin-Bacon’s delivery service is well known in the industry. 


Now, thanks to the recent completion of a large new plant, Gustin-Bacon can offer 


the same fine delivery service on ULTRAFINE. Call, write, or wire today for 


ULTRAFINE samples and complete information on this truly exceptional thermal 


and acoustical insulation. 


Gustin-Bacon Manufacturing Company 
Plant: 3000 Fairfax Road, Kansas City, Kansas, ATwater 6306 
Detroit Office: 408 Fisher Bidg., Trinity 3-3033 


to an estimated 2,568,000,000, the 
ninth consecutive year that a new 
peak has been set for this cate- 
gory. The 1951 demand averaged 
7,036,000 barrels per day, an in- 
crease of 8 percent (or 537,000 
barrels per day) over 1950. 


To meet this tremendous demand 
for more and more petroleum from 
the American people, the armed 
forces and this country’s allies, the 
U. S. oil industry exceeded the two 
billion barrel mark in the produc- 
tion of crude oil for the second time 
in history. This is estimated at 2,- 
245,000,000 barrels, a record that 
topped the old peak of 2,020,000,000 
barrels set in 1948. 


Production of natural gas liquids 
took another big jump, too, reach- 
ing 204 million barrels, an increase 
of more than 20 million barrels 
over 1950. Thus, total production 
of liquid petroleum amounted to 
2,449,000,000 barrels for the year, a 
mark that also surpassed the old 
1948 peak. Gross production of 
natural gas in 1951 is estimated at 
9 trillion 800 billion cubic feet, a 
record in itself and an increase of 
1 trillion 321 billion cubic feet over 
the preceding year. 


To convert all of this liquid pe- 
troleum into usable products, 
American refineries processed 2,- 
372,000,000 barrels of crude oil in 
1951. Another record, this repre- 
sents an increase of more than a 
quarter of a billion barrels over 
1950. Refiners had more than their 
share of problems in 1951, too, for 
a shortage of primary lead and a 
government program for the stock- 
piling of tetraethyl lead compli- 
a their already complex opera- 
ions. 


Refinery capacity was pushed up 

to a new high by vear’s end, and 
this now stands at 7,230,000 barrels 
per day, compared with 1950’s total 
of 6,963,644 barrels per day. The ad- 
ditional capacity, which is 46 per- 
cent over 1941's, is another specific 
example of the industry’s constant 
program of expansion to meet not 
only the short term, but also the 
jlong term requirements. 
The continuing dieselization of 
the nation’s railroads played a 
role in this rising demand for fuel 
oil, as did new housing construc- 
tion and the increasing number of 
home oil burners. During the first 
nine months of 1951, all but 16 of 
|the 1,856 new locomotives put into 
| service were diesel electrics. 


Gates History 


Denver Firm Dates Back 


To Buffalo Bill 


DENVER. — Gates Rubber Co. 
here has celebrated the 40th anni- 
versary of the company, which, ac- 
cording to the firm, began as Colo- 
|rado Tire and Leather Co. in 1911. 
| The company put out a special 
|edition of its house organ, Progress 
| News, which contains the histori- 
|cal facts of the firm from its be- 
|ginning by Charles C. Gates, a 
young mining engineer, to its pres- 
ient facilities covering 53 acres. 

Included in the magazine is a 
| story concerning how Buffalo Bill 
|Cody helped the company out with 
| the sales of its “Never-Break” hal- 
ters, which they produced from 
scraps of leather left over from the 
manufacture of “Durable Treads.” 

Also in the magazine is a story 
of the development of the V-belt 
in the company. According to the 
editor of the magazine, a limited 
supply of the magazine is available. 











‘Fisher Body Appoints 
Davies to New Post 


DETROIT.—Karl F. Davies has 
been appointed administrator of 
machine tool contracts for Fisher 
Body, the GM division announced 
here. He replaced Robert D. Rein- 
hardt, transferred to the GM treas- 
urer’s staff. 
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Marketers Warned 


U. S. Chamber Economist Urges Them 


To Fight ‘Foes 


EOSTON.—Dr. Emerson P. 
Scimidt, economic research direc- 
tor of the U. S. Chamber of Com- 


merce said here last week that 
marketing executives “may as well 
order their overalls right now,” un- 
less they begin fighting forces 
aimed at “destroying the free 
market and a competitive econ- 
omy.” 


industrial and market research 
can greatly mitigate this sub- 
versive tendency,” Schmidt told 
the annual meeting of the Amer- 
ican Marketing Assn. 

“If this tendency toward mon- 
opoly and the destruction of com- 
petition gains the upper hand, the 
rosy prospect for members of your 
profession will lose its bloom,” he 





Chemical Firms 


Form New Unit 


CHICAGO.—After the meetings 
of the MEWA held here, a number 
of automotive chemical manufac- 
turers met and formed a new asso- 
ciation—the Automotive Mainte- 


nance Chemical Industries—which | 
will identify itself by the initials | 


AMCI. 

In that there was no existing or- 
ganization in the automotive indus- 
try that dealt with the problems of 
standards and distribution of the 
chemical manufactures, it was felt 
that an organization of their own 
would enable them to render a bet- 
ter service to wholesalers, dealers, 
service men and car owners. The 
activities of the AMCI will in no 
way conflict with those of any 
other automotive association, it 
was stated. 

Frank M. Speaker is the execu- 
tive manager of AMCI. The head- 
quarters is at 412 Fifth St., N. W., 
Washington 1. The _ association 
elected as its first president, R. E. 
Wait jr., of the Casite division of 
Hastings Mfg. Chairman of the 
board is S. V. Hirschman, presi- 
dent of Petroleum Solvents. The 
other directors are O. C. Holaday 
of Ramsey Corp.; J. H. Cattell, of 
Warner-Patterson, Co.; W. S. Coles, 
of the Shaler Co., and H. J. Enders, 
of Permatex Co. 


Fedders-Quigan Reports 
51 Sales at Record High 


NEW YORK.—In a_ year-end 
statement released by Salvatore 
Giordano, president of Fedders- 
Quigan, the current status of the 
corporation had been characterized 
as “the strongest in its 55-year 
history.” 

He said the company hit a rec- 
ord sales volume during 1951, and 
predicted that in spite of possible 
further material restrictions, sales 
should at least equal or even go 
ahead in 1952, with military re- 
quirements filling the gap. 


Ridley Sells to Kennel 
Harold A. Ridley, automobile 
businessman for 43 years, has sold 
his Kaiser-Frazer dealership in Im- 
lay City, Mich., to Walter Kennel, 
it is announced. 





Top Trueks 
New-truck registrations for 10 
months, plus 34 states for No- 
vember: 
1951 Pos. Make 1950 Pos. 
1—318,086 Chev. 373,817— 1 
2—226,195 Ford 281,468— 2 
3— 95,403 Dodge 84,625— 4 
4— 90,559 GMC $4,432— 5 
5— 86,264 Inter’l 90,343— $8 
6— 29,243 Stude. 41,391— 6 
7— 21,725 Willys 21,219— 7 
8— 11,097 White 10,228— 8 
9— 8,939 Mack 7,804— 9 
10— 4,118 Diam. T 4,986—10 
l1l— 3,482 Divco 3,622—11 
12— 3,129 i) 3,221—12 
1i3— 1,977 Brockway 1,926—13 
14— 1,887 Autocar 1,779—14 
15— 918 Federal 1,292—15 
16— 799 Pontiac 1,280—16 
1j— 622 Kenworth 554—17 
18— 449 274—20 
19— 394 Crosley 382—18 
20— 303 Sterling 311—19 
21— 264 Peterbilt 
Total All Makes 
907,077 1,016,523 . 

For further details see page 
38, today’s issue. 











of Competition’ 


|said. “Under a planned economy, | 
| there is little for the market expert | 
| to do—except the expert in market- 
jing propaganda.” 

Schmidt declared that the CIO} 
is seeking to reorganize the na- 
tion’s economic system by “code- 
termination.” This plan, Schmidt 
said, means that an equal number 
of labor and _ stockholder repre- 
sentatives would form policy-mak- 
ing boards of every company. 

Schmidt quoted CIO President 
Philip Murray as saying the plan 
would include permanent price 
control, rates of output, “rate and 





Studebaker Honors 40-year Employes— 


Six Studebaker employes, each completing 40 years of service with the company, 
were presented gold wrist watches at special ceremonies in their honor at South 
Bend. On hand to offer congratulations were Studebaker's executive vice-presidents, 
K. B. Elliott (extreme left) and P. O. Peterson (far right). Between the two officials 





“It has similarities to Musso- 
lini’s Fascism,” Schmidt said. 

He criticized persons who believe 
that there is a way to “adapt to 
inflation.” With the aid and com- 
fort of government bureaus in 


Diamond T Plant 
Adds Floor Space 


CHICAGO. — Diamond T Motor 





threatening to spread. 


” ; los 
Teas tedaiien, Wan adamael are (left to right): Fabian Szucsics, Robert P. Roberts, A. L. Reinoehl, Kazmer Klaybor, 
changes. ; Charles Bella and G. A. Kristowski. 


to accommodate an expanding mili- 
tary program, and also to allow for 
increased production of heavy-duty 
models. 

The annex brings floor space up 
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General Reports 
Quality Sales Up 


AKRON. Last year saw the 
|greatest demand for quality prod- 
jucts in history, and 1952 will see 
jan even greater demand, W. O'Neil, 
|president of the General Tire and 
|Rubber Co. here, said last week. 
O'Neil said that the company’s 
1951 sales set a new record, includ- 
ing an unprecedented demand for 
quality auto and truck tires. He 
said that “as the inflationary trend 
goes its way with the customer 
earning more dollars, the demand 
increases for better products.” 


Dana President Predicts 


‘Good’ Business for °52 
TOLEDO. — Business prospects 
for 1952 are “generally good,” Ralph 
E. Carpenter, president of Dana 
Corp., said here at the year end. 
He predicted that automotive 
production in the first quarter of 
1952 will be approximately the 
same as in the last quarter of 1951. 
The second quarter, he thinks, will 
probably be about 20 percent less, 





Washington, he said, the idea is|Car Co. has announced the addition |to 640,000 square feet, with a total |owing to great allocations of steel 
|of 40,000 square feet of floor space | plant area of 26 acres. 
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Fair Supply 





Seen by End of Year 


of Metals 





By William Ullman 


Washington Correspondent 


M 


ETALS now in tightest supply, according to the Defense 
Production Administration, are copper, cobalt, nickel, 


tin, lead and zinc. Supplies of most other basic raw materials, 
DPA said, are viewed as “generally stabilized.” Copper is the 


most critical of the non-fer-$ 
rous metals. Zinc and lead 
supplies, while not as short 
as copper, are but little better. 
Heavy 
said to be extremely scarce. 

However, the U. S. should be 
over the worst of its basic metals 
shortage by the last quarter of 
this year, in the opinion of some 
DPA officials. This does not 
mean, they are quick to add, that 
by then there will be plenty of 
steel and aluminum for civilian 
use. 

Far from it, they say, but the 





>—_—__—— 


iron and steel scrap was|% 





forecast 


is that military require- 
ments can then be 
met more read- 
ily and a large 
number of de- 
fense related in- 
dustries, now 
waiting far back 
in line, can have 
their demands 
filled. 

At the same 
time, some pro- 
ducers of civilian 


William Ullman goods will be able 


to get more steel and aluminum 
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and, to the extent that they can 


engineer the copper out of their 


somewhat 
their 


in 
meeting 


product, should be 
better shape for 
potential market. 


o a * 

Small Fellows First? 
iy IS believed that when that 

hoped-for day arrives, the NPA 
probably will be more liberal in its 
handouts of metals to the little fel- 
lows than the big ones, on the 
reasoning that the small manufac- 
turers have been hardest hit by 
the restrictions and have less abil- 
ity than the big fellows, either to 
convert to armament work or to 
effect the engineering changes 
necessary for metals conservation. 

The views of some top govern- 
ment officials concerned with the 
materials expansion program are 
about as follows: 

The steel situation in general 
should ease by late in the third 
quarter of 1952. This is true for 
sheet steel, they say, for which 
a number of new facilities will 
be brought into production then, 
and also for plate. In the next 
nine months, however, the heavy 
demands of the freight car, ship- 
building and basic construction 
programs will make the plate 
situation very rough indeed. 
Officials say forecasts on the end 
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Students See Chevrolet Show— 

Chevrolet's feature show, displayed in Chevrolet dealerships throughout the country 
is proving popular with high school mechanical classes. This photograph of a group 
was taken in Palmetto Chevrolet Co., Conway, S. C., after students had inspected 





anager of the dealership, is shown at the 





of the structural steel shortage are 
harder to make. The most im- 
portant part of the “must” pro- 
gram that demands structural steel 
—the materials expansion projects 
themselves, and the military facili- 
ties-construction programs—should 
be over by the third quarter of 
1952. Theoretically, then, after that 
point things should be looking up. 
Some NPA technicians, however, 
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from dashboard well 
guides hand back swiftly 


eT use $2.25 


CASCO FAN HUB 


Merchandising 
age includes 6 Fon Hub Assemblies — each 3 mounted on 
Ne. F-14 LIST $2.05 
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© CASCO SPOTLIGHTS 
complete circle. Smart, streamlined 
chrome-plated. 


JUNIOR: Ne. $40 
Ne. 


winter’ wonderland 





light turns in o 


Theu-the-Post LIST 
$35 Thru-the-Door $18.00 


STANDARD: Ne. $41 Thru-the-Post 
: Ne. $36 


List? 
Thev-the-Deer $18.50 


{Stenderd Models alse available for 12 volts) 





CASCO GLASS WINDSHIELD DEFROSTER 


Exclusive Switch Control plug provides 


positive “on 


Ne. A-15 for 


Ne. A-16 for 12 Volt Systems____. LIST 


and off” heat control. De- 


froster, 8”x16", works wonders in sleet, 
ice, snow and fog. 


6 Volt Systems___.L1ST 


3 


CASCO 2-SPEED 6” 
RUBBER-BLADED AUTO FAN 
QUIET! DEPENDABLE! 


Fans have chrome-plated metal trim and 
swivel arm. Motor case is die-cast, has 
universal mounting brackets for quick, 


easy installation. 
No. F-11 (6 Veith. LST a4 
No. F-12 (12 Volt)... LIST $9.75 





PRODUCTS CORP., BRIDGEPORT 2, CONNECTICUT 
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do not see any easing until the first 
part of 1953, and that only on the 
assumption that there will be no 
great private construction boom 
then. 


* * * 


Copper Outlook Bleak 

HERE will be no real increased 

availability of copper until 1954, 
and even that will come nowhere 
near meeting national needs. The 
fact is that, short of a sharp de- 
pression, experts declare, America 
must face up to a copper shortage 
the rest of its national life. 

It follows then, they point out, 
that the long-term solution must 
be, therefore, substitution of other 
metals, principally aluminum, for 
present uses of copper. NPA is 
asking industry to shift as fast as 
it can toward the _ substitution, 
pointing out that that is about its 
only hope for upping civilian pro- 
duction nine months or a year from 
now. 

In the short-term situation, some 
improvement is hoped for in in- 
creased scrap collections, now very 
low, and in more copper imports 
from abroad. 

The aluminum expansion pro- 
gram is viewed as a sensational 
one, calling for an increase of 
production by the end of 1953 
of 60 percent above the present 
rate. By the second quarter of 
1952, primary production of alum- 
inum is expected to increase by 
25 million tons, or 8 percent; by 
the third quarter, another 15 
million tons, or 6 percent more; 
and perhaps another 4 or 5 per- 
cent in the last quarter. 

It is believed that the military 
program itself will absorb at least 
half of the increase in aluminum 
production in 1952 and, if there is 
an increase in aircraft production 
schedules above present goals, there 
will be enormous military con- 
sumption of aluminum in 1953. 

Should the aircraft program re- 
main as at present, however, then 
1953 should see a very considerable 
easing for civilian use. The flow 
will not be near the record 1950 
levels, officials believe, but it will 
be well above the present rate. 
* * * 


Alternates Listed 


[= problem in the aluminum 

expansion program is the need 
for power, they say. And the con- 
struction of the power equipment 
requires, in turn, an enormous 
drain on structural steel, copper 
and aluminum itself. 

But it happens, officials say, that 
when the power expansion projects 
now scheduled to meet defense 
needs are completed, no great re- 
duction of the drain it created on 
scarce metals can be expected. The 
explanation is that by that time 
there will be an almost equally 
large expansion demand for non- 
deferrable private power projects. 
Maintenance of existing equipment, 
extension of home electrification 
and added industrial demands are 
expected to absorb as much steel, 
copper and aluminum as the pres- 
ent emergency defense power pro- 
gram. 
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Distinguished in the minds of 
experienced users for real 
dependability, for extraordinary 
capacity to take punishment and 





keep right on doing an efficient, 
trouble-free job—Clark axles, for 
trucks, buses, farm 
and industrial equipment. 
It does indeed pay 
to Work with Clark 


———— —_ 


CLARK EQUIPMENT COMPANY, 


Other Plants: BATTLE CREEK AND JACKSON, MICHIGAN 
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USERS OF CLARK ELECTRIC FORK-LIFT TRUCKS 


are well prepared to meet the twin challenges of labor short- 
age and increased user demands. They’ve equipped their 
manpower with enough more power to get the job done, 
whatever it may be.Getting the job done is more important 
now than ever before; therefore, the fork-lift truck takes on 
added importance to production of goods essential to the 


CLARK Fork TRUCKS 


AND POWERED HAND TRUGKS - INDUSTRIAL TOWING TRACTORS 


OO _ a 
INDUSTRIAL TRUCK DIVISION + CLARK EQUIPMENT COMPANY ~- BATTLE CREEK 15, MICH 
Please send: () Material Handling News () Condensed Catalog (1) Movie Digest 
Name 
Firm Name 
Street 


City 


AUTHORIZED CLARK INDUSTRIAL TRUCK PARTS AND SERVICE STATIONS IN STRATEGIC LOCATIONS 
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military and to the civilian economy. In equipping workmen with 
fork-lift trucks, you make them much more productive while 
easing demands on their energies; you make them more valuable 
to you—and to themselves. 


CLARK ELECTRICS (Fork Truck capacities, 1000 lbs. to 7000 Ibs. 
Electric-Powered Hand Trucks, 6000 lb. capacity) are ideal 
equipment for many handling operations—in cold storage plants, 
food and chemical processing and similar installations. They 
actually do more work and at less cost, as a result of these superior 
features: 


@ automatic acceleration @ hydraulic brakes 
@ more dependable power @ easy steering 
@ faster speeds e “Dead-Man” safety controls 


@ finger-tip direction control 


As a step toward more power for your manpower, get well 
acquainted with Clark Electrics, Clark gas-powered machines and 
the whole Clark Leadership Line of materials handling equipment. 
Send the coupon and get facts of fundamental value. 


PRODUCTS OF CLARK—TRANSMISSIONS - FORK TRUCKS & TRAC- 
TORS - AXLE HOUSINGS - GEARS AND FORGINGS - RAILWAY CAR 
TRUCKS + ELECTRIC STEEL CASTINGS - AXLES - TRACTOR UNITS 
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J nating the front covers of the 


GRADUAL but significant | 

change has taken place in | 
the now gigantic business of ad-| 
vertising ($5% billion in 1950) and 
is still under way. 

This is due to the increasing 
predominance of men of unusual 
business ability and vision in the 
direction of the leading advertis- 
ing accounts. No longer is it pos- 
sible for a man possessed of mere- 
ly a charming personality, a lib- 
eral expense account, and a flare 
for catchy slogans, to dominate an 
important account. 

Advertising has become such an 
important item in the budget that | 
it takes all the brains the best | 
executives can summon to decide | 
how the advertising appropria- 
tion is to be spent. 

Every present sign indicates that 
the great business of advertising 

will follow the evident trend of all | 
American industry which, at first | 
glance, might appear inimical to 





those manufacturers and _ their) 
agents who venture into fields be- | 
yond their capacity ... but... in) 


the end will cement their position 
solidly in areas where they right- 


fully belong. 
* * 


Involved Themselves 
N SHORT, those business execu- | 
tives who formerly left the ad- 
vertising decisions to others are | 
studying the broad angles of ad-| 
vertising as they never studied any 
business subject before. 

Time was (in 1908) when I, 
representing an automobile man- 
ufacturer, could dominate the 
whole farm paper field by plac- 
ing the first new-car display ad- 
vertising in those journals ... 
share equally the whole medical 
field by imitating Franklin with 
striking advertisements in the 
Journal of the American Medi- 
cal Assn. .. . command the con- 
stant attention of all dealers and 
service men of America by domi- 


automobile trade papers with a 
few words and my own signature 
... get nationwide attention by 
the first double spread advertis- 
ing in colors for automobiles in 
the Saturday Evening Post... 
long devoted to color in food ad- | 
vertising ... fascinate an “al- | 
ways imitated” group of well- | 
dressed women with pages in 

Vogue magazine with copy writ- | 
ten “down their alley” .. . like | 
“Somewhere West of Laramie.” | 
And ... do it without f alwags| 


over $800,000 a year... but always 
sharing liberally with the dealer 
the cost of local newspaper adver- 
tising, prepared and placed by us, 
in keeping with the number of cars | 
he sold . . . holding our production | 





within the limits of profitable} 
Sales. 

Perhaps, fortunately, those days 
are gone. 


nomic point of diminishing returns 
in every operation. Once a manu- 
facturer or agent learns to meas- 
ure that he can best serve his cli- 


ents or customers. 


There is an inevitable and = 
| 
* | 


* * 


More Consolidation | 
HAT is that inevitable trend 
in American industry? 

In every branch of each individ- | 
ual industry, it is toward consolida- 
tion. It is not leading toward what | 
politicians like to call monopoly. 
It is heading rapidly toward better 
Service, greater efficiency. 
_ It is not inimical to individual | 
initiative. It is inevitable that in a) 
country of over 150,000,000 people | 
that prices and service, in peace- | 
time, must be determined by mass | 
buying and mass consumption un- | 
der federal and state regulation | 
+. . politics, be damned. 

What companies will survive? 

Those that live up to the code 
of honest public opinion . . . hon- 
est prices ... honest service... 


fair treatment of employes .. . 
courtesy to customers and pub- 
licity of (financial statements 
which any child can understand. 
It will be tough sleddin’ for the 
old-fashioned chiseler when any 
man or woman can take any 
product to a public laboratory 
and decide whether the guy’s li- 
cense to do business should be 
revoked for cheating. 

Does that sound like the mil- 
lenium ... sort of Utopian? 

Well ... right this minute . 
give me the names of any 10 cor- 


*- 


porations . . . manufacturers ... 
banks steel companies . 

meat packers ... insurance com- 
panies ... electrical producers. . 


food producers .. . oil companies 
... soft drink makers. . . advertis- 
ing agencies ... any 10 producers 
of any products in any field... 


\that you’d bet your money on for | 


the long pull. They have won pres- 
tige through honest service. 


It’s tough to think quickly, right 


now, of even FIVE in any field. 
Now ... is this brilliant idea go- 
ing to make our whole future prog- 


ress static? 


* * 


New Aristocracy 


Y NO means... 
ratory in the world... 


. | fornia 


in every labo- | 
and in| 


HEATING 


ECTRIC APPLIANCES 
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| Studebaker Delivery by Gray— 


| These seven Studebaker cars and trucks were delivered in recent months to the 
| Ma- ne-Donnelly Co., Reading, Mass., by Arthur L. Gray, Inc. (Studebaker), Reading. 





many a mother’s basement... the 


. .| boys are working like that profes- 


sor from the University of Cali- 
having fun 
|“hobby shop” in his spare hours, up 
in Oregon . . . who produced that 
|gadget that will make color televi- 
sion very simple. 

Who will decide whether the boys 
|get paid for their ideas? 

A committee of scientists, engi- 
|neers and manufacturers who will 
|measure the idea first for its use- 
|fulness and suggest a fair price 
to the corporation that is going to 
| profit by it. 

Won’t it be strange when the 
boys who discover great ideas will 
be endowing colleges from their 
earnings in science ... so that 





Now—All Your Accounting 


on One 





Machine! 


in his} 





the sons of rich men can go to 
college and try to get a real edu- 
cation. 


The new breed of advertising | 
men will have to “watch their lan- 
guage” when describing things like 
streptomycin . .. or bumble their 
words about things like cortisone 
. .. probably have to tell the truth 
about what really makes Dora’s | 
teeth so pearly ... 
look a guy in the face, if he’s a) 
member of that new aristocracy 
... the aristocracy of capacity. 


Cobb Opens Deal 


Basil B. Cobb has announced the 
opening of the Cobb Chevrolet Co., | 
Third and Texas Sts., Natchitoches, | 
La. 


else they can’t | 









Yes, it is truly amazing the way the completely new 
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; Goodyear Applies 


For Materials to 
Expand Ala. Plant 


GADSDEN, Ala.—Plans for a 
large addition to Goodyear Tire & 
Rubber Co.’s plant here have ad- 
vanced to the point where applica- 
tions for material and equipment 
priorities have been made to 
proper authorities in Washington, 
according to A. C. Michaels, the 
plant’s resident manager. 

Whether or not the plans will be 
finalized depends upon what action 


the government takes, Michaels 
said. 
If restricted materials, particu- 


larly steel, become available, the 
existing plant will be enlarged by 
270,000 square feet of floor space 
and the production of large mili- 


|tary airplane tires and truck tires 


be substantially expanded. 

Construction time normally 
would be something in excess of 
six months if essential materials 
and equipment are available, he 
said, adding that an increase in 
employment at the Gadsden plant 
of between 600 and 800 would be 
provided by the expansion pro- 





Burroughs Sensimatic handles automotive 


accounting jobs. And there’s a good reason—for 
the Sensimatic was designed with the needs 
of automotive concerns in mind. 


It’s completely new from the ground up—built around 

a brand new principle, the control panel, or “mechanical 
brain,” that directs the machine automatically through 
any four accounting applications, in any combination. 
Control panels are interchangeable instantly and there is 
no limit to the number that can be used—no limit to 

the number of accounting jobs a single machine can do! 


The Sensimatic makes possible a great improvement 
in accounting speed, flexibility, and ease of operation. 
This means faster accounting, working-hours saved, 


increased output and, best of all, reduced accounting 
expenses. The Sensimatic is moderately priced, too. 


Accounts Receivable Ledgers and Statements 


Deposits Monthly Financial Statement 


Get the complete story of this sensational new Sensimatic 
today. Call your local Burroughs office or write 
Burroughs Adding Machine Company, Detroit 32, Mich. 


HANDLES ALL THESE JOBS— Gud more 


New-Car 
General 


Ledger « Payroll « Accounts Payable + Age Analysis 


Revenue Distribution 


WHEREVER THERE’S BUSINESS THERE’S Burroughs 


DETROIT PUBLIC LIBRARY 
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In the Hopper 








A Massachusetts bill has been 
introduced proposing a tablet hon- 
oring Charles G. and Frank Duryea 
as “inventors and builders of Amer- 
ica’s first gasoline automobile 
driven on the streets of Springfield, 
Mass., on Sept. 21, 1893.” 


4 + 


Arkansas Insurance Men 
Want to Tighten Liability 


Arkansas insurance agents have 
been advised to press for a stronger 
state law covering financial 
sponsibility of drivers. 

Ray Murphy, general counsel for 


the Assn. of Casualty and Insur-| 


ance Companies, pointed out that 
under Arkansas law, a motorist 
loses his driving privilege 


re- | 
|of the sliding scale based on weight 


from $10 to $25 has been introduced 
in Springfield, Ill. 

It was reported that the proposal 
would be placed on file for one 
week pending further 
the city council. 


Flat $16 License Fee 
Is Weighed in Colorado 

A Colorado legislative committee 
has proposed a flat $16 fee for 
auto licenses in .the state, instead 


now used. 
At the present time, the license 


|fees range from $5 a year for light 
|cars up to $9.05 for the heaviest | 
only |cars. The measure was patterned | Jimmie Deerr, parts department, 25 years; Cecil C. O'Neal, sales department, 25 years;|drop the 


action by| % 


Edwards’ ‘Boys’ Don Beards for Holiday Party— 

When these employes of Edwards Motors (Chevrolet), Birmingham, Ala., were asked 
to accept their bonus checks from W. S. Edwards jr., president, they were wearing ersatz 
| beards. There are 10 men in the organization who have been with the firm for a total 
|of 262 years, or an average of better than 29 years. Left to right: Edwards, 35 years; 





year but if the truck bills were 
passed, licenses issued after that 
would be at the new prices. 

x + * 


Driving School Bill 

Auto driving schools would reg- 
ister annually with the registry of 
motor vehicles; instructors would 
annually obtain licenses from the 
registrar, and local police would 
set aside certain streets to be used 
during specified hours, according 
to a measure filed in the Massa- 
chusetts legislature for next year. 


Cut to 2% Proposed 


In Gotham Sales Tax 

A move is underway in New York 
City to revive the 2 percent sales 
tax level. The present levy is 3 per- 
cent. 

Walter Hoving, chairman of the 
anti-sales tax committee, said a 


|suggestion has also been made to 


existing sales tax and 


after he has failed to satisfy a|after Wisconsin legislation, where |€q Bynum, service manager, 25 years; Lucius Shelinutt, mechanical department, 28 replace it with a business tax. 
* * & 


judgment resulting from an auto- 
mobile accident. 
+ * + 


Springfield May Hike 
Truck Permit Fees 


An ordinance to boost the annual|work until Jan. 21 without acting/| rates. 
fee for commercial vehicle permits|on two truck bills, the 1952 truck! U. G. Lewellen, manager of the/|rates would be good for the entire 


|the $16 flat fee is now in effect. 


* * * 


| Truck License Fees 


| Sell Embroil Missouri saci t a Sinaia -_ ——s 
| Since the Missouri senate stopped |licenses will be sold at the old| Missouri Bus and Truck Assn., said | 


| years; Alfred G. Schaefer, parts department, 32 years; W. S. Goeller, mechanical 
| department, 31 years, and Ben Durham, mechanical department, 29 years. Sam Eddy, 
| sales vice-president with the Edwards deal for 32 years, was not present when the 
photo was taken. 


truck licenses issued at the old 


) YOURE THE DOCTOR 


oe With 





Perfect Circle’s 


Only 2 in 1 offers a choice of spring pressures! 


Now—for the first time—mechanics can choose 
the spring pressure best suited to every engine 
without switching between various brands or 


types of rings! 


Only Perfect Circle’s 2-in-1 Chrome Set offers a 
choice of spring pressures! Two expander springs 
—a NORMAL PRESSURE Spring for resleeved, re- 
bored and slightly worn engines, and a HiPRES- 
SURE Spring for badly worn engines—are packed 
with each Chrome Oil Stopper. 


* 


PISTON RINGS 


The Standard of Comparison 


SOLID CHROME PROTECTS 
THESE WEARING SURFACES 


erfect Circle 


The 2-in-1 Chrome Set more than doubles the 
life of cylinders, pistons and rings, because solid 
chrome plating on top compression rings and the 
steel rails of the oil rings assures twice the life of 
ordinary ring sets! Yes, for double service, dou- 
ble life, sustained power and new economy— 
specify 2-in-1! Perfect Circle Corporation, 
Hagerstown, Indiana. 





Mich. Drafts Four Proposals 


For January Legislature 


Bills drafted and filed for in- 
troduction to Michigan legisla- 
| ture in January would: 

Prohibit smoke or flame devices 
| on automobiles; decree the hand 
| and arm signals to be used by 
| drivers whose cars have no sig- 

naling devices; require annual 

state police inspection of motor 
vehicles at a fee of $1 an inspec- 

tion, and give retail merchants a 

sales tax deduction on gross pro- 

ceeds of $150 instead of $50. 
cd + * 


Massachusetts Proposes 


|Tax on Heavy Loads 

A mileage tax on trucks weighing 
over nine tons has been proposed 
in a bill filed with the Massachu- 
| setts house clerk. 
| According to the terms of the 
|bill, the tax would range from six 
|mills a mile on trucks or trailers 
| weighing nine tons, up to a maxi- 
|mum of 24 mills a mile for vehicles 
|of 31 tons. Federal and state ve- 
|hicles, and farmers’ transporting 
|their own produce, would be ex- 


|empt from the tax. 
| * * * 


Mass. Seeking Revision 


Of Insurance Law 


| A number of bills to change the 
|state’s compulsory automobile in- 
|surance law have been filed in 
| Massachusetts. 
| Among them is a proposal for a 
legislative investigation of the “risk 
insurance pool.” The investigating 
| body would be composed of one 
|senator, three representatives and 
one governor’s appointee. Various 
merit rating and flat rate automo- 
| bile insurance plans also have been 
| filed. 
ok * * 


Memphis Raises Cost 


|Of Auto License Fee 


To meet an increased city budget, 
|city commissioners of Memphis 
|}have voted to increase the city 
| auto license fee from $3.25 to $5 for 
| 1952. 

Tennessee drivers have an Apr. 1 
| deadline to get state tags. 


| [ashinon 













REPLACEMENT 
CONVERTIBLE 






Prices from 
15.50 to $47, 


PLUS TAX 
Write or wire for money making deal 


ARO MFG. CO. 


1089 Commonwealth Ave., Boston, Mass. 


World’s Largest and Oldest Makers 
| of ‘Replacement Convertible Tops 
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tut Studebaker Dealer Finds It’s Worth It... 





It Isn't Easy to ‘Sell Hard’ 


By Guy Livingston 
Staff Correspondent 

QUINCY, Mass. William § 
Hershman, Quincy Granite Motors 
Inc. (Studebaker), is a combination 

r-truck dealer who is doing an 

ggressive selling and promotion 

b through special knacks and 

iginal approaches 

A proponent of “hard selling,” 

Hershman believes in emphasis 
on servicing new cars, used-cars 
and trucks and uses subtle tech- 
niques as well as down-to-earth 
selling methods. 

As an example of one of his 
techniques he has come up with a 
brand new promotion for new cars. 
Coinciding with the unveiling of 
new models, he will conduct a sur- 
vey of 250,000 potential customers 
without suggesting sales. 

All car owners in the area will be 
sent a double-binded card, 
bered, with duplicate 


num- |} 
numbers | 


being kept by the company, which | 


will ask the 
What type of car do you now own, 
year, make and model; how service 
has been from dealer where car 
was purchased; when in the market 
for another car; interest in buying | 
a different make of car; what make | 
interested in (with a list of car! 
names for checking). Copy reads: | 
“This is merely a survey of auto 
owners’ reactions to various makes | 
of cars.” 

Hershman feels confident that 
this promotion will develop a brand 
new list of prospects for his sales 
force to follow up. 

“IT expect this survey to result in| 
a prospective list for sales of the| 
new ’52 models during the first; 
three months of the year to start | 
with,” he said. 

Another gimmick used _ by 
Hershman is an extensive mail- 
ing list divided into three parts 
—new cars, used cars and trucks. 
His mailing lists, which include 
more than 3,000, are responsible 
for at least 25 percent of the 
company’s total yearly gross, 
Hershman said. 

These lists are checked every two | 

months for accuracy and addition | 
of new names, which are obtained | 
from many different sources. “For | 
instance, if we see an older model | 
truck, we take the number and 
call the registry,” Hershman says. 
Truck owners are canvassed sys- 
tematically from lists. 

One bad practice in obtaining 
prospects, Hershman believes, is 
the prevalent gimmick of tagging 
parked cars with “flyers” and per- 
sonal notes offering a specific price 
for the car or truck. 

“These ‘flyers’ mislead people,” he 
said, “and most often result in bad 
public relations. This happens fre- 
quently when the salesman ‘offers’ 
a high price and the customer later 
becomes discouraged when he finds 
out the salesman had no authority | 
to set the price.” 

Selling and servicing trucks 
come in for plenty of serious 
thought in this dealership. “First 
of all,” says Hershman, “we have 
to realize that new trucks depreci- 
ate 45 to 50 percent in the first 
year.” 

“We call truck customers up 
every 30 to 45 days to find out 
how the truck is running and 
whether or not the owner has 
any problems. If there are prob- 
lems, we take a look at the truck, 
with no charge to the owner un- 
less service is required.” 

“There is quite a difference be- 
tween selling and servicing trucks 
than passenger cars,” he points out. 
“Owners of trucks know more 
about trucks than owners of cars 
know about | cars. Slight: rattles and 


Idaho ee Off 


Reciprocity Pacts 


SALEM, Ore. — Idaho has can- 
celled its commercial motor vehicle 
reciprocity agreements in Oregon, 
Washington and California Jan. 1, 
it was revealed by Earl Newbry, 
secretary of state here. 

Cancellation of the pact means 
that all commercial vehicles weigh- 
ing in excess of 4,500 pounds and 
registered in either of the three 
States will be required to purchase 
Idaho plates if they enter the latter 
State. 


following questions: | 


squeaks taken 
owners. 

Many of the truck owners main- 
tain their own garages and service 
men, and unless it is a major job, 
the will do it themselves.” 

As for used cars, “it’s appearance 
that sells,’ Hershman _ explains. 
“We wash and simonize every used 
car taken in, clean out the inter- 
ior and put on new slip covers. 

“Every new-car dealer is nothing 
more than a used-car dealer,” he 
said. “For every postwar model the 
dealer has to trade 2% to one!” 

The service and parts depart- 
ments are big features 
ership and are constantly being 
promoted and expanded. Says Rob- 
ert Naphen, service manager: 

“We don’t run any specials. We 
personally contact garages and 
filling stations throughout the 
area by telephone, mail and in 
person. If we don’t have the re- 
quested part the same day, we 
call the customer immediately 
when we do get it.” 

“Maintenance of a clean repair 


are care of by the 





A midshaft bearing hanger for trucks that 
permits standardizing on propeller shaft lengths. 


ee engineering has perfected a center bearing hanger assem- 
bly that assures exceptional ease of service. The unit is completely 
symmetrical. Its flexibility eliminates the need for precise positioning by 
shims. Adjustments are eliminated because the bearing is retained by two 


simple snap rings. 


Standard annular ball bearing has longer life and greater capacity than 
self-aligning type. Free swinging, the swing arms and rubber bushings elimi- 
nate cramping and thrust loading of the bearing due to frame twist and drive 


at the deal-| 


shop is essential,’ Hershman said 


“I believe it should use all the best 
electrical and precision tools that 
can be afforded. The initial costs 
may be high, but the units more 
than pay for themselves in time 


saved for customers and ourselves. 

“It keeps the customer's bill 
down—and they appreciate it. It 
also leads to better working condi- 
tions and eliminates a lot of man- 
ual labor.” 

Service operations are kept effici- 
ent by road testing every car serv- 
iced. As an added touch, paper 
“napkins” are put on all steering 
wheels of finished service jobs with 
copy reading: “We always try to 
| leave your steering wheel clean, but 
|}aS a precaution we place this nap- 
kin to save your hands or gloves.” 
This touch is much appreciated by 
women customers, Hershman said. 

The dealership holds peppy sales 
|force meetings weekly, and Hersh- 
|man is a firm believer in keeping 
|his salesmen “out ringing door- 
bells.” 
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worTH 10 MINUTES 7 

wot oRIVER SAFETY-RATER TEST . 

TELLS WHAT YOU SHOULD KNOW 
HORGAN IS FOR WAR SAFETY 


is YOUR LIFE 


FREE 


THE HOUSE OF IN EVERY WAY 














Horgan's Manhattan Safety Display— 


Ralph Horgan, Inc. (Ford), New York, has launched a drive to make the public more 


conscious of its responsibilities to safety. This window display, in his showroom, points 
out the safety quiz loaned to the schools in the area, and on the right, the Porto-Clinic 
for taking the driver Safety-Rater tests right in the showroom. 

















line movement. A combination of shaft seals and slingers provides ideal 

bearing operating conditions. 
High frequency vibration is reduced by the use of 4 small rubber bushings 

widely spaced and acting in tandem instead of the conventional large 

mass of rubber that permits major displacement resulting in shaft 

shimmy.The hanger insulates the vehicle drive line from the frame, 


reducing the tendency to transmit noise to the vehicle cab. 


Investigate this Thompson development. Let us tell you 
how it will cut production and distribution costs. If you 
have steering or chassis problems, let Thompson engineers 
help you solve them. Thompson Products, Inc., 7881 


Conant Avenue, Detroit, 


Michigan. Phone: WA 1-5010 


dhompson. * Products, Inc. 
DETROIT DIVISION 
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Auto Personnel 








Ralph C. Keast has been appoint- 
ed engineering vice-president by 
Hayes Mfg. Co., Ltd., at Vancouver, 
B. C. Keast has had six years with 
the Kenworth Motor Truck Corp. 
as project engineer and was two 
years with the motor truck divi- 
sion of the International Harvester 
Co. at Emeryville, Calif. 


Landis Named to Represent 
Wooster in New England 


Wooster Rubber Co., manufac- 
turer of Rubbermaid Kar-Rugs, 
Wooster, O., has announced that 

— John C. Landis, 
of West Hartford, 
Conn., will repre- 
sent the company 
in the New Eng- 
land region. 

Landis was for- 
merly associated 
with AC division 
of General Motors 
for seven years as 
territorial repre- 
sentative in New 
England. 


* * * 


Hulse Elected President 


Of Capital Trade Group 


The Washington (D. C.) Trade 
Assn. Executives has named as 
president, John B. Hulse, manag- 
ing director of the Truck-Trailer 
Manufacturers Assn. 

The Washington Trade Assn, Ex- 
ecutives is the professional organi- 
zation of trade association man- 
agers in the nation’s capital, The 
trade executives meet monthly or 
oftener to hear speakers and dis- 
cuss problems of mutual interest. 

* a + 


Ethyl Promotes Murdock 


To Sales Manager 


Malcolm P. Murdock, manager of 
the central sales region of Ethyl 
Corp. in Chicago, has been promot- 
ed to general 
sales manager, 
Sanford M. Wag- 
ner, vice - presi- 
dent of sales, has 
announced. 

Murdock will 
coordinate and di- 
rect the sale of 
anti-knock com- 
pounds and spe- 
cial purpose 
chemicals from 
the New York of- 
fice. He joined Ethyl Corp. in 1933 
as a field representative. 

S. T. Pruitt, assistant manager of 
the central region, will succeed him 
as manager. 

* 





John ©. Landis 





M. P. Murdock 


* * 


Penn. Refining Names Doyle 
As Gumout Field Man 


Gumout division of Pennsylvania 
Refining Co., Cleveland, has an- 
nounced the appointment of 
Charles R. Doyle jr. as a field 
sales-service representative. 

Doyle’s addition to the Gumout 
division was described as part of 
a stepped-up sales program de- 
signed to give greater coverage and 
service to the company’s distribu- 
tors and dealers. 

* cd * 


Bernard and Zeller 
Promoted at Mack 


Appointment of two new vice- 
presidents of Mack Mfg. Corp. has 
been announced by President E. D. 
Bransome. H. Bernard, Mack’s 
chief engineer since 1948, has been 
appointed service vice-president. T. 





H. Bernard T. J. Zeller 


J. Zeller, who has been manager 
of the company’s Allentown (Pa.) 
factory since 1948, has been made 
vice-president and chief engineer. 

Bernard joined the company in 
1924, while Zeller’s record dates 
back to 1926. Bernard will make 
his headquarters at Mack’s Plain- 





field (N. J.) plant. Zeller’s offices 
will remain in Allentown. 
* 7 * 


Freedom-Valvoline Ups 


Dunmire in Sales 
Harold J. Dunmire has been ap- | 
pointed vice-president and manager 
of bulk sales at Freedom-Valvoline | 
Oil Co., Freedom, | 
Pa., according to 
Harry I. Jonn-| 
ston, executive | 
_ vice-president. 
Dunmire has 
been associated 
with Valvoline Oil | 
Co. and Freedom- | 
Valvoline for the 
past 21 years. He} 
was formerly 
manager of the | 
company’s Butler | 
(Pa.) refinery and in recent years 
has been engaged in sales work. 
* * * 


NPA Names Andrews 


Appointment of Paul B. Andrews | 





H. J. Dunmire 






L-M Parts and Accessories Conference— 


The Lincoln-Mercury western region parts and accessories managers plan a hard | 
hitting sales campaign, and newly-designed merchandise to spark sales in 1952. Shown | 
at a conference in Los Angeles, are, left to right, Steve Golightly, Los Angeles district 
manager; Willard Litle, regional manager; W. R. Geis, Denver district manager; C. O. 
Kirby, Seattle; G. W. Dixon, division assistant parts and accessories manager, Detroit, 


and R. S$. Dobbins, Oakland, Calif. 


WESTERN 


sn. Mii. 


t ACCESSORIES 
arg Nite 
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division in the metals and min- 
erals bureau, succeeding Joseph W. 
Mullally, was announced by NPA 
last week. 


| ernment from the Revere Copper 
jand Brass, Inc. His business career 
| started with the Mueller Co. of De- 


jcatur, Ill., in 1924. He joined Re- 


as deputy director of the copper! Andrews is on loan to the gov-j|vere in 1930 at Rome, N. Y., as- 


suming charge of tube sales. 
| Mullally has returned to his pos 
jas manager of utility sales of Ana 
conda Wire and Cable Co., fror 
which he was on leave while ser\ 
ing as deputy director of NPA 
copper division 
. * * 

| Fairmount Tool Elects 
Keating Vice-President 

Fairmount Tool & Forging, Inc 
Cleveland, has elected Arthur E 
Keating as vice-president and gen 
eral manager. 

Keating has 
been works man- 
ager of Bridge- 
port Hardware 
Mfg. Co., Provi- 
dence. Prior to 
coming to Fair- 
mount he was 
president and 
general manager 
|of Trimont Mfg. 
Co., Roxbury, 
| Mass. 












A. FE. Keating 


* * * 


Ex-FBI Agent Named 
A. E. Ostholthoff, former spe- 
| cial agent in charge of the Federal 
|Bureau of Investigation in Cincin- 
nati, has joined the staff of Cappel, 


| (Continued on Page 21, Col. 1) 








Bendix Products Presents 


| 








Now passenger car 


RES 





manufacturers can offer 


braking that is comparable to the accelerator in 
operating ease, convenience and fatigue-saving 
comfort for the driver. Treadle-Vac gives an 
entirely new type of passenger car brake control, 
using the proved operating principles of the 
Bendix*Hydrovac* the world’s most widely used 
power brake. An easy ankle movement, much 
like working the accelerator, is all the physical 
force needed for normal braking. And what is 
equally important, the brake treadle can be on 
about the same level as the accelerator, so that 


the foot moves from o 


ne control to the other by 


simply pivoting on the heel. Thoroughly proved 
hy years of testing, this latest development of 
Bendix engineers gives car manufacturers an 
opportunity to offer their customers for the first 
time the easiest, safest, and smoothest braking 


that can be imagined 
both appearance and 


. From the standpoint of 
performance, it is one of 


the finest new selling features available in years. 


Get the detailed story 
passenger car control 


BENDIX - 


AVIATION CORPORATION 


Export Sales: Bendix International 
72 Fifth Ave., New York 11, N.Y. « 


Sales: Bendix-Eclipse of Canada, Ltd., 


Ontario, Canada 


PRODUCTS 
DIVISION 


of this greatest advance in 
since four-wheel brakes. 


*REG. U.S. PAT. OFF. 


* SOUTH BEND 


Division, 
Canadian 
Windsor, 


J 






| 





“WAC 





The old fashioned, long travel, high brake pedal requiring a lifted foot and 
leg power pressure can now disappear from the floor boards of modern cars. 





With Treadle-Vac the heel never needs to 


leave the floor. The low pedal, 


short travel and toe touch action mean that the swing from accelerator to 
brake can be made merely by pivoting on the heel. 


ie 





Braking with Treadle-Vac is not only easier, but it is faster as well. Shifts 


from "go" to “stop” control are made in one fourth less time. This can 
mean five feet shorter stopping distance at 60 miles per hour. 
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(Continued from Page 


MacDonald and Co., Dayton, O., it, 
was announced by Elton F. Mac- 
Donald, president. 


Simpson Elected to Head 


est Va. Haulers 

E. L. Simpson, Fairmont, W. Va., 
has been elected president of the 
Central West Virginia Independent 
Truckers Assn. 

Others named were Robert Hess, 
vice-president; Don Hughes, secre- 
tary, and Sam Mulinax, treasurer. 

+ + 


Davis Heads Up Sales 
For Baker-Raulang 


Directors of Baker-Raulang Co. 
have elected G. B. Davis sales vice- 
president, it is announced by James 
W. Moran, president. Davis replaces 
John R. Morrill, recently resigned. 

Davis entered the purchasing de- 
partment of Baker-Raulang in 1935 
and was transfered to the sales de- 
partment in 1937. He was named 
assistant sales manager in 1945, 


¥ 
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which office he has held until the 
present time. 
* 


Canada GM Outlet Holds 


Dealer Christmas Party 

More than 200 garage owners 
from southern Alberta were feted 
at Lethbridge, Alberta, recently as 
Beny Chevrolet-Oldsmobile, Ltd. 
(Chevrolet - Oldsmobile - Cadillac), 


* o 


staged its annual Christmas ban- 
|quet and party for its district 
| dealers. 


| Guests were welcomed by Charles 
J. F. Beny, president and general 
manager of the firm, and were ad- 
dressed by J. Townsend, district 
| manager for GM; A. J. Burke, 
| parts warehouse manager for GM, 
and Gordon Carpenter, GM parts 
land accessories representative. 

| » x 
| 

| Auto-Lite Appoints 
|Special Sales Aide 


| Appointment of Carl R. Geyer as 


* 


Geyer 


promoted to sales manager in 1948,|special sales representative for'the engineering and manufacturing 











the fits aK 





—A Low, Light-pressure Brake pedal 


| Auto-Lite Battery Corp., Toledo, 

} has been an- 
nounced by W. E. 
Blank, sales man- 

| 

} 

| 


ager. 
A native of 
La 4 New Orleans, 


Geyer entered the 
automotive _ busi- 
ness as a Sales- 
man for Kendall 
Oil Co. He had 
been in charge of 
Auto-Lite’s New 
Orleans and De- 
troit sales districts. Headquarters 
for his new post will be in Toledo. 
* * 





Carl R. Geyer 


. 


| Tolen Heads Distribution 


In Chrysler Export Sales 
Appointment of Virgil T. Tolen 
to sales distribution manager of 
the Export division of Chrysler 
Corp., Detroit, has been announced 
by Philip K. Hills, sales manager. 
Tolen joined the Chrysler division 
in 1945 and in 1950 became distri- 
ibution manager. During World 
War II, he held positions with the 
|motor transport division of the 
| quartermaster general's office in 
|Washington and the supply division 
lof the office of chief of ordnance in 











Comparable to the 
Accelerator in Operating Ease! 





ACCELERATOR | 
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rials and Parts division of Briggs 
Mfg. Co., an- 
nounces the ap- 


pointment of 
James L. Ryan as 








the company’s 
|}West Coast re- 
| gional manager. 
|Ryan has. been 





|with the company 
several years. 
Athanson said 
|Briggs warehouse 
|facilities in Oak- 





James L. Ryan 


land, Calif., have 
been substantially increased and 
will feature a 24-hour delivery 





service. Ryan will make his head- 
|quarters at the Oakland sales of- 
| fice. 
| +s 
|Powell Elected President 
| By Missouri Haulers 

George E. Powell, Kansas City, 
has been elected president of the 
Missouri Bus and Truck Assn. He 
aaae - ? |replaces W. A. Schien. 
division of OCD as industrial spe- | A. A. Fowler, Kansas City, was 
cialist. elected vice-president, and E. W. 
Stimble, St. Joseph, treasurer. 

x * x 


+ 

















* * 


Briggs Promotes Ryan 
To West Coast Post 'Mack Advances Schliewen, 


William J. Athanson general | Flemin and P 
rear , eterson 
—— the Refinishing Mate- | Peres’ @. Fleming, manager of 


~|Mack Motor Corp.’s Off-Highway 
|Sales division, has been elected a 
| vice-president of the company, it 
was announced by H. W. Dodge, 
executive vice-president. 

At the same time it was an- 
,nounced that A. C. Schliewen, 
|Mack’s factory manager at Plain- 

field (N. J.) since 1948, has been 
appointed manager of the com- 
ies Allentown (Pa.) factory. 


* 

















Succeeding Schliewen is Helmer 
Peterson, until recently manager of 
Mack’s Long Island City (N. Y.) 
plant. 


* * * 


Timken Bearing Promotes 
Wingerter, Splitstone 
Timken Roller Bearing Co. has 


announced appointments of R. G. 
Wingerter as assistant general 





J. R. Splitstone 


R. G. Wingerter 


;manager, and J. R. Splitstone as 
|district manager of its automotive 
sales division. 

| Both men will continue to make 
their headquarters at the com- 
pany’s general sales division offices 
jin Detroit, the company said. 

= * * 


Martin-Senour Hires Coyle 
For New York Area 

Appointment of F. N. Coyle as 
Automotive division representa- 
tive for the New York City ter- 
ritory of the Martin-Senour Paint 
Co., Chicago, is announced by 
Don A. Seeley, division manager. 

Coyle will headquarter in New 
York City and promote the sale 
of Martin-Senour automotive fin- 
ishes throughout New Jersey and 
down-state New York. He was 
formerly owner of an automotive 
paint specialty jobbing firm in 
Philadelphia. 


- * - 


Roberts Upped in Sales 


At Prest-O-Lite 


Appointment of W. C. Roberts as 
assistant sales manager for Prest- 
O-Lite Battery 
Co., Inc., is an- 
nounced by A. A. 
Feldman, sales 
manager. 

Roberts entered 
the battery busi- 
ness as a sales- 
man in 1921, and 
was a sales rep- 
resentative with 
both the USL 
Battery Corp. and 
Prest-O-Lite. 


Appointed 


manager of 
Co., Downey, 





* 


McGuire 
F. Noyes, sales 
Rubber 


E. 
Arrowhead 
Calif.. has announced the appoint- 


ment of Arthur W. McGuire as 
jassistant sales manager. 
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GAIN as we go into a new truck 

year, the future is full of 
guesses. I'll admit right now that 
as far as I am concerned a crystal 
ball, rabbit’s foot or a horseshoe 
from a gray mare would not do 
me any good. I am just as con- 
fused as most truck makers I have 
talked to recently. 

Every one is trying to put up 
a brave front, hoping against 
hope that what the bureaucrats 
in Washington say will be forth- 
coming; that is, what they say 
about the importance of trucks 
to the nation’s economy and that 
they will allot material for a mil- 
lion or more trucks for this year. 


Such things as the 


lof Brakes on Multi-Axle 
| Trailer Trains,” 


recent an- | 


nouncement that the truck makers | 


can produce 250,000 trucks in the 
first quarter but they can have 
only 60 percent of the steel plate 
it takes to make them-—and that 
the manufacturers will have to go 
to conversion steel for the balance 

aren't conducive to the best state 


of mind. 


* * 


a tput Breakdown 
TRUCK makers were allocated 
in material they need to build 
250,000 of the types and sizes of 
trucks the trade wants, I really 
feel that we would have seen the 
last year of 66 percent output of 
one-ton-and-under vehicles, for the 
duration at least. 

The last registration figures 
show that last year about 66 per- 
cent of all truck output was in 
the 5,000-pound-or-less class (47 
percent) and the 5,001 to 10,000- 
pound GVW (19 percent). The 
light ton-and-one-half, or 10,001 
to 14,000 GVWs, took another 
beating; only this year it was 
worse than usual since only 7 per- 
cent of the total registrations are 
in that size. The 14,001 to 16,000 
GVWs held their own, at 16.9 per- 
cent. The heavies, 16,001 to 19,500 
GVWs took 3.7 percent, the 19,501 
to 26,000 GVWs took 4.3 percent, 
while the heavy-heavies got 2.1 
percent. 

There’s going to be quite a lot 
of things happening of interest to 
truck men this month and next. 
For instance, starting Jan. 14 here 
in Detroit, the SAE’s annual meet- 
ing is in session and some of the 
subjects to be discussed will be 
“The Intelligent Selection of Vehi- 
cles for Fleets,” by H. O. Mathews 
of Armour & Co.; “Refrigeration 
in the Transportation of Frozen 
Citrus Concentrate by Motor 

Truck,” by H. D. Johnson of the 
U. S. Department of Commerce; 
“Magnesium Truck Wheels Evalu- 
ated Analytically,” by M. H. Polzin 
of Goodyear, and “Synchronization 


+ 


Truck- 

by J. G. Oetzel of | 

Warner Electric Brake. | 
k + + 


Events to Come 


(-: JAN. 16, the 
committee meets with the AMA | 
truck division officials to determine | 
the specifications and regulations 
of this year’s Roadeo_ contests | 
across the nation. Dealers inter- 
ested in getting the results of this 
meeting right out of the feed box, 


ATA Roadco| 


can write to Lewis Kibbee, of the! 
American Trucking Assns., Inc., 
1424 Sixteenth St. N.W., Washing- 


ton, D. C. 

Then comes Johnny Hulse’s big 
Truck Trailer Manufacturers 
Assn.’s annual winter meeting at 
the Shamrock hotel in Houston, 
Tex. Many dealers will be in New 
York then, since the TTMA dates, 
Jan, 27-30, run concurrently with 
those of NADA, for which I don’t 
like Johnny any more. The one 
chance I would have to get down 
in the land of sunshine this win- 


| ter, and Hulse, the rascal, had to 


spoil it by setting his dates at 
the very time when I have got to 
be at NADA in New York. 
Johnny has an added attraction 
this year to his show, a 10-day trip 
to Mexico City and Acapulco. And 
if you don’t think that the Acapulco 
deal doesn’t make me boil, you 
haven't paid any attention to my 
fishing ramblings now and then. 
cd * 


*& 
This & That 
esmennedh font TTMA comes the 
annual meeting of the National 
Council of Private Motor Truck 
Owners at the Hotel Statler in 
Washington, D. C., on Feb. 7-8. 
Winding up the national events 
is the second holding of the Na- 
tional Transport Vehicle Show and 
Fleet Maintenance Exposition at 
the 212th Armory, 62nd St. and 
Columbus Ave., New York City, 
Feb. 26-28. There are 84 exhibit 
spaces showing on the show layout. 
Incidentally, for you dealers who 
would like to have a condensed 
listing of all of the state size and 
weight restrictions, you can get 
same by writing John Hulse, Truck 
Trailer Manufacturers Assn., Inc., 
National Press Bldg., Washington, 


D.C. It contains all the data on 
single unit, tractor-semi, and com- 
binations. 

The book, “How GM Dealers 
Can Make More and _ Better 
Friends” — which, incidentally, 


should be made available to all 
dealers regardless of the line of 
vehicles handled—reminds me of 
a little squib in a recent hs 
(Continued on Page 25, Col ) 


Check Shows Dealers Net $40 to $80 a Truck Extra... 





Profit in Equipment 


y,RANCHISED truck dealers are 

now supplementing truck sales 
revenues by approximately $40 to 
| $80 per vehicle from the sale of 
| special equipment, a spot survey 
|discloses. According to the figures 
obtained, many dealers are further 
making an attempt to sell special 


have practically swamped the fa- 
cilities of the largest equipment 
distributors in the country. 
Factory truck sales executives go 
even further in estimating the vol- 
ume of business at between $160 
and $265 per truck sold. As ac- 
counting systems in many lines do 


— even on low tonnage not segregate truck equipment 
| Units. sales as completely as they should, 

While dealers generally have jt is felt that even on the lines 
shown more interest in selling where figures are available, the 


total sales per truck are actually 
much higher. 
In many factory accounting sys- 


special equipment this year than 
in the previous two years, the 
survey shows that during the last 
two months, in particular, they 


Truck Sales Profitable, 
NADA Poll Shows 





Following are the results of a survey made by the Truck 
committee of NADA: 
Nine out of 10 combination (passenger car and truck) dealers 


reported that their truck operation was an asset to their business. 
Of all the dealers replying, 91.5 percent reported that their truck 
operations were profitable, with only 8.5 percent reporting they were 
not profitable. The dealers reporting a profitable operation ranged 
from 87.9 percent for group I (up to 24 units) to 97.4 percent for 
group II (25 to 49 units). 
oF ok 
Only one out of 10 dealers in all groups reported that their truck 
operation was separate from the passenger car operation. Only 3.8 
percent of all groups reported that they had a separate organization 
for their truck operation. 


Ea 


Forty-six and four-tenths percent of dealers in all groups reported 
that they retail all of their used trucks. This percentage ranged from 
a high of 51.4 percent for group I (up to 24 units) to a low of 21.1 
percent for group IV (over 100 units). 

* cS 

The replies to the question of reconditioning used trucks prior to 
sale shows that 97 percent of the dealers reporting in all groups re- 
condition all makes, with 3 percent reconditioning only their own 
make. 


Pa 


* 


” * * 

The question on guarantee of used trucks shows that 85 percent of 
all dealers have some form of guarantee on used trucks when sold, 
and 15 percent do not. Of the dealers who guarantee, 96 percent report 
they guarantee for a period of 30 days, and the same percentage 
guarantee for 1,000 miles. Ninety-seven percent report the labor 
charge made under guarantee was 50 percent of the customer flat 
rate, and 96 percent charged 50 percent of the retail list price 


for parts. 
* * ea 
In connection with personnel of all dealers reporting, only 9.2 
percent employed a truck sales manager, only 12 percent employed 
exclusive truck salesmen and only 5.6 percent had exclusive truck 
mechanics. The largest percentages reporting the employment of 
exclusive truck people was in Group IV. About 20 percent reported 
they paid a salary, 24 percent commission only, and 56 percent 
salary and commissions to truck salesmen. 
ok * * 
The average rate of commission paid by dealers who paid on a 
commission basis only was 4.9 percent. 
* * 
Only 20 percent of the dealers reporting advised that they supplied 
their salesmen with a truck as a demonstrator. 


* 


tems, even when they do segregate | 
Sn PS eG ET ET EE 
_ accessories is not definitely known. 











Simplification of ‘Lube Specs’ Needed 


RUCK lubrication and its prob- 

lems have come in for a great 
deal of attention from manufactur- 
ers and petroleum firms since Ray 
Shaw, of Chek-Chart, took both to 
task for the lack of standardiza- 
tion in specifications. 

Shaw delivered his indictment 
in a paper to the Society of Auto- 
motive Engineers’ national trans- 
portation meeting in Chicago last 
October. Others who joined in a 
discussion of Shaw’s paper were: 

E. F. Collins, of GMC Truck & 

Coach; K. L. Hollister, Texas Co.; 
J. M. Miller, Standard Oil; Howard 
Hill, Shell Oil; E. L. Fortier, Inter- 
national Harvester; J. L. McCloud, 


Ford, and A. Ludlow Clayton, Sun 
Oil. 
They agreed that industry could | 


| 


well review its truck lubrication 
specifications to the end that the 
present wide range of oils and 
greases might be cut to a more 
workable minimum. 
* 


“SHAW brought out that present 
specifications call for 25 differ- 
ent types, 15 grades of transmis- 
sion oils and differential greases 
and eight different types, and that 
other lubrication requirements call 
for some 28 additional different 
lubricants. 

It was pointed out that this mul- 
titude of grades and types of lubri- 
cants make it a definite hardship 
on fleet owners and those whose 


* * 


| business it is to service many dif- 


ferent makes of trucks and buses, 


if he has developed a maintenance 
program for fleets. 

Truck lubrication is of prime 
importance today to both the 
truck dealer and the truck own- 
er. With high alloy metals scarce 
and parts made from them diffi- 
cult to get, it is to the interest 
of every truck dealer to do all he 
can in preserving those that ex- 
ist, especially axle and transmis- 
sion gears. 

Yet, it is customary for most 
acelin dealers to sell a rear axle or trans- 

. 5 /mission refill but twice a year to a 
truck owner. Even dealers who 
t OWEVER, the franchised deal- | handle lubrication problems for a 

er is affected when he takes|large number of trucks never see 
different make trucks in trade or | (Continued on Page 26, Col. 3) 


if the vehicle maker’s recommen- 
dations are followed. 

It was speculated that, with 
such conditions prevailing, fac- 
tory-recommended service meth- 
ods likely are not being adhered 
to by many service people. 

Multiple and variable service rec- 
ommendations are not the problem 
for the franchised truck dealer that 
they are to the independent service 
shop or fleet user. The franchised 
dealer usually carries in stock only 
the lubricants and oils which are 
recommended for the make of truck 


* * 


|accessories that make the 


such items as bodies, special trans- 
missions, bogie axles, lifting tail 
gates and other large items of this 
nature, the bookkeeping allows 
many hundreds of thousands of 
dollars in sales of such things as 
lamps, chains, heaters, radios, rear 
vision mirrors, special horns and 
other accessories to be credited to 
the parts department, when they 
should be credited to truck equip- 
ment or truck sales. 
k * 


* 


What's the Reason? 


HATEVER is behind the 
newed interest of the 
in selling 


re- 
truck 
equipment and 


Some observers feel that the 
dealer has finally reached a point 
in his truck merchandising where 


| he feels that he must put forth 
| a little more effort on each sale 


to make up some of his trading 
losses. 

Others have enough faith in 
dealer integrity and desire to please 
the customer that they are begin- 
ning to realize that they can only 
assure themselves of a completely 
satisfied customer when they sell 
him the necessary equipment and 
job a 
working tool. 

Selling a cab and chassis is like 
a druggist being content to sell a 


|safety razor without asking the 


| customer 


if he has blades; or a 
hardware merchant selling a brace 


| without asking if the customer had 


bits. Neither tool is worth anything 


without its complement of acces- 
sories. 

Practically every truck sale 
| calls for a tire change-over to 
carry the load that the cus- 
tomer wishes to haul, and in a 
| large percentage of cases, a 


wheel change is also in the best 
interest of the buyer. Oversize 


| tires will give much better mile- 
| age and performance if the rims 
| are matched to the casings used. 


If the dealer or his truck sales- 


|man doesn’t go after this business 


it will go down the street to a rim 


j}and wheel distributor, because with 


| the 


present emphasis on  over- 


| weight regulations, all truck users 


are very conscious of proper tire 


|size to match the gross weight 
they will be carrying. 
* * * 
Overweight Scare 

RUCK equipment distributors 


claim that much of the extra 


|business they have enjoyed this 
;year has been due to this emphasis 


to avoid over- 
even with the occasional 


on endeavoring 
weight, 
load. 
A sales manager of one of the 
largest truck companies says 
that body sales by his dealers 
have been almost 100 percent 


| above last year and higher than 


any previous year. 

Just because the purchaser says 
he has a body to put on the new 
chassis is no indication that he 
can’t be sold a new and lighter 
body, he said, nor that he isn't a 


|good prospect for a power lifting 


tail gate, new lamps and marker 
lights, or a repaint and repair job 


|on the old body. 


Dealers may have to anticipate 
their truck sales a little further 
ahead this year than normal. Due 
to uncertain production, some fac- 
tories may be more inclined to put 
bodies on every truck they produce. 
Thus if a dealer has several good 
prospects for light jobs to be 
equipped with special service bod- 

(Continued on Page 24, Col. 3) 
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. | Mexico Kyes Truck Making 


Fiat Plans to Hire Imported Labor; 


ee 











a 








Heavier Taxes 


MEXICO CITY.—Fiat’s plan to 

ovide technicians and some high- 
ly specialized workmen to be im- 
ported from Italy reportedly has 
created some doubt in the automo- 
tive and financial circles as to the 
success of such venture. 


on Cars Seen 


was unprofitable to totally manu- 
facture automotive units in Mexico 
because of this country’s home 
market. It is claimed that Mexico 
City has more Cadillacs proportion- 
ately than any other similar size 
city. 
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Top Production 
In °51 Reported 


For Aluminum 


NEW YORK.—tThe aluminum in- 
custry wound up 1951 with top pro- 
duction, plant expansions and in- 
creased curtailment in civilian 


: | products, according to the year-end 


| Statement of the Aluminum Assn. 
| Curtailment in the use of metal 


‘strictly considered on the basis of 


| for nonessential purposes and chan- 
|neling it toward the defense pro- 
| gram became especially noticeable 
|as the year progressed, despite the 
|fact that the industry hiked its 
|primary capacity about 20 percent, 


Fiat hopes to use the imported These doubters do not see an 
labor to build a factory for man- | out to this possible situation by 
ufacturing trucks in Hildago | exporting. They point out that 
state, and expects eventually to | success on the world market is 
produce 1,000 trucks yearly. for products that are much bet- - 

_ te deme tee Gee | ee Truck for Future Farmers— ‘the final report showed. 

pare ip at quantion = ability Delivery in Mexico is impending N. H. Ebersole (left), manager of Samuel Frank Studebaker dealership in Sterling, | _ Despite the short-supply condi- 
of building them and selling them on 50 Fiat 1400s, cars that the Ij|., presents contract papers for a new pickup truck, which the dealership donated to | tions throughout the year, a num- 
quickly, but they are dubious about |/ UT", firm plans to eventually the Rock Falls high school “Future Farmers of America.” The presentation was made |ber of important new uses came 
costs and profits. | manufacture totally in this COUN- | to Loren Mills, school agriculture instructor. Some of the future farmers look on from | into production, the report stated. 

Some hold that costs must be | ty: Fiat top technicians, Giusepper the truck. fe | Some of these were stimulated by 

|Gamaggio Cav, Emil Riva and Dr.|— | still greater shortages of other non- 
Aurelio Pecci, are supervising in-| and a fraction pesos per dollar. The| levy on automobiles assembled in |ferrous metals and _ scarcities of 
stallation of the truck factory. official exchange rate is 8.65 pesos.| this country. | competitive materials. 

U. S. motor tourists find trav-| The range for personal checks is| But the president has asked a} On the basis of actual figures for 
elers checks the top way to bring| from 8.45 to 8.60 pesos. |5 to 10 percent cut in present taxes | the first 10 months, the year’s total 
their money down here and pay| Costlier cars for Mexico are jon trucks, indicating that trucks} production of primary aluminum 
their way in Mexico. Travelers) seen, with President Miguel Ale- | are needed more than automobiles.|in the U. S. reached approximately 
checks are readily accepted every-| man asking Congress to approve | Cars most affected by the tax|1,680,000,000 pounds. This was al- 
| where the tourist must pay. | his tax bill, which would increase (tilts are Cadillacs, Buicks, Lincolns|most 17 percent above the 1950 
| Travelers checks command 8.64| from 10 to 12 percent the excise ‘and Oldsmobiles. | production. 


the RIGHT gear ratio for 
load, road, and type of service 








adding to the actual cost of the 
truck at least 10,000 pesos ($1,150) | 
for interest on capital investment. 

These sources hint that it would 
be unfortunate to ascertain that it 


Trailer Makers 
To Hear Mullady, 
NPA Officials 


WASHINGTON.—Walter F. Mul- 
lady, president of the American 
Trucking Assns., will address the 
opening session of the 11th annual | 
convention of the Truck-Trailer 
Manufacturers Assn. scheduled for | 
Jan. 28-30 at the Shamrock hotel, 
Houston, it has been announced by 
L. C. Allman, president of TTMA. | 

Mullady’s talk, tentatively called 
“Our Common Problem,” will deal 
with mutual interest in better high- 
ways and better vehicles, Allman 
said. 

Hobbs Mfg. Co., a member of the 
association, will sponsor a dinner 
on the first day of the convention. 
in which the members will register 
and entertainment will be fur-| 
nished. 

Other speakers on the program 
include George R. Davis, assistant 
director of NPA’s motor vehicle 
division; E. J. Lwueas, chief of | 
NPA’s trailer branch; Thurman} 
Sensing, executive vice-president of 
the Southern States Industrial 
Council, Nashville, Tenn. and 
Henry E. English, past president 


of ATA, who will give the members —— 

a welcome to Texas on the opening . 

day. SS} 

Allman said that it was also 

planned to have a representative of 

the U. S. Department of Agricul- é 

ture give a few remarks and 

answer questions regarding the an- 

plication of truck-trailers to food} 

transportation service. y 

of breaking one of the biggest : é } 

bottlenecks in the aircraft industry 

—the delay and expense caused by| : ; “db; 

warping and shrinkage of metal a : : 6 

dies used to form airplane parts— ATON 2-Speed Axles double the conventional 

y demonstrated f Air Fore ° “—_ ° s s 

oy scduenon eve Ai os number of gear ratios, giving drivers a right ratio 

Arthour Research Foundation of for every operating condition—on the highway, or 

Illinois Institute of Technology. ‘A 3 h 

Foundation experts presented im- off, starting out under full load, climbing grades, 

ae era Pa Betyg oe, Bad highballing, quick shifting in traffic. Engines run 
in the most efficient and economical speed range, 
reducing stress and wear on engines and power 

transmitting parts; adding thousands of miles to 

vehicle life. And Eaton Axles last longer because 


Assn., personnel from the Air Ma- 

teriel Command’s Industrial Re- 
exclusive planetary gearing better distributes 
gear tooth loads. The exclusive Eaton forced-feed 







New Ways of Die-Casting 


Shown by Armour 
CHICAGO. — Suggested methods 


sources Division at Dayton, O., and 
an estimated 100 West Coast air- 
craft manufacturers at Northrup 
Aircraft Corp., Hawthorne, Calif. 
“Many aircraft parts as doors. 
engine covers and fairings are 
made of metal dies,” Foundation 
experts pointed out. “One of the 
biggest problems of aircraft build- 
ers is the fact that the die often 
warps and shrinks as it cools. This | 
means remelting and repouring.” 
The Foundation said its study is 
aimed at controlling shrinkage and 
pt so that a die need be cast 
only once. ne 
eae Axle Division 


Allen Shuffles Two ae os vie 5 ees sm » 

Pi te ot hee EATON MANUFACTURING COMPANY 
tenheim as assistant treasurer of CLEVELAND, OHIO 
South Park Chevrolet, Buffalo, to 
succeed Raymond E. Fogarty, who | @ 
has been made assistant treasurer PRODUCTS: Sodium Cooled, Poppet, and Free Valves . Tappets » Hydraulic Valve Lifters , Valve Seat Inserts , Jet 


of Don Allen Chevrolet Co., sen, Engine Parts , Rotor Pumps , Motor Truck Axles » Permanent Mold Gray Iron Castings » Heater-Defroster Units , Snap Rings 


burgh, is announced by Don Allen, ay eke fi ‘ . . A : 
head of the Don Allen organization. Springtites , Spring Washers , Cold Drawn Steel , Stampings . Leaf and Coil Springs» Dynamatic Drives, Brakes, Dynamometers 


oiling system provides positive lubrication at all 
vehicle speeds. Ask your dealer to show you 
how Eaton 2-Speeds will help your trucks haul 
more, faster, longer, at lower cost! 











| SWonAM ne 


| MOBILE RADO Station 





vache 


For Communication in Emergency— 

A specially equipped International model LM-120 truck with Metro body has been 
placed in service as the mobile radio control station of an emergency communications 
system organized by the Milwaukee radio amateurs’ club. Services of the new unit, 
which carries two transmitters, four receivers and special antennae, have been offered 
to the Milwaukee civil defense and disaster committee for use in event of civil emer- 
gency. The mobile station will provide emergency or civil defense service when the 
city’s conventional communications system is disabled or occupied with military traffic. 
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Check Shows Dealers Net $40 to $80 a Unit... 





Profit in Truck Equipment 


| (Continued from Page 22 
| 
lies, he should get his orders in for 
| them well in advance. 
* * * 


Relations Better 

— every source it is indicated 
that truck dealer relationships 
with truck equipment distributors 
are greatly improved over a few 
years ago, Distributors claim that 
they are getting better cooperation 
from the truck dealer. Truck fac- 
tory sales managers also claim that 
they haven’t had many complaints 
that equipment dealers have “cut 
the throats” of the truck dealer if 





both were involved. 
While 


| , s 7 
The back pages of every issue of AUTOMOTIVE NEWS contain the WANT AD| ™&@y “grump” a little about hav- 


Section. Others are profiting from AUTOMOTIVE NEWS WANT ADS! Are you? 
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A PRODUCT OF THE TIMKEN-DETROIT AXLE COMPANY 
DETROIT 32, MICHIGAN 


ing to sell the equipment anyway, 








equipment distributors |have a 


they can always feel that the 

service they render to the truck 

dealer is usually amply repaid by 
the widing of sales potential that 
every truck dealer can give him. 

Smart eaquipment distributors 
don’t grump, however. They have 
a policy of always playing ball with 
the truck dealer and making cer- 
tain that the dealer or his salesmen 
gets paid for the business they 
bring. Some pay full commissions, 
regardless of how much work the 
truck dealer does on the equipment 
sale, and others have a sliding dis- 
count arrangement that takes such 
cooperation into account. 

Some distributing organizations 
policy of only selling 
through truck dealers They will 
only deliver through either a dealer 










RECTANGULAR AXLE HOUSINGS 


one-piece structure. Wheel spindles are made from 
forgings of alloy steel* for maximum surface hardness at 
the wheel bearings and are electrically butt welded to the 


Your trucks will carry more payload—and keep within 
legal weight limitations—when they’re equipped with 
Timken-Detroit Axles! That’s because Timken-Detroit’s 
rectangular steel axle housing is the most rigid and yet 
the /ightest—rated capacity for rated capacity—ever 
built! This would still hold true even if metals of lighter 
weight could be used, within practical space limitations. 
This rugged housing is hot-forged of high-carbon steel 
—putting dense, compacted steel into the corners for 
maximum resistance to vertical and horizontal bending. 
A heavy steel cover is welded in place to complete a rigid, 


housing shell. Laboratory tests 


and field experience 


have proved this Timken-Detroit rectangular axle hous- 
ing carries loads with much less deflection than conven- 
tional housings of the same rated load-carrying capacity. 
Whether you build, buy or sell trucks, you'll be wise 
to standardize on Timken-Detroit Axles and Brakes! 
*One series only of Timken-Detroit light-duty rectangular axle 


housings has high-carbon steel spindles. 


WORLD'S LARGEST MANUFACTURER OF AXLES FOR TRUCKS, BUSES AND TRAILERS 


PLANTS AT: Detroit and Jackson, Mich. ¢ Oshkosh, Wis. « 


Utica, N.Y. * 


Ashtabula, Kenton and Newark, Ohio «+ 


New Castile, Pa. 





|who has cooperated with them in 
ithe past, or through the dealer 
from whom the prospect bought 
his truck. 
* * * 
fg policy has worked to the 
advantage of distributors, and 
they have the confidence and co- 
operation of the dealers in their 
respective trading areas and fac- 
tory executives as well. 

This year, several truck equip- 
ment builders who had no set 
dealer policy on their products, 
have switched over to a policy 
that incorporates dealer profit 
participation, in those lines that 
normally sell through dealers. 

In some cases, because of long 
established practices, it has not 
been possible for these men to go 
“whole hog” for the truck dealer. 
This is particularly true in cases 
of refrigerated ice cream _ bodies. 
The ice cream trade has been buy- 
ing their bodies direct at a discount 
|for years. 
| The mere fact, however, that 
| these nationally known and repu- 
|table builders are putting the 
|dealer into the picture in all new 
|products and in all of their older 
{products speaks well for the in- 
jereasing cooperation they are re- 
|ceiving from the truck dealer. 


TTMA Releases 
‘Book on Vital 


Role of Trailers 


WASHINGTON. — Libraries in 
several hundred major cities and 
approximately 60 colleges across 
the country are now supplying a 
booklet with detailed information 
on truck-trailers and their im- 
portance in the American economy. 

Prepared by the Truck-Trailer 
Manufacturers Assn. and distrib- 
uted by the labor-management 
Trucking Industry National De- 
fense committee, the booklet is 
typical of the many projects under- 
taken by the motor transport in- 
dustry in its campaign to win 
widespread recognition that it is 
the nation’s No. 1 carrier. 

The trucking industry, the book- 
let points out, moves 66 percent of 
all freight tonnage at one time or 
another, carries 85 percent of the 
fluid milk, 90 percent of all house- 
hold goods, 97 percent of all live 
poultry and 63 percent of all new 
automobiles. 

Highlights of the __ illustrated 
jbooklet are explanations of what 
|trailers are, what they do and their 
important roles in war and peace. 

It further points out that in 
peacetime the truck-trailer is the 
|“answer to modern U. S. industry’s 
prayer for fast, economical, flex- 
|ible, efficient, personalized service.” 
|In wartime, it adds, they are “roll- 
ling conveyor belts for collecting 
and delivering urgent, essential 
defense material . . . in hours, not 
days.” 











Air Force Serap 
Collections Spiral 


DAYTON.—The Air Force, which 
in September called for bigger col- 
j\lections of scrap metals, has re- 
|ported a 31 percent increase in 
| October scrap metal sales over the 
|same month of 1950. This also rep- 
| resented a 36 percent increase over 
September, 1950, sales. 

The drive was launched by Lieut.- 
iGen. Edwin W. Rawlings, com- 
|manding general of Air Materiel 
Command, who said stocks of scrap 
|would have to be increased if de- 
|fense and civilian production were 
ito be maintained. He asked AF 
{base commanders throughout the 
world to make a clean sweep of all 
scrap metals on their installations. 





Canada Truck Champs 


TORONTO.—Frank Bell has won 
the tractor-trailer championship 
jand all-Canadian truck drivers 
ichampionship in the fifth Cana- 
|dian national truck roadeo held 
|here. It was his second win of the 
all-Canadian championship. Bell 
|received the Automotive Transport 
|Assn.’s trophy and $400. Jack K. 
|Martin, of Edmonton, new straight 
truck king, was awarded the On- 
tario safety league trophy and $300. 
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by Jack Weed 








(Continued from Page 22) 


of Service Sales Suggestions, put 
out by John E. Wolf Co. 

This squib starts out with a good 
friend of an automobile dealer in- 
viting the dealer out to his house 
for dinner. The dealer came but, 
after ringing the bell several times 
and being about ready to turn 
away, the friend opens the door and 
casually asks: “Yes?” 

* * + 


You Asked for It , 

Ips dealer, a bit puzzled, asked 
his friend: “Dave, you did ask 

me out for dinner, didn’t you?” 

His friend fumbled with the screen 

door and mumbled: “Yes, I believe 

so. Come on in.” 

Later that evening the dealer 
asked his friend what all the deal 
was about and his friend laughed 
and said, “Tom, as friend to 
friend, I just wanted to give you 
a good lesson. You see, that’s 
about the kind of a welcome I 
get when I bring my car to your 
shop.” 

Many dealers forget that custom- 
ers are invited guests to their 
dealership. They should be treated 
with the same courtesy as guests 
invited to the home. The responsi- 
bility of greeting customer guests, 
of course, is generally assigned to 
others. But since their attitude is 
accepted as the attitude of man- 
agement, definite standards of con- 


|hadn’t been in his pajamas and 





duct should not only be established, 
but the dealer should make it one | 
of his daily jobs to see that they | 
are followed up. } 


* * ~ | 
Indispensable 
ARVEY CAMPBELL, the dy-| 
namic executive vice-president | 
of the Detroit Board of Commerce, | 
doesn’t lament the rough treatment 
trucks have been getting the past | 
few years. He does something | 
about it. Below is his message, 
printed on a common penny post- 
card and mailed to a large list | 
which included all the editors of 
publications and newspapers in the | 
area. Here it is: 


Ea * * 


Can’t Live Without Trucks 


“you may believe that our truck- | 

ers haven’t a good press. Cer- 
tainly they’ve allowed themselves to 
be put into a wrong light in edito-| 
rial rooms. If reporters and editors 
realized the importance of the high- 
ways hauling business to their own | 
selfish lives, they’d wipe off that 
sneer and quit snarling about | 
trucks. 

“Some smart editor might look 
into it some time so he and the} 
folks in his orbit might learn that | 
they can’t live without motor 
trucks—that about nine-tenths of | 
cities would dry up and blow away 
if we didn’t have such transporta- 
tion, that highway haulers them- 
selves are in serious trouble and 
need help and cooperation to solve 
a problem that is national. And 
they can’t solve problems by name- 
calling. 

“You know what single industry 
hires most people in the United 
States—biggest vocation in our 
country? Motor hauling! Think 
of that every time you eat a meal 
or put on your pants because 
without trucks you’d get precious 
little food—or anything. 

“The truck operator is the best 
driver in the world. Detroit gives 
him the vehicles. Now let Detroit 
genius work with willing highway 
officials—and help give him the 
roads he deserves.” 

* * 


Ross’ Night 

OSS ROY, a dapper little gent 

with a serious demeanor and 
the “big brass” of the agency that 
makes up a great deal of the sales 
Promotional material for Dodge 
trucks and Plymouth cars among 
other accounts, woke up early one 
morning recently and heard some- 
one walking around in the down- 
stairs front rooms of his house. 
Thinking it was his son who might 
have come home a little late, he 
called out to him. 

Hearing no response he got out 
of bed and went down to investi- | 
gate and found a burglar looting | 
his silver chest. Without giving | 
the matter any thought Ross took 
out after the thief, but still being in 
pajamas he didn’t follow him far 
outside. Then he notified the police. 

The burglar—none other than a 


99 


robber the police had tried to 
eatch for months and who had 
become so famous that he was 
dubbed the “The Cat”—had a 
prison record and was no easily 
scared novice. 

Ross still claims that if he|} 


barefooted with a foot of snow on | : 
the ground, he would have caught | ™ >a 
the guy. We can’t help wondering | 






‘Conn. May Tax 
Out-State Trucks 


a HARTFORD, Conn.—Some meth- 

od of taxing out-of-state truckers 
.| will be necessary if Connecticut is 
to meet its growing highway needs, 
State Highway Commissioner G. 
Albert Hill said. 

He said he favors a tax figured 
on the basis of average weights 
and distance and is opposed to a 
tax computed according to the ton- 
nage and mileage of specific trucks. 
He called the system used in New 
York state expensive to adminis- 





| 


just what would have happened to | Dodge Portable Hospital for Pets— iter and inequitable. 


Ross if he had caught the guy. 


Weaver Files Name 
A business name has been filed 


in Utica, N. ¥.. for Weaver Chevro- in a 1¥%-ton Dodge Route-Van, equipped with X-ray machines and the necessary 





| The commissioner said he is open 


Painted a dark green, with a rose stripe and a green cross insignia, this new mobile | to suggestions on methods Connect- 
|unit of the Ellen Prince Speyer hospital for animals is performing yeoman service for |icut might use to take care of its 
the pets of children in New York City's low-income neighborhoods. The unit is housed highways and to build needed new 


ones. “We can’t build or maintain 
highways without money,” he said, 


let by C. Henry Weaver of Clinton, | medicines. The mobile unit provides free treatment for the pets of children who might | “and that money should come from 
New York. not otherwise afford the services of an expert veterinarian. those who use the highways.” 
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Experienced truck men know ## pays to buy 
trucks equipped with Timken-Detroit 


These advance-designed axles perform better 


—stand up longer—cost less to maintain. 

It’s only good judgment to keep this high 
level of dependability for the entire life of 
your truck. Whenever Timken-Detroit parts 
need replacement, make sure your service 
man installs only Timken-Detroit original 
equipment parts. It took more than 40 years 
to perfect today’s Timken-Detroit Axles— 








for Original Eq uipment { 
BEST for lacement [ 





and nobody else can build genuine parts to 
maintain them. 

Look for the truck dealer who displays the 
Timken-Detroit sign—headquarters for true 
Timken-Detroit parts, protected and pack- 
aged in engineered kits for maintenance work 
that lasts longer! 


The Timken-Detroit Axle Company, Detroit 32, Michigan 


MAIL THIS COUPON FOR ILLUSTRATED FOLDER ON TIMKEN-DETROIT AXLE LUBRICATION 





The Timken-Detroit Axle Company 
100 Clark Street, Detroit 32, Michigan 


7 
1 


Gentlemen Please send me treo Mutteated Meratere on Tastien Belvelt Asie tebeteciten, Install only 





Genuine 











NAME 
ADDRESS TIMKEN-DETROIT 
™ 7 woe AXLE PARTS 

| operate (Number of trucks) i 
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Three Million Safe Truck Miles— 


Three drivers for F. J. Boutell Driveaway Co., Inc., 


miles of safe operation and a combined 56 
an accident, were presented “distinguished 


Flint, representing over 3,000,000 
years of driving on the highways without 
driver'’ awards by Elmer Reeves, director 


of the accident prevention bureau of the National Automotive Transporters Assn. Pic- 


tured from right to left are Ralph C. Barnes 


and Alex Walesky, Boutell terminal manager. 


Oregon’s Overload Law 
Proving Effective 


SALEM, Ore.—Oregon’s state 
highway commission has announced | 
that the imposition of stiffer pen- | 
alties for log truck overloading | 
under the state’s new 1951 law has | 
resulted in a drastically reduced | 
number of such violations. | 

_in the first three months of the | 


Truck Sales 





, Leon H. Taylor, Leonard Z. Daley, Reeve: 


|new law’s operation since Aug. 1, 
| only 1.8 percent of the 59,000 trucks 


weighed were found to be carrying 
weights in excess of those per- 
| mitted. Meanwhile the amount of 
revenue from fines has more than 
doubled, and aggregated $75,800 in 
the same three months. 





More than 100,000 persons read AUTO- 
MOTIVE NEWS every week! 


Winner 
ofitable 











Inventory Problems . . . 


To Ease Dealer 


Simplification Needed 
On ‘Lube Specs’ 


(Continued from Page 22) 





of either gear compart- | the 
ment until a failure occurs. ers don’t come 
It is also customary for many/until they need additional work 
truck drivers and owners to merely | done. Service tickets for one-truck 
check axles and transmissions and | |) owners average $9.14, enabling the 
put more grease in when necessary. | dealer to profitably absorb a lubri- 
They should know that one small | | cation job. 
chip between a hypoid gear and| However, if it pays the fleet 
pinion can put them out of busi-| owner to diligently pursue main- 
ness. tenance service requirements— 
and it does—such practices should 
be just as profitable for the one 
or two-truck owner. There is no 
reason why the dealer should 
make every effort to sell periodic 
maintenance service to all his 


the inside 


* . * 


RECENT check in Detroit| 
found that only 50 percent 
of those recognized as top truck 
dealers make any consistent effort | 
to get an engine oil change with ; ; 
wery truck chassis lubrication.| truck customers. 
General effort was lacking despite Shaw’s study on preventive main- 
the fact that for a lubrication job| tenance showed that 33 manufac- 
the dealer hardly gets the cost of|turers suggest a wide range of 
writing the service order back. | crankcase drain and refill intervals. 
Some salvation for those dealers| Eight manufacturers recommend 
who fail to try for oil changes is | ‘drain and refill at 1,000 miles; two 


Operators are demanding 


REO 





Gold Comet Power 


Because Reo Means Progress! . . . which 
puts money in their bank 

gives you a great sales promotion 

and Advertising Package which 


puts money in your bank 


@ Trans-Vuer Slide demonstrations 


@ National Advertising that is the sensation of the 


Industry 


@ “Point of Sale” Sales Clinchers 


All adding up to money in the bank 


for Reo franchise holders! 


Get in on the ‘‘ground floor’’ —write for details 
about a Reo dealership... 


Sales Manager 


REO MOTORS, 


INC. 


LANSING 20, MICHIGAN 


fact that most one-truck own- | 
in for a lube job 


|at 1,500 miles; six at 2,000 miles 


}one at 2,000-3,000 miles; three at 
| 2,500 miles; one at 2,500-3,000 miles 
two at 3,000 miles, and two at 4,00( 
miles. 
* 
| (THERS recommend intervals as 
follows: 

Every month, “when oil be- 

comes dirty,” and “1,000 miles in 
winter and 2,000 miles in sum- 
mer.” One firm suggests that the 
owner consult an oil company en- 
gineer. Another, “often enough to 
keep it non-abrasive and non- 
corrosive.” Still another, “accord- 
ing to condition of oil and sever- 
ity of operation.” 
It is evident that there is dire 
|need for some standardization in 
recommendations for oil change in- 
tervals. However, until and while 
progress is made along that line 
there is much the service manager 
and truck owner can do. 

A few words between them can 
establish an oil drain and refill 
schedule that will take into ac- 
count the severity of the service 
and type of terrain and work the 
truck must withstand. 

© ca * 


| Mlengicd service manager knows, 
or should know, that “off road” 
operations which encounter dust, 
fine grime, etc., require an oil 
change at more frequent intervals. 
The same is true for short run, 
start and stop operations. 

Service managers know and 
should advise owners that certain 
types of truck usage create or in- 
crease the presence of condensation 
with its consequent sludge, and that 
under such conditions a truck needs 
an oil change more frequently than 
normal. 

Shaw’s report also indicated 
that there is a wide variance in 
| industry recommendations for 
| transmission refills, differential 

refills and carburetor service. 
| The report also says that confu- 
be results from the references to 

“winter” and “summer” in tagging 
| different SAE grades of oil in ac- 
|cordance with manufacturer’s rec- 
ommendations. Winter weather in 
| southern states might mean a tem- 
verature range that would be com- 
narable with summer temperatures 
in Maine, Utah and Montana. 





| 
| DDING = ne cites that 
exists on oil and lubrication 
|methods, nreventive maintenance 
|Mrograms for trucks gets further 
| hogged down in the lack of detailed 
| data of manv workins pieces of 
truck enuinment. Yet. the care of a 
|dual-driven hogie is inst as im- 
|nortant as the care of the truck 
| chassis itself. 

| Many truck dealers might take 
a page out of White Motors’ nre- 
ventive maintenance procedure 
and make uv a master card or 
file on every customer’s truck 
that has anv eauinoment which 
requires snecial attention. 

Bv working up such a file, a 
|dealer’s lube men or mechanics 
|would have access to detailed in- 
formation and could ascertain a 
truck’s maintenance needs every 
time it came in. 

But when a dealer does follow 
such a nrocedure, he should make 
eertain that the truck owner knows 
jabout it. He should sell the truck 
owner the fact that everv bit of 
information nossible on his vehicle 
has been collected, making it pos- 
sible for the dealer to service it 
better. 

Such a program can’t possiblv 
|helo but hold a truck owner as a 
|steady customer. 


F erguson Wie 


New Tractor Disc 


DETROIT.—A new unit which 
converts the two-disc plow into a 
three-disc implement is now in 
| production by Harry Ferguson, Inc 
|it was announced. 

The third disc, which is 26 inches 
in diameter and 3/16 inches thick 
adds 10 inches to the normal cut 
ting width, the company said. Th: 
three discs are set at a 50 degre« 
angle to the direction of travel anc 
can be adjusted vertically from 17 
to 23 degrees to meet changing soi! 
conditions. 

Provision for the conversion uni 
already exists on both models o 
the two-disc plow. The new uni 
fits on the main tubular beam b> 
removing the end cap behind th: 
second disc. 


Wondering how new-car and truck produc 
tion and sales are making out? AUTOMO 


TIVE NEWS gives you the entire story ever) 
week throughout the year. 
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Lawsuits Affecting Dealers .. . 





Court Decisions 


By Leo T. Parker 


Attorney at Law 
(CONSIDERABLE aiscussion has 
4 arisen from time to time over 
the legal question: “When and un- 
der what circumstances is a con- 


automobile 
valid and 


tract between a direct 
dealer and an associate 
enforceable ?” 

According to a late higher court 
decision, the law is well settled 
that men of full age and competent 
understanding have the utmost lib- 
erty of contracting, and their con- 
tracts when entered into freely and 
voluntarily are held sacred and en- 
forced by Courts of Justice. 

For example, in Wood Motor 
Co. v. Nebel Motor Co., 238 S. W. 
(2d) 181, the testimony showed 
facts as follows: Nebel Motor Co. 
is an “associate dealer,” and the 
Wood Motor Co. a “direct dealer.” 
The involved contract consisted 
of two instruments, both pre- 
pared by Chrysler Corp., one be- 
ing labeled “DeSoto and Plym- 
outh Motor Vehicles Associate 
Dealer Agreement,” and the other 
“Terms of Purchase.” 

The war was in progress when 
the contract was made and on that 
account no cars were then in pro- 
duction. It was expected that when 
peace was restored rapid sales at 
good profits would follow, and the 
contract was made in the light of 
that expectation. Prior to the re- 
sumption of production Nebel Mo- 
tor Co. expended large sums of 
money in remodeling a_ building; 
equipping a service department, an 
office, and a bookkeeping depart- 
ment, purchasing display signs and 
running advertisements in news- 
papers, all for the purpose of be- 
ing prepared to engage in the busi- 
ness of selling and servicing DeSoto 
and Plymouth cars when produc- 
tion was resumed. 

During the year 1946 the Wood 
Motor Co. received from the fac- 
tory 77 DeSoto and 190 Plymouth 
cars, and delivered to Nebel Motor 
Co. but one car of each make. 


Edict for Nebel 

N SUBSEQUENT litigation the 
jury found that Wood Motor 
Co. breached its contract with Nebel 
Motor Co. by its failure to deliver 
their proportionate share of new 
automobiles. 

The jury awarded Nebel Motor 
Co. $25,000 damages. 

However, the higher court re- 
duced the damage allowance to 


$6,000 because before the Nebel 
Motor Co. sustained the $19,000 
damages, by failure of the Wood 


Motor Co. to deliver proportionate 
share of automobiles to the Nebel 
Motor Co., Wood Motor Co. had 
eancelled the contract merely by 
notifying Nebel Motor Co. that the 
contract was being cancelled. In 
view of the fact that the original 
contract between Wood Motor Co. 
and Nebel Motor Co. specified that 
Wood Motor Co. could cancel the 
contract merely by giving Nebel 
Motor Co. a written notification to 
this effect, the cancellation was 
held valid. 

In other words the Supreme court 
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Best Rig Ever! 
That's what prominent New York City 
Depts. say. It's the most inexpensive 
unit on the road, too. Positive up and 
down control from rear by worm-driven 
winches. No pawls, no clutches, no 
ratchets. Choice of four different cranes, 
two body types, 3, 6 & 9 ton capaci- 
ties. Discount to dealers. Open terri- 

tory available. Write for catalog. 


WELD-BUILT 
BODY COMPANY 


5903 Preston Court 
Brooklyn 34, New York 











held that Wood Motor Co. had 
breached its contract by failure to 
deliver to Nebel Motor Co. their 
proportionate share of new automo- 
biles, but that the Wood Motor Co.'s 
right to terminate the contract, by 


giving of prescribed notice, was 
unqualified and that they were 
therefore not liable for damages 


accruing after the termination of 
the contract. The court said: 

“It is therefore ordered that the 
judgments of the courts below in 
so far as they awarded to respond- 
ents judgment against petitioner for 
$6,000 damages suffered prior to 
termination be affirmed, and that 
in so far as they awarded judg- 
ment for $19,000 for damages ac- 
crued after termination, they be 
reversed.” 


White Adds 2 in Sales 
Herbert S. Watson and Ira Gold- 
stein have been named to the sales 
staff of Jim White Chevrolet Co., 
Toledo. 


1952 





Studebaker Sprinkler on Job 36 Years— 


A Studebaker sprinkling wagon, built in 1915 for the village of Larium, Mich., is 
still in use during the summer seasons after nearly 36 years of continuous service. 
Shown with the wagon are (front, left to right): K. W. Wenberg, Larium trucker; Henry 
Westfall, street commissioner of the Upper Peninsula village, who unloaded the wagon 
in 1915, and Ken Mitchell, Studebaker district manager. Sitting atop the vehicle are 
W. A. Wenberg and B. A. Wenberg, Studebaker dealers. 


issue of AUTOMOTIVE NEWS contain the WANT AD 


AUTOMOTIVE NEWS WANT ADS? Are you? 


The back pages of every 
Section Others are profiting from 
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700,000th Jeep 
Bows 10 Years 
After Jap Attack 


TOLEDO.—The 400,000th military 
Jeep since Pearl Harbor rolled off 
the Willys-Overland Motors, Inc., 
assembly lines on the 10th anniver- 
sary of the Japanese attack which 
precipitated the U. S. into World 
War II and started the versatile 
“little war hero” on its rapid climb 
to world-wide fame. 

A total of 700,557 military and 
civilian Jeeps have been built by 
Willys in the 10 years since Pearl 
Harbor, Raymond R. Rausch, vice- 
president of the company, said. 
Many of the men who helped as- 
semble the 400,000th military Jeep 
were Jeep-makers when Pearl Har- 
bor was attacked, he said. 

“Today we are building thousands 
of new military Jeeps for our ex- 
panding armed forces, and ‘Mr. 
Jeep’ again is in action on the dis- 
tant Korean battlefront,” Rausch 
said. 

“When the war ended, Willys be- 
gan producing civilian counterparts 
of the military Jeep. Today there 
are more than 300,557 Jeeps in every 
country in the world.” 
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CHASSIS FOR FORD MULTI-STOP TRUCKS—Herman Body Co., 4400 Clayton Ave., 
St. Lovis 10, has announced this new adaptation for F-5 and F-6 forward control 
trucks, featuring curb-high entrance on both sides, easily operated jackknife doors, 
and superior visibility. The model shown is one for a bottler body at the request of 
R. E. McKee of Hygrade Water and Soda Co., St. Louis. The truck has a 16,000 GVW 
chassis, and a parcel delivery front end. 





Mar-El Offers Copy | 


1 
Of Splash-Guard Law 
Mar-El Co., 15632 Madison Ave., 
Cleveland, is offering a free. copy | 
of the state statute on the use of 
splash guards for trucks. The com- 
pany said that the statute is being 
used as a model for similar legis- 
lation in other states. 
Mar-El has introduced a truck 
“Saf-T-Guard” that meets state re- 


quirements everywhere, the com- 
pany said. Its splash guard is con- 
structed of special gauge steel for 
durability and flexibility. 


‘Cutaway’ Featured 
Johnson - McReynolds, Chevrolet 
dealer in Roanoke, Va., featured a 
“cut-away” exhibit showing the 
inner workings of Chevrolet auto- 














Truck New Products 








mobiles. 









Protected by Cadwrap 

these doors await shipment from 

one of the factories to its dealers 
throughout the country. They will arrive in 
good shape so the dealers’ service departments 


“The safest car and truck stand 
on the market,” claims the manu- 
facturer of a new 10-ton stand 
that employs small steel discs to 
support loads. 


The stand is set up by lifting 
the upper cylinder to desired 
height. A triangular flat welded 
base spreads the load over 55 
square inches of floor space. 


The stands are available in long 
and short models and are manu- 
factured by Lempco Products, 
Inc., Bedford, O. 


* * 


GE Reflector Lamps 


Development of two new 500-watt 
R-40 reflector lamps has been an- 
nounced by General Electric’s lamp 
division, Nela Park, Cleveland. The 
lamps, one with a flood beam and 
the other a spot beam, were de- 
signed for applications in outdoor 
industrial areas and service sta- 
tions, parking lots, roadside stands, 





street railway yards and airport 
hangers and aprons. 


Aluminum Paint Claimed 


To Stand Intense Heat 

Tropical Paint & Oil Co., Cleve- 
land 2, reports it has developed 
an aluminum paint, called “Ther- 
malite,” which will survive 200- 
1,000 degree heat. 

Silicones are part of its film- 
forming solids, reportedly aiding 
the metallic portion to adhere 
tenaciously to metal and prevent- 
ing blistering, burning, flaking or 
discoloration usually experienced 
under extreme heat. 

a * ¥ 


Ring Seal Compound 


A “O” ring seal compound has 
been developed for use in farm 
tractor hydraulic systems, by Pre- 
cision Rubber Products Corp., Day- 
ton, O. This compound has good 





can hang and paint them without loss of time or money 


YOU MUST KNOW Cadwrap 


You may not have known its name until 
but most dealers now receive sheet 
metal parts from their factories wrapped in 
Cadwrap .... First developed to protect fend- 


now, 


ers, it is now used on all such 
doors, decks, hoods, fenders, etc. 


WHAT IS Cadwrap? 


It is a patented wrapping consisting of tough, 
extra-heavy creped paper, laminated to ex- 
celsior cushioning pads. Because it conforms 
to the shape of the part, it is easily handled 


and fastened in place. 


WHAT ARE Cadclips? 


they nest so well. 








items as 





Cadwrap anv Cadclips art MANUFACTURED BY 


There was a time, not too long ago, when 


UNE 


Service Department 


PROFIT-LeAh 





damaged-in-transit sheet metal parts were expected 
from the factory. And you were seldom disappointed. 
Then labor costs of bumping out the dents and dings, and 


repriming after sanding over the scratches, ate considerably 


into service department profits. Also the lost time prevented 


keeping the delivery promises to your customers. 


But because you have friends at the factory who are always 


on the lookout for ways to help the dealers make more money, 
most shipments of fenders, doors, hoods, decks, etc., are now 
safeguarded by Cadwiap . Practically all the car and truck 
manufacturers now use this unique, patented, cushion-type pro- 
tection for shipping sheet metal parts because they arrive in 
prime condition and can be used immediately. 


Comes the end of the month, and the balance sheet shows alittle 


more black or a little less red—don't forget the factory men 
whose thoughtfulness in specifying Cadwrap has di- 
rectly influenced your profits. That heavy, tough, creped 


paper with the excelsior cushioning really prevents 


sheet metal parts being damaged in transit. 


A patented metal device which slips over the doubled edge of Cadwrap and is easily 
clipped in place. They eliminate the unhandy wire or cords formerly used, making 
the parts easy to handle and, perhaps, most important, cut down storage space because 







CADILLAC PRODUCTS, INC. 


2300 GAINSBORO AVENUE 


FERNDALE 20, MICH. 


high and low temperature proper- 
ties and may be used with almost 
any petroleum - based hydraulic 
|fluid, the manufacturer says. The 
| compound is based on Hycar Amer- 
ican rubber, a product of B. F 
Goodrich Chemical Co. 
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HOIST 
ATTACH “LOAD HERE © 
SHOP ITEM—Lifting of pipes, motors, 
ducting, unit heaters or construction 


equipment to ceilings or construction loca- 
tions as high as 30 feet is easy with this 
new six-pound accessory, normally used in 
conjunction with the eight and one-half- 
pound lLug-All hoist, says Lug-All Co., 
Waynewood, Pa. Capacity is 750 pounds, 
and minimum distance between hooks is 
only 10 inches, the firm states. 


WAGNER BRAKE BULLETINS — Wagner 
Electric, St. Louis, has developed a new 
series of air brake maintenance bulletins 
for use by repair shops, dealers, fleet 
owners and maintenance men. The series 
consists of individual bulletins, each de- 
voted to a single unit or closely related 
unit of the Wagner air brake system. The 
completed series will constitute one master 

int ce | covering all phases 
of maintenance for every unit in the sys- 
tem, the firm states. To date eight of the 
bulletins have been released, and it is 
planned that the others will follow as 
quickly as production facilities permit. 
They are being published with regard to 
the importance of the unit to the system 
and the need for information concerning 
this unit as prompted by inquiries from 
the field, it adds. 








Quick Change 


Dealer License Plate Holder 





Guaranteed 


Safe, fast and easy to use. 
Holds license plate secure to 
slotted bumper, plain and 
channel brackets. 


$1.00 per set of 4 


C. HOWARD 


1498 Overlook Drive Akron 7, Ohio 
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Pa. Eyes Tightening 
Of Inspection Rules 


By Sam Sampson 
Staff Writer 

\ ONE-DAY meeting of 60 mem- 

bers of the safety committee 
f the Pennsylvania Automotive 
Assn. adopted 
a recommendation 
that the state re-| 
vise its pamphlet | 
of rules and regu- 
lations for auto) 
inspection ssta-| 
tions before the} 
beginning of the| 
next _ inspection 

NEWS period on May 1. 
EMESESEMES Claude S. Klugh, 
PAA general manager, said that al- 
though the state is doing an out- 
standing job now with the full co- 
operation of the department of 
revenue, state police and the auto- 
motive industry, the safety com- 
mittee feels that the pamphlet 
should be revised in the interests 
of conducting an up-to-date inspec- 
tion program. 

It is planned that the new 
pamphlet, if approved by the 
state department of revenue, will 
be read to the operators of in- 
spection stations at 150 station 


$150,000 Sought 
By New Chicago | 
Safety Council | 


The Citizens Traffic Safety Coun- | 
cil of Chicago, formed recently, has 
announced that it hopes to raise 
$150,000 annually from Chicago 
firms to support its projects and 
support those sponsored by other 
safety groups in the city. } 

According to the announcement, | 
the objectives include an education- | 
al campaign in pedestrian protec- | 
tion and control, and a drive| 
against jaywalkers and motorists | 
who are inconsiderate of the rights | 
of pedestrians. 

Plans have been revealed here to 
for a two-level, $8,500,000 under- 
ground garage between Michigan 
Ave. and Grant Park, with a capac- 
ity of 2,567 cars. 

And to handle the traffic in the 
downtown area, the city has set 
aside five streets for one-way traf- 
fic. Randolph, Madison and Adams 
are now westbound streets, while 
Washington and Monroe are east- 
bound. 

At first, the traffic was reported 
more confused than ever, but after 
motorists became accustomed to 
the change, the police report an im- 
provement in the downtown traffic 
flow. 

Based on the further success of 
the effort, it has been hinted that 
the plan will be extended to in- 
clude one-way streets for north 
and southbound loop traffic as well. 

a * x 


Harvey Retires as Aide 


To Insurance Firms 


Julien H. Harvey, manager of the 
accident prevention department of 
the Assn. of Casualty and Surety 
Companies, has announced his re- 
tirement from office. 

At a banquet in honor of the 
occasion, Ned H. Dearborn, presi- 
dent of the National Safety Coun- 
cil, presented Harvey with a plaque 
commemorating his long service 
with that organization, and as a 
member of its board of directors. 
Harvey is known as the father of 
the three E’s of Safety—education, 
enforcement and engineering. 

= +. 


N. J. Safety Council 


Honors Thermoid Co. 
Thermoid Co., Trenton, N. J., was 
presented with the New Jersey 
safety council award of merit for 
its program promoting highway, 
plant and home safety during July 
and August. The company spon- 
sored more than 100 hours on NBC’s 
™. j 
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ad | 

This was the first time in its his- | 
tory that the council has presented | 
its award to an industrial concern. | 
Fred E. Schluter, president of | 
Thermoid, received the award from} 
Thomas Y. Jones, president of the} 
safety council. | 





meetings well in advance of 


May 1. 


Cc. A. Snyder, chairman of the 


safety committee, named a subcom- | 


mittee to study the revision needs, 
and make recommendations to au- 
thorities. The subcommittee in- 
cludes E. W. Parkinson, executive 
assistant of PAA; Earl Hoffman, 
inspection chief; Corp. George Pin- 
kerton and Pfc. Robert Deitrich, of 
the state police. 
* * * 


Upholds Young Drivers 

HE committee heard Ivan J. 

Stehman, of the department of 
public instruction, oppose a pro- 
posed measure to increase the legal 
driving age from 16 to 18 years. He 
said that state studies showed that 
only 3.95 percent of the state driv- 
ers were below 18, and that they 
account for only 2.58 percent of the 
accidents. 


In summing up the driver- 











Oneida Presents Dual-Training Car— 


Herman A. Persike, of Oneida Motor Sales (Ford), Rhinelander, Wis., is shown 
presenting a driver training car to the high school in Tripoli, Wis. 





training program being carried 
on in the state, Stehman said 
that over 300 high schools are 
carrying on the program now. 

In addition, he said, about 50 per- 
cent of the students are taking 
classroom instruction, while 39 per- 
cent are receiving behind-the- 
wheel instruction. 

Both Stehman and Klugh had the 
highest praise for auto dealer co- 





operation in furnishing cars for 
the courses. Klugh pointed out that 
state new-car dealers have supplied 
dual-control cars to more than 300 
schools offering the program. 

* * + 


Greenwald Supplies Fords 
For Driver-Training Course 
Greenwald Auto Co. (Ford), New 











Kensington, Pa., has supplied the 


local high school and another at 
nearby Arnold, Pa., with driver- 
training cars for the last ‘four 
years, according to Fred I. Lyle, 


| president of the firm. 


Juniors and seniors in Kensing- 


|ton high have the opportunity to 
|receive behind-the-wheel training, 
| and 
| course, 


since the adoption of the 
215 students have been 
trained. The instructor is K. W. 
Slosky. 


$4 Billion Needed 


For Canada Roads 


C. W. Gilchrist, managing direc- 
tor of the Canadian Good Roads 
Assn., Toronto, Ont., said Canada 
may have to spend more than 
$4,000,000,000 on roads in the next 
10 years. 

He told the annual convention 
of the Ontario Automotive Trans- 
port Assn. that while provincial ex- 
penditures on road-building and 
maintenance will reach a record 
$300,000,000 this year, the amount 
is substantially below the average 
needed in the next 10 years to 
bring Canadian roads up to mod- 
ern standards. 
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Many Large BAKERY Fleets are 
Engineered by MONTPELIER 


You Make More Sales, Bigger 


Profits — when 


you Give Them 


What They Need and Want .... 
Delivery Vehicles Engineered and 
Built to Their Specific Needs. 





The MONTPELIER “URBAN” 





“Not- 


ural" for Laundries and Bakeries. 


WRITE, PHONE OR WIRE 
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SPECIALIZED 
DELIVERY VEHICLES 


YOU HANDLE THE COMPLETE DEAL—WITH ABUNDANT HELP 


‘““Ask Your Tru 
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Says MONTPELIER Advertising in Leading 
BAKERY, DAIRY and LAUNDRY Publica- 
tions and in Direct Mail Programs. 


YOU, the Truck Dealer, handle the complete deal— 
with the full cooperation of MONTPELIER Sales, 
Engineering and Manufacturing Specialists—wheth- 
er it be for one vehicle or a large fleet. 








WANT TO SELL DAIRY FLEETS? 


JERSEY 
DAIRY 








MONTPELIER Will Help You. 


Here's How MONTPELIER Helps You— 


1. You tell us the nature of your customer's business, 
the weight and size of commodity to be delivered, what 
specific features he needs and wants. 


2. Tell us the Make and Model of Chassis to be used. 
3. MONTPELIER will submit proposal and quotations to 


YOU—our recommendations 


ased upon almost twenty- 


five years of experience in building delivery vehicles 
specially designed for maximum delivery efficiency, 


minimum cost. 


4. Simple, isn't it? It will help you make More Plus-Profit 
Sales. MONTPELIER is especially interested in helping you 
get MORE FLEET BUSINESS—both Local and National. 


FOR COMPLETE DETAILS 


THE MONTPELIER MANUFACTURING CO., MONTPELIER, OHIO 


SPECIALIZED MOTOR VEHICLES 
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Oregon Chrysler Deal 
Sold by Armentrout 

Thomas J. Armentrout, president 
of Armentrout Motors (Chrysler- 
Plymouth), Portland, Ore., has sold 
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the firm to Richard Billings, head 
of James Billings Nash, Seattle. 

3illings said that his Nash firm 
would be liquidated. Armentrout 
will stay on as a salesman, it was 
announced. 
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21-FOOT UMBRELLA FOR CAR LOTS— 


UMBRELLA (21-foot spread) and new 
“GREAT” UMBRELLA that turns, are now working for progressive lots in 36 states, from 
coast to coast. A “GREAT” UMBRELLA will make your lot more attractive—help your sales 
you money! For full information, call, wire or write McFarland ‘‘GREAT"’ UM- | 
BRELLA CO., Division of McFARLAND Awning Corp., 742 S. W. 8th Street, Miami, Florida. 


The McFarland “GREAT” 


and make 





“WHIRLABOUT,” the 











Made and Guaranteed by 





LION OIL COMPANY 


to almost 1%,” 


company, Lion Oil 


undercoating. 


Nokorode is uniform, for smooth appli- 
cation—it can’t come out in troublesome 


Os Nokorode 


FREE! How to Make More Money with Undercoating ! 
Lion Oil Company, El Dorado, Arkansas 


Name 


Lion Nokorode Does 50% More 


Lion Nokorode Under-Car Sealer and 
Silencer is concentrated. You spray 
Nokorode to 4 thickness—and it dries 
thickness ... there’s no 
wasteful excess solvent. 


Doings 








Charles E. Andrews has opened 


Andrews Garage (DeSoto-Plym- 
outh), in Rockford, O. Andrews 
formerly operated a garage in 
Chattanooga, O. 

* + 


Bison Given Dealer Award 


For Fourth Straight Year 
Bison Motor Co., Great Falls, 
Mont., has been presented the 
Ford Four-Letter dealer award 
for the fourth consecutive year. 
The presentation was made to 
Lester A. Olson, president of the 


| dealership by A. W. Henkle, Ford 


field representative in the Fargo 


| district. 


* * * 


War fields Feted 

Chevrolet Dealer and Mrs. H. 
Deets Warfield, of Mt. Airy, Md., 
recently observed their 30th wed- 
ding anniversary. Several hundred 
friends and relatives gathered at 
the Warfield home 
couple celebrate. Warfield is pres- 


UNDER-CAR SEALER AND SILENCER 


to help the) 


ident of Warfield Chevrolet Sales, 
Inc., Washington. 
Roberts Heads Civic Work 


Bob Roberts, automobile dealer 
of Ilion, N. Y., has been appointed 


chairman of the General Motors 
community relations program in 
the Ilion area. Mr. Roberts will 


work. with club groups, schools and 
other local organizations. 
* * - 
Kamin Aids Chest Drive 
S. I. Kamin, Pittsburgh Chevrolet 
dealer, held one of the four top 
posts in the Community Chest $5,- 
250,000 campaign. 
* + 


Tour Dayton Rubber 
Members of the service and parts 
unit of the Montgomery County 
Automobile Dealers, Dayton, O., at- 
tended a tour of the Dayton Rubber 
Co. plant, 


as * * 
Lytle Buick Looted 
The safe of Lytle Buick Co., San 
Francisco, was looted of $5,134 and 


Cars Per Drum! 


Result: You can coat twice as many cars 
with the same amount of Nokorode as 
you’d do with ordinary undercoatings. 
Yet Nokorode costs no more. Drum for 
drum, that means— 


..- You Make 50% More Profit! 


Lion Nokorode Goes On Smoother, Faster — Saves Labor Costs! 


Unlike other undercoatings, Lion 
Nokorode is produced entirely, from raw 
materials to finished product, by a single 
under U. S. Patent 
2,393,774. That assures controlled uni- 
formity, controlled quality...a better 


“‘blobs.”’ It’s free-flowing, permitting 
steady pressure in the gun—no lost time 
due to lost pressure. 

And it’s stable, made of highly compatible 
materials—won’t separate out in storage, 
won’t clog guns or hoses causing ex- 


pensive clean-up jobs. Compared with 


inferior undercoatings, Nokorode saves 
you plenty of man-hours— 


..- Giving You Even More Profit! 


Youre In the Bla 


Please send me complete details on how | can increase my undercoating 
profits with Lion Nokorode Under-Car Sealer and Silencer. 


Street or Route 


a s 


W/ 


Naturally black— 
no useless 
coloring added. 








City 


State 
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Brand of undercoating | am now using, if any 


El Dorado, Arkansas BR Tra a Ga OR AEA, EE Tac a 








|Wins New Chevrolet— 
Gordon 


Kalt, of 
O'Rielly Motor Co., Tucson (Ariz.) Chev- 
|rolet dealership, present a new Chevrolet 
|to Barbara Ruffin for selling $4,032 worth 
of votes in the city's forthcoming Easter 
festival. The car was the grand prize in 


Rose and Damon 


the citywide contest to elect the festi- 
val's princess. 
a number of checks recently. The 
burglar apparently figured out the 
combination of the safe, for the 
safe was found in good order when 
opened the next morning. 
* * * 


Murphy, Honolulu Dealer, 
Buys Los Angeles Outlet 


G. W. Murphy, owner of 
Murphy Motors (Chevrolet), 
Honolulu, T. H., has purchased 
Los Angeles’ oldest established 
Chevrolet dealership, Harry 
Green, Inc., at Santa Barbara and 
Vermont, from Harry Green. 

Green, who has been in the 
Chevrolet business in Los Angeles 
for 28 years, has joined Murphy 
as consulting manager for his 
dealerships in Honolulu and Los 
Angeles. The dealership name, 
Harry Green, Inc., will be re- 
tained, Murphy said. 
| x * * 

Illinois GMC Group 
|Formed at Springfield 

A “not for profit” corporation 
|charter has been issued to the IIli- 
;nois GMC Truck Dealers Assn., 320 
|N. Fifth St., Springfield, Ill., for 
|the purpose of “creating goodwill 
|among GMC truck dealers.” 


| Incorporators are: Jesse Werner, 


|Ben Leventhal and John G. Dilla- 
| vou. 





* * * 
|Hardy to Run Postwars 


|Through Dynamometer 
Carey E. Hardy, president of 
the Chrysler-Plymouth dealership 
in Monrovia, Calif., has an- 
| nounced a new policy of the used- 
car department, in which provi- 
sion is made that all postwar cars 
shall be dynamometer-tuned and 
adjusted. 

“The dynamometer which has 
| just been installed,” explained 
| Morey Niederkorn, used-car man- 
| ager, “enables our workmen to 

diagnose quickly the real condi- 
| tion of the used car, to make the 

proper adjustments and repairs 

and to return the car to original 
| factory standards. Each postwar 
| ear will have a written dyna- 
| mometer report, enabling buyers 

to see the exact condition of the 
| car.” 


7” + * 
Thugs Visit Beikirch 
Beikirch Bros., Inc., 160 Mt. Hope 
| Ave., Rochester, N. Y., reported to 
|police that burglars smashed into 
|its office building and stole $245. 
| + a * 


\Crisconi Awarded Medal 


By Italian Government 


John P. Crisconi, Philadelphia 
automobile dealer and prominent 
civic leader, has been awarded 
the medal of Italian solidarity by 
| the Italian government, it has 

been announced by Count Ludo- 

vici Barrattieri, Italian consul. 

Crisconi was honored for his 
| “outstanding good deeds, both in 
Philadelphia and Italy, to help 
cement friendship between the 
| U. S. and the new democratic 
Italy.” 


Hardy Feted by Employes 


In Monrovia, Calif. 

Carey E. Hardy, Chrysler-Plym- 
outh dealer in Monrovia, Calif., and 
Mrs. Hardy were guests of his em- 
ployes recently at a holiday get- 
together dinner. 

Turkey, venison, wild ducks and 

(Continued on Page 31, Col. 1) 
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Ralph Smith, William Rennix, Bob 
Fleigh and Joseph Rochlitz. 
~ o * 





: Dealer Doings 


Steed Heads Local Group 











Gontineed trom Pane 50) Joel Steed, automobile dealer, has pLymoUTH iii . mentents 
< been elected president of the Bon- cee SURYSiED PLYMOUTH 
wild goose, most of them trophies|check has been issued against ham (Tex.) chamber of commerce Bie . 
o: a hunting vacation at the Colo-| Graham. for 1952 ’ 
rado ranch of Dewey Holt, mana- ‘ * : ‘ * bk 
ger, were furnished by Holt, while Maryland Dealers Give Jaguar Wisconsin at i 


other employes brought in the _,, ° ; itish-mdde Jagus ars are O! 
t immings. Dancing and games fol- Christmas Baskets to Needy aedlae tee soos pater: 
lowed the dinner, and “Happy; The Maryland Automobile Trade rooms of the Jaguar Wisconsin 
Pirthday” was sung for Jimmy Assn. distributed about 200 Christ- Co, 1680 N. Farwell Ave. Milwau- New Stalmer Home After Remodeling— 
Hardy, now at Annapolis, | who | mas baskets to needy families this kee. The firm’s service facilities are| Some of the most outstanding facilities have been incorporated into the new-car 
spent last summer working in his year. Members active in this drive a few blocks away at 2252 E. Web- display building of Reg Stalmer (Chrysler), San Diego, Calif., following an extensive 
father’s dealership. for the poor are J. C. Darrell, ster PI. expansion and remodeling program. 
. So : a i 


Directors Name Steitzs Head 


Of Stockton Dealers 


Directors of the Stockton 
(Calif.) New Car Dealers Assn. 
have chosen William P. Steitz, of 
Steitz Motors, to serve as presi- 
dent during the coming year. 

Lloyd Test, of Lloyd E. Test 
Co., is vice-president, and R. W. 
Barklow was reelected secretary. 

Directors are Ray Alles, of 
Chase Chevrolet Co.; John H. 
Geer, of Geer-McRae Motors, and 
John H. Eagal jr., of John H. 
Eagal Co. 


* * 


Reiss Cuts $43,620 Melon 


Christmas bonuses totaling $43,- | 
620 were passed out to 28 employes | 
of the Northland Motor Co., Sara- 
nac Lake, N. Y., owned and oper- 
ated by Julian J. Reiss. Reiss said 
the highest check was for $3,384.30. 
The smallest was for $860.78, with 
the average $1,790.22. He said his 
profit sharing bonus plan was in-| 
augurated in 1944. 


* * * 


260 Akers Employes Get 
Profit Slice, Bonus, Turkey 


Two hundred and sixty em- 
ployes of the Akers Cadillac- 


Oldsmobile Co., Washington, were JAEGER, President 
presented with 25 percent of the Jaeger Motor Car Co.. 
company’s’ profits, Christmas Milwaukee, Wis. 
bonuses and turkey to boot at the “More than doubled wash rack pro- 


duction . . . great saving in water and 


firm’s annual Christmas party, it detergent as well as_ manpower.” 


was announced by Floyd D. Ak- 
ers, president. 

i Under the profit-sharing plan 

( of 1951 the employes were given 

i $22.76 for each year of service 
plus a bonus of 7 percent of his 
annual salary, Akers said. The 
turkey is a 17-year custom of the 
dealership. 


* * * 


25th Annual Party 
Scherman -Schaus- Freeman Co. 
(Studebaker), South Bend, Ind., en- 
tertained its employes at its 25th . 
annual Christmas party. Bonuses EDMUND M. TOWNSEND, Treasurer, 


were distributed. ee a 
* * a Ree sary J —— 4 ph wash e 

’ . - J] ay to a pront... washes e . 
Calif.’s Honig Cheats Death in same time it used to take for one.” HESE, like 99 out of 100 automobile dealers expected to lose 
In h snag Coast ~_ _ ae money on every car wash... until they discovered WASHMOBILE, 

neer Honig, president o e . F so ee 
eee tes Gaal Keun, af Ga the mechanical marvel that rolls right over the car, cleans it in a jiffy. 
thern California and head of saves on detergent and water, and turns out five clean cars an hour... 
Nash California Co., narrowly ’ _ = 
escaped death during a violent ‘a operated by just one man. 


gale that swept the West Coast. 

At that time he was taking a 
brief vacation on his yacht off 
the Baja California coast. He 
said: “We fought the high seas 
for three days and nights before 
making port at Ensenada. We’re 
thankful to be alive. There’s no 


Where can you make an investment in shop equipment to beat this . . . 
a really modest investment that pays for itself quickly out of profits. 


Read what these Pontiac dealers have to say and then check a WASH- 
MOBILE installation in your own locality. Sounds good, doesn’t it! 


WILSON E. LYNCH, General Mgr. 


a 7” — aietes McKenne Pontise Company, Inc.. It’s the better part of wisdom to ’phone or write us at once to see about 
Perry Elected President adie o tang tol oration. . We getting a WASHMOBILE for your operation and start turning your 
Of Va. Dealer Group siminated customer compinnt. wash bay loss into a profit. 


Aubrey Perry sr., president of | Clean cars and demos.” 
Perry Buick Co., was elected presi- 
dent of the Norfolk-Portsmouth | 
Automobile Assn., Inc. (Virginia), | 


( at a recent meeting of the organi-| 
zation. | ¢ Washmobile fits your present wash rack without struc- 
P. D. Barlowe jr., president of tural changes. ¢ Only 8’ high and 8’ wide, it moves on its 


Virginia Beach Motors (Ford), was 
named vice-president, and G. W. 
Knighton, of Roughton Pontiac 


own 23’ track. ¢ The car stands still while Washmobile 
moves over it. ¢ Fifty high pressure nozzles spray the car 





Corp., was elected secretary-treas- first with water, then with detergent, then with water. 
urer, Other directors appointed ¢ Two high pressure water guns and two air guns clean 
were Henry Luhring jr. (Chrysler), wheels and under fenders. « Washmobile can be installed 
ind V. P. Conroy. 


? in a morning and turn out 20 cars the same afternoon. 


Va. Dealership Fleeced 
By Bad Check Passer 





C. A. Kineaid, manager of Cen- Washmobile Corp. of N. J. Washmobile Corp. of Chicago Washmobile Div. of Ace Dist., Inc. Federal Washmobile Corp. Washmobile Div. of Acme Equip., Inc. 
tral Motor Sales Co., Princeton, 276 Halsey St. 2350 West 58th St. 1030 Tenny Ave. 225 Lafayette St. Central Trust Building 
Va., reported that the firm was Newark 2, N. J. Chicago 36, III. Dearborn, Mich. New York 12, N. Y. Altoona, Pa. 
ane zi Washmobile Udall Co. Central States Washmobile Co. Schoeller Sales Co. Western Washmobile Co. Washmobil - of E 
fleeced out of $501 recently by a 2161 Shattuck Ave. 700 South 12th St. 1163 Edmund Ave. 2801 Van Buren St. ioe 
i man who gave the firm a bad check Berkeley 4, Calif. Springfield, ti. St. Paul 4, Minn. Amarillo, Texas Houston |, Texas 
for that amount, and drove away Washmobile of Colorado Kentucky Washmobile Co. Siggins Company Ken Garff Company Merkle Sales Co., Manufacturer's Re: 
in a 1950 Chevrolet that he had P. 0. Box 1383 1817 S. Third St. 704 Broadway State at Fifth St. 4969 North Newhall St. + 
~murchased Denver |, Colo. Louisville, Ky. Kansas City 6, Mo. Sait Lake City, Utah Milwaukee 1!, Wis. 
{ pues ca ook Washmobile Corp. of Florida Washmobile Sales Corp. Seuthers Washmobile ashmobile Service Washmobile- McGee fe. 
Kincaid said that the man gave 1034 N.W. 23rd St. 2300 Washington St. 412 2nd Avenue, North’ P. 0. Box 894 1704 17th St. 
the name of Wylie Graham. A fel- Miami 37, Florida Newton Lower Falls 62, Mass. Speen Ala. . Santa Barbara, Calif. Washington, D. ‘ 


ony warrant for passing a bad) 

















- 
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N e ' sale of new or used automobiles 
Portland Studies on Sundays and on certain holidays 
x ‘ ° when the banks are closed. The 
Sunday Closing ordinance under consideration 
PORTLAND, Ore.—At the request would limit closing to Sundays 
of local auto dealers a decision on| New-car dealers generally favor 
proposed changes in city ordinances | the ordinance, but some used-car 
governing the days on which new | dealers oppose the measure on the 
and used automobiles may be sold | ground it would not close many 
was postponed by the city council. |jarge establishments on the city’s 
The prewar aw prohibits the | fringe. 











Memos to Dealers 





By Bob Finlay 








The Technique of 


AUTOMOTIVE SALESMANSHIP 


By W. K. BRAASCH 


Dean of Automotive Sales Trainers 


Service Thought 

i ie service department of the 
Krell Buick Co. Pasadena, 

Calif., is the author of a thought 

w hich now is appearing as a poster 






| A BRIEF DIGEST OF THE FIELD-TESTED SALES PRIN- 


THIS MANUAL CONTAINS DETAILED OUTLINES “Our greatest worry is the pos- 
OF THE SIX TALKS FEATURED IN OUR | sible complaint on our service 


AUTOMOTIVE SALES TRAINING CLINICS | which has not been brought to 
SIX OUTLINES IN ONE MANUAL 


W. K. BRAASCH 


| our attention.” 











‘lvery large sign in the Krell Buick | 





HERE’S THE MESSAGE THAT’S MAKING 


; CIPLES USED IN TRAINING OVER 30,000 AUTOMOBILE jin all Buick service departments 
' SALESMEN. |throughout the United States. It| / 
| says: 


| of a used car,” 
|C. Beuter, general manager of Ken- 


No. 1—Nine Steps in Selling Automobiles. e it fo ; . 
ie. S--Aabemnetive Deonnen Wesinensetate, PRICE Attached to it is the following: 
No. 3—Fifty Ways to Find Prospects, $1.00 “Attached is a service department | 
a Oe ge mye ia Pesteate poster which we feel is an excel-| 
No. 6@—Organizing Your Sales Talk. ws pws we and = ——— 
oo customer - relations eme. | 
W. K. BRAASCH, 332 s. MICHIGAN AVENUE CHICAGO 4, ILL. | Praatety, we copied this from a 


Co. service department, in Pasa- 
dena, Calif., and due credit is here- 
by extended.” 

* * * 


Time to Buy 


LL the elements are here for 
+% a general rise in the real cost 
commented Bernard 


more Motors, Buffalo, in a used-car 
newspaper ad which suggested this 
is an excellent time in which to 
|buy a used car. 

“This is our off season,” con- 
tinued ad copy, “Yet, one good 
week of business would empty 
our lot of late model used cars. 
| “This is your opportunity to cash | 
in on slow-season prices. Come in 





TRUCK SALES HISTORY... 


It payo 10 


| rT 


DP aNNIVA= 


Your dlr front on whetle 


WHITE REPRESENTATIVES are telling 
across the nation ... and it means 


This entirely new kind of truck, with its 


fase 





Proof like this from 
White Representatives 





everywhere... 


ee many functional +++ exclusive with eck ai; "tucy “© so 
ze the ite 3000... is: sales history, MopOmy ‘Mm 
just as it makes delive for truck fring a2; 
ators in all kinds of se Dr largeand small. 0,0 od truey 
It delivers more ...in less time... at lower Derg Pt : 
cost, It’s tomorrow’s truck—today! "Man! 


THE WHITE MOTOR SOMPENY 
Corteeet.5: Offs 


oy 





ae 


de i ; ‘ ee oe 





4? 


For more than 50 years the greatest name in trucks 








and get the complete story fron 
one of our word-bonded salesmen 
* * * 
Public Service 
JOINTING out that 51 person 
had been killed to date this yea: 


in Toronto and 1,000 injured ir 
Canada as a result of automobik 
accidents, Cross-Town Motor Sales 


Ltd., Toronto, announced it wa 
offering free inspection of cars “t« 
help correct this horrible condi 
tion.” 


The firm used a newspaper ad te 
invite motorists to bring in their 
cars for a free inspection of brakes 
horn, alignment, lights, tires and 
battery. 

* 


Phone Service 

N SHARP contrast to the current 

type of newspaper advertising 
being employed to attract service 
business, Streng Oldsmobile, Buf- 
falo, came up with an unusual ad 
format which made maximum use 
of white space. 

“Why Look Around- read the 
ad caption. Centered in the ad, in 
very small type, surrounded by 
|white space, the message con- 
tinued: “. .. for good service when 
|it’s as near as your phone. All you 
do is dial UN 3000—ask to have 
| your car picked up and delivered 
| (There is no charge for this serv- 
ice.)” 


” 


Cowan Tops List 
Of Promotions in 
Chevrolet Sales 


DETROIT.—Edward Cowan jr. 
was appointed assistant Chevrolet 
regional manager at Chicago, 
among promotions announced last 
week by W. E. Fish, Chevrolet 
general sales manager. 

With Chevrolet since 1935, when 
he became district manager in De- 
|troit, Cowan was named zone man- 
ager in Norwood, O., in 1947, and 
since 1949 has been in Detroit as 
zone manager. 

Other appointments are: 

R. B. Johnson succeeds Cowan 
as zone manager in Detroit. John- 
son has been with the Chevrolet 
wholesale organization since 1932, 
{having served in Chicago, Des 
Moines and Cleveland, where he 
was zone manager prior to his ap- 
pointment to Detroit. 

F. W. Wieland succeeds Johnson 
in Cleveland. Wieland began his 
Chevrolet career in 1931 as truck 
manager in the Cleveland zone, and 
one year later was made district 
manager. Since then he has been 
|truck manager in Detroit, city man- 
ager and assistant zone manager 
in Indianapolis, city manager in 
Detroit, and, since 1948, Flint zone 
manager. 

R. E. Roberts, city manager in 
Detroit since 1945, succeeds Wie- 
land as Flint zone manager. Rob- 
erts has been in Detroit and El 
Paso, Tex., since 1935. 


| Roving Pickets 
Dallas Trucker Sues AFL 


For New Tactics 


DALLAS. — A _ new picketing 
|/method has been devised by Local 
|745 of the International Brother- 
jhood of Teamsters against trucks 
operated by Concrete Haulers, Inc., 
according to testimony in Texas 
| Appeals Court here. 
| The plaintiffs, the Dallas County 
|Construction Employers Assn., 
|jcharged that union members had 
been following the company’s 
joey and picketing them when- 
lever they stopped, which it said 
caused other union workmen to 
walk off the jobs. 

Although a lower court held that 
the facts showed no conspiracy 
}and no violation of the Texas anti- 
trust laws, it granted the hauling 
|company a temporary injunction 
|which was upheld by a court of 
|civil appeals on the grounds that 
|the union was engaging in second- 
jary boycotting for illezal purposes. 
| The union based its appeal on a 
lclaim that the court’s action vio- 
|lated its right of free speech. 


Tire C una ng Poster 


AKRON.—Containing 10 funda- 
mental safe practices which it 
| recommends be used in changing 
|tires, particularly those for trucks 
and other commercial vehicles, an 
illustrated poster has been pub- 
lished by B. F. Goodrich Co. Copies 
are available upon request. 








33 


jas assistant ad manager of Puro- 
jlator Products, oil filter manufac- 
| turer, Rahway, 
iN. J., has been 
jannounced'_ by 


AUTOMOTIVE NEWS, JANUARY 7, 1952 
| 




















Affecting Factories and Dealers .. . 





NiCd OTT NRURRCORAR NER EEE ER NE 


MBL Some. 


Pt 


| Auto Advertising 


By George Deery 
Associate Editor 

Automotive winners in the first | 
ennual “Radio Gets Results” con-| 
test of the Broadcast Advertising | 
Bureau were announced last week 
by BAB President William B. Ryan 
The 27 winners of first, second and 
third place awards were chosen 
from among 269 entries from 34 
states. 

Commenting on the results, Ryan 
said: “We are well on our way to 
achieving the No. 1 objective of 
this contest. The returns assure us 
of a base for the establishment of 
an extensive file of radio case his- 
tories for as many different classi- 
fications of advertiers as possible.” 

The automotive citations were: 
First prize: KTUL, Tulsa (Okla- 
homa Tire & Supply); second 
prize: KWNO, Winona, Minn. 

(Winona Motors); third prize: 
WEMP, Milwaukee (Wisconsin 
Independent Oil) ; honorable men- 
tion: WCIL, Carbondale, IIL; 
WKNE, Keene, N. H.; KSWO, 
Lawton, Okla.; KWNO, Wi > 


the program to acquaint its more 


than 25,000 employes in 19 cities 
with how the products they make 
each day are used to put the 


modern auto on the street, 
Dealers of the car manufacturer 


-|to be honored will line up their 
latest models at plants the day 
following the program to allow 


Auto-Lite employes to thoroughly 
explore the installation of Auto- 
Lite products. Parts will be 
marked in order that each employe 
will be able to actually see the 
part played by the equipment made 
by Auto-Lite. 


* * * 


Detroit PR Men Elect 

The Detroit chapter of the Public 
Relations Society of America has 
elected William A. Durbin, director 
of public relations, Burroughs 
Adding Machine, president, and 
Glenn H. Cummings, of Cummings 
and Hopkins, ad agency for Con- 
tinental Motors, vice-president. 

Other officers are James W. Lee 








Whiteman Tells How Talent Is Found— 


Left to right at the recent luncheon-meeting of the Detroit Television Council are 
(seated): George W. Mason, president of Nash-Kelvinator and sponsor of the TV Teen 
club; Paul Whiteman; Walker R. A. Graham, account executive of Geyer, Newell and 
Ganger, ad agency. Standing: James G. Riddell, president and general manager of 
WXYZ-TV, Detroit, and Charles J. Coward, merchandising manager of Kelvinator divi- 
sion. Whiteman showcased his prize-winning amateur acts and discovered two new 
ones in local competition. He revealed that 600,000 teen-agers have been entertained 
at club shows during the past three years. He prophesied that new talent for television 
would always be plentiful if teen-agers were given the chance to be rated by the 
public. 


jchandising and 
isales promotion 
|for Arthur Cohn 





II, of Ivy Lee and T. J. Ross,| McGaughey, public relations direc- 
which handles Chrysler Corp. pub-|tor, Automobile Manufacturers 
lic relations, treasurer, and Howard|Assn., were named directors for a 


E. Hallas, associate director of two-year term. 


public relations, Nash-Kelvinator, 
Huber Takes ees Job 


secretary. 
Cummings and William H.| Appointment of Donald C. Huber 





Carlos D. Kelly, 
sales vice - presi- 
dent. Formerly 
director of mer- 


& Associates, New 
York, he received 
his early educa- , 
tion at the East D. O. Buber 
Orange (N. J.) high school, In his 
new position at Purolator he will 
act as assistant to Karl H. Mayers, 
ad manager. 

* * * 


Catledge Succeeds James 

Turner Catledge, who had been 
serving for the past year as execu- 
tive managing editor, has been 
named managing editor of the New 
York Times. He succeeds the late 
Edwin L. James. Announcement of 
Catledge’s appointment was made 
by Arthur Hays Sulzberger, pub- 
lisher. 








The back pages of every issue of AUTO- 
MOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTO- 
MOTIVE NEWS WANT ADS! Are you? 





Minn.; WDVA, Danville, Va.; 
WTTM, Trenton, N. J.; WHBC, 
Canton, O. 

Judgment was based on the ac- 
tual results turned in for. adver- 
tisers by radio advertising as well 
as on the amount and type of radio 
used. Judges were: R. E. Ander- 
son, editor, National Automotive 
Dealers Assn. Magazine; Roscoe R. | 
Rau, executive vice-president, Na- | 
tional Retail Furniture Assn.; John 
B. Mack jr., director of public re- 
lations council of American Bank- 
ers Assn.; Edgar S. Belliss, past 





president of the National Retail 
Druggists Assn.; Mort Farr, presi- | 
dent of the National Appliances 
and Radio Dealers Assn., and Paul | 
S. Willis, president of the Grocery 
Manufacturers of America. 

Source material made avait | 
to BAB by this contest will be re-| 
leased to its member stations on 
a continuing basis during the com- 
ing year, it states. 

a = > 


Buick Goes on Air 

Buick, for its 1952 line, has 
purchased a full hour of ABC 
Radio network time. On Jan. 14, 
Buick will sponsor “The Big 
Hand” from 8:30 to 9 p. m., e.8.t., 
over the full radio network and 
on Jan. 17, “Hollywood Star Play- 


house,” heard from 8 to 8:30 | 
p. m., e.s.t. | 
“The Big Hand,’ originates 


from ABC’s studios in Chicago. 

Buick’s other half-hour spon- 

sorship on Jan. 17, “Hollywood 

Star Playhouse,” originates in 

Hollywood, Calif. 
* 


* * 





RR Boosts Martin | 
Ross Roy, president of Ross Roy, 
Inc., has announced the appoint- 
ment of Mark T. Martin jr., as a 
vice - president of 
the Chicago office. 
Martin is a grad- 
uate of St. Louis 
university. He 
started his busi- 
ness career with 
the Des Moines 
Register - Tribune. 
Later, he was 
with the Gardner 
Advertising Co. of 
St. Louis and 
Washington. He 
was vice-president-in-charge of the 

latter office. 





M. T. Martin jr. 


- * 


Auto-Lite TV Salute 
For the first time in automotive 
history a major supplier of original 
equipment, Electric Auto-Lite, is| 
saluting its customers in a series of 
national salutes via a _ coast-to- 
coast television show, the firm an- 
nounced last week. Manufacturer 
of more than 400 parts utilized in 
the production of cars and sponsor 
of the popular TV show, “Sus- 
pense,” it has begun a series of 
such salutes, according to Royce G. 
Martin, president and chairman. 
Leading car manufacturers who 
use Auto-Lite products as original 
equipment will be saluted during 
i3 weeks of the show. Each man- 
ufacturer will be hailed on the 
half-hour show, during which 
time an executive of the com- 
pany, new models and historical 
data will be presented. 
In addition, Auto-Lite will utilize 








“2/4 for Heavy Duty Serviee 


WAGNER 
LOCKHEED 
‘21-B 


Lockheed 


Mt 





48nerF] 


ectric Corpor: 





HYDRAULIC 
BRAKE 


1100 


is unexcelled - use in trucks 


The man behind the wheel is sure to like 
Wagner Lockheed No. 21-B Hydraulic Brake 
Fluid, because it is made for extra heavy-duty 
service. It stands up even under the toughest 
operating conditions. 

It is chemically balanced. It functions under 
conditions of great heat, yet remains efficient 
in sub-zero weather. 

It amply lubricates the brake system, but 
does not corrode metal parts in the system, 
and it does not cause rubber cups and hose to 


swell. 


This proven heavy-duty fluid will not boil 
off when great heat is generated in down- 
hill braking and, it will not form a vapor 








“pocket” when heat from the drum and lining 
is transmitted to wheel cylinder. 21-B is a 
premium fluid for premium performance in 
heavy-duty vehicles — there isn’t a safer brake 
fluid on the market. Available in quart, gallon, 
5 gallon, 30 gallon and 54 gallon containers. 


No. 21-B is available through a Wagner 
jobber near you. He can also supply genuine 
Wagner Hydraulic Brake Parts and Wagner 
CoMaX Brake Lining. For details on complete 
line write us for Catalog AU-500. And remem- 


ber, you can depend upon Wagner quality 


manufacturers. 


Wagner Electric Gorporation 


6393 Plymouth Ave., St. Louis 14, Mo. 
(Branches in principal cities in U. S. and Canada) 


the best known 


natne in brake service 


because Wagner products are used as original 
equipment by automobile, truck and trail : 


REFILL 
*REPLACE 


@RELINE 
with genuine 
Wagner Products 
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|nounced the appointment of Ed 
Gray, E. S. Schulze, and William 
Pasma to the newly created posi- 
tions of regional managers. 
E | Gray has served two years as 
=i | assistant sales manager. Pasma is 
Norwood, sales manager of the re-|4 former zone manager in Indian- 
placement sales division of Sealed apolis, and Schulze was former 
Power Corp., Muskegon, has an-|manager of the New York district. 


for LOWER OPERATING COSTS 


Sealed Power 
Promotes Three 
MUSKEGON, Mich. John 















* SAVE FUEL 
* PREVENT LUGGING! 


* REDUCE WEAR 
with Soeoe 


Z/ __ ELECTRIC 
7 TACHOMETERS 


Every engine has a speed range where 
horsepower and fuel consumption are most 
efficient and economical. Leading fleet 
operators report a substantial savingin 
fuel, maintenance costs and increased 
safety by having drivers operate in this 
R.P.M. economy range. Sun Electric Tach- 


* 


FOR CARS, TRUCKS, 
TRACTORS & BOATS 


* NO DRIVE CABLES 

+ EASY TO INSTAL ogg 
© BLURENATED CIAL available for gasoline engines in any speed 
* SENSITIVE range up to 7,000 R.P.M. Write for name 
* ACCURATE of your local distributor and complete data 


EASY TO READ sheet TODAY! 


* 


Manufactured and Guaranteed by 


SUN ELECTRIC CORPORATION 


INSTRUMENT-TACHOMETER DIVISION 


— 6327 Avondale Avenue 


Chicago 31, Illinois 
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Spot Parts Shortages 
Service Rise 


(Continued from Page 1) 


Good Mechanics in Demand .. . 





Follow 


|work is eating into stocks of both| some shortage of sheet 


metal 


major and minor repair parts. They| parts for body work. Some heavy 


say it appears to be the determina- | 


ition of motorists here to keep their 
|present cars running as long as 
| possible no matter what repairs are 
| necessary. 

Some dealers say they are having 
ito turn to salvage firms for such 
|items as door panels and fenders. 
|There is already a shortage of me- 
|chanics, and fear that the shortage 


| will become acute.— (Sam X. Hurst.) 
* * * 


Wamego, Kans. 
VERY automobile dealer here 
reports service volume good. 
Some dealers say they are running 
two to three weeks behind on de- 
mand for work. One dealer says 
he has to turn away business. 

All dealers say they could use 
more mechanics, but don’t know 
where to find them. 

The situation on replacement 
parts is described as “not too 
healthy.” One dealer said his need 
for more overdrive and transmis- 
sion gears was acute.—(George M. 
Hunholz.) 


* * * 


| Birmingham, Ala. 
j ey service picture here is said 

to be somewhat static, dealers 
reporting that volume is merely 
holding to normal levels. 

One or two dealers reported a 
slight slackening in the past week, 
but this was blamed on_ the 
weather. 

Replacement parts are said to 
be in satisfactory supply with a 
very few exceptions. There is 
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offer this tested and proved Hoist nationally! 


Extensive field experience on over seven hundred hoists now 


and workmanship ! 


every dealer with a liberal, effective Co-operative Advertising 


Profit Bandwagon ! 


WIRE OR PHONE COLLECT! 


Timberlock Corporation 





TIMBERLOCK «3337 
Eleetrie Hydraulic Underbody Hoist! 


This is our First Anniversary! One year ago, TIMBERLOCK CORPORATION introduced the 
amazing new TIMBERLOCK ‘'333"' Electric Hydraulic Underbody Hoist. In the past year, 
over seven hundred ‘‘333"' Hoists have been put in the field. The rough field use given 
the Hoist has well established the merit and dependability of ‘‘333"'. Now we are ready to 


UNCONDITIONALLY GUARANTEED! 


The finest all purpose Hoist selling at the lowest price, TIMBERLOCK ‘'333"’ has one-man 
operation, by push-button, from the cab or rear. Two batteries operate powerful electric 
motor, solve winter starting problems, add greater reservoir of power to truck electrical 
system! Rated at seven ton capacity, “‘333"' readily handles larger loads at slower speeds. 


pendability. And ‘'333"' is UNCONDITIONALLY GUARANTEED as to quality of materials 


DEALERS NOW MAKING GOOD MONEY! 


Electrical operation and low cost makes “'333"' Hoist a popular seller. Hundreds of Dealers 
have made extra profits the past year selling TIMBERLOCK ‘‘333" HOISTS! A year ‘round 
selling item, dealers find a ready market during winter months. And TIMBERLOCK backs 


Dealer Franchises open. Here is your opportunity to get aboard the TIMBERLOCK “333” 


*..., | Ships 
& 





in use prove complete de- 


Plan! There are still several 





I ohasime be coksl-joloyacotsleyeMe aropbehoycel-sats 


Hastings 





Nebraska 


truck parts are none to plentiful 
either. 

However, although volume _ is 
merely normal, dealers say that a 
good deal of the repair work which 
is being done is being ordered by 
customers because of higher prices 
on new Cars, 

No shortage of mechanics exists 
at present in Birmingham garages, 
but dealers are apprehensive that 
one might develop when local firms 
get to turning out defense goods 


in greater volume.—(Stuart Riddle.) 
* * * 


Chicago 
pyrene said they have reaped 

a harvest of service volume in 

the heavy snows which crippled 
this city. Business in the backshop 
reportedly is up sharply over No- 
vember levels. 

Service managers say the influx 
is all the more notable because 
normally service demand slackens 
during the Christmas holiday 
period. 

They say there has been a 
particular increase in demand for 
engine replacement and overhaul 
jobs, and added that higher new- 
car prices might be _ inspiring 
such work. 

Few Chicago dealers are doing 
any immediate worrying about re- 
placement parts stocks. 

One dealer said his service vol- 
ume is running double what it was 
last year, but he attributed this 
to a promotional program stressing 
preventive maintenance work. 

There is no concern in Chicago 
over a shortage of mechanics. Car 
washers are said to be the only 
type of shop personnel difficult to 
hire and even more difficult to 
retain.—(Mel Adams.) 

* * * 


New York 

wERVICE business here report- 

edly has been very active for 
the past few months. It is running 
above average in nearly all dealer- 
and independent garages. 
However, dealers think it is only a 
temporary situation. 

So far, dealers say they have 
experienced no difficulty in get- 
ting enough parts, although they 
say they hear some parts are 
short in other localities. 

The most recurrent service prob- 
lems is said to be radiators, and 
hunting down the trouble, dealers 
complain, takes time and aggra- 
vates everyone involved, particu- 
larly the customer. 

However, the average customer is 
said to be a more patient fellow 
than usual, He is_ particularly 
anxious, dealers say, of keeping 
his car in good shape for the un- 
certain future.—(Ed Brown.) 

* * * 
Seattle 

~ERVICE volume is reported up 

Over year ago levels in nearly 
every dealership, with most of the 
increase coming from general re- 
pair work. 

Service managers say there is 
less money on the average repair 
ticket, but that an _ increased 
number of jobs has brought over- 
all volume well ahead of year ago 
marks. 

The parts supply situation is 
reported good, although some diffi- 
culty is met in getting sheet metal 
parts. Things reportedly were 
“rough” on the parts front four or 
five months ago, but supply has 
improved since then. 

Dealers report no trouble in get- 
ting mechanics. Some mechanics 
have been drafted and others have 
switched to defense work, but so 
far replacements have been made 
without too much difficulty.—(D. M. 
Trepp.) 


* * 


Jefferson City, Mo. 
Cyynass are taking better care 
of their cars, and of all the 
car-owner classifications here, rail- 
road men head the list, reports 
E. L. Sheppard, service manager 
for Slater Motor Co. (Dodge-Plym- 
outh). 
Car owners are recognizing that 





it pays to accept a service depart- 





Gets Ford's Citation— 


The Ford Four-Letter Award has been 
made to Telluride Motor, Provo, Utah. Paul 
D. Vincent (left), general manager of the 
dealership, receives a pin from H. H. 
Reiser, Salt Lake City district manager. 
The presentation took place at a banquet 
for Telluride workers. 





ment’s recommendations when 
bringing in their vehicles for a 
check. Only in rare instances, it is 
said, does resistance meet a finally 
itemized bill. 

Although service sales are 
going well, sales of accessories 
have hit the bottom of the barrel. 
Some new cars are being deliv- 
ered without any item of optional 
equipment, unless the customer 
specifically orders. 

Dealers blame Regulation W for 
accessory sales being down. They 
say customers have a hard enough 
time meeting terms for the car 
itself. 

Some customers profess plans to 
buy accessories later for cash, but 
seldom do.—(L. H. Houck.) 


* * * 


Pittsburgh 
pews say service volume is 
holding up well, with a parts 
supply adequate to satisfy demand. 
Service managers say major repair 
work is down, minor repair 
work up. 

Explanation for decline in major 
jobs is that motorists here are 
delaying service plans until time 
for state inspection. 

Small neighborhood dealerships 
claim the greatest increase in 
service volume. Some of the 
larger deals say business is down 
in the backshop from year ago 
levels. 

Situation on mechanics is said 
to be getting tight. Many dealers 
say they could use the services of 
one or two more repairmen, but 
they are thankful that most of 
their good men are seeing fit to 
stay put.—(Leon M., Leffingwell.) 


GM Names Three 
In Research Lab 


DETROIT.—Three major admin- 
istrative changes in General Mo- 
tors research laboratories have 
been announced by Charles L. Mc- 
Cuen, general manager of the divi- 
s10n. 

Named assistant general man- 
ager is Alfred L. Goegehold, former 
head of the research metallurgy de- 
partment. He succeeds E. V. Rip- 
pingille sr., who will retire. 

Dr. Robert F. Thomson will suc- 
ceed Boegehold as head of the 
metallurgy department. 

Cleveland F. Nixon, director of 
process development for the Tern- 
stedt division, will head the elec- 
tro-chemistry department, succeed- 
ing William M. Phillips. 


‘Fire Hazard’ 
Sidewalk Gas Pumps 


Banned in Ontario 


TORONTO.—The sidewalk gaso- 
line pump and the visual measure 
pump, long familiar to Ontario mo- 
torists, will disappear early in 1952. 

There are still approximately 100 
of them left in Toronto and over 
1,600 throughout the province in 
front of village general stores and 
hardware or grocery stores. 

J. D. Millar, deputy minister of 
highways, said all licenses will be 
cancelled because the pumps cause 
traffic tieups and are “the greatest 
fire menace ever invented.” 

The gasoline handling act passed 
in 1936 required oil companies to 
replace all visual measure and 
curb pumps within 11 years. How- 
ever, due to the war, the period 
was extended to Jan. 2, 1952. “As 
far as we are concerned there will 
be no extension this time,” said 
Millar. “Every one must be re- 
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In the Letterbox 








(Continued from Page 4) 


taste in the mouth of both labor 
and capital up in Seattle. 

With the curtailment of limited 
working hours when they could be 

ling most cars; the strict con- | 
ol of the salesman and what they | 
have to sell; the utter disregard for 
» privacy of the firm’s business 
offices; it seems that Mr. Rohan 
isn’t such a “good boy” after all. 
No dealer up in Seattle would dare 
come out and say he dislikes Mr. 
Rohan’s union. Any one of them 
know that the business would be 
better and earnings increased both 
for management and salesman the 
day that his powerful dictatorial 
union is destroyed.—- Name WiItTH- 
HELD. 


* * * 


Blames Factories 

After reading the article, “Shock- 
ing Public Attitude Toward Auto 
Dealers Revealed by NADA”: 

I have been a motor car dealer 
for 23 years and agree with the 
article. I think I can give you the} 
answers to some of these problems. | 

In the first place, to get a deal- | 
er, the manufacturer will give a 
franchise to someone without 
business judgment, but who will | 
sell or trade to make a day’s | 
wages, and his deals are shady. | 
He never has an honest set price | 
on cars, parts or labor and no 
service on the new car he sells. | 
Other lines of business are op- 
erated by businessmen in a busi- 
ness way. 

These conditions exist because of | 
the type of franchise handed the} 
dealer. It is up to the manufacturer 
to have automobile dealers the pub- | 
lic respect and think of as honest | 
businessmen, instead of chiseling | 
traders. | 

One thing that creates disrespect | 
is open territory, with no protection | 
to the dealers with good business | 
judgment. Parsons with 16,000 peo- 
ple has five used-car dealers who 
handle all makes of new cars and | 
have no service department. The 
prices are cut on the car and im- | 
mediately cheapens the product. 
When the buyer needs new-car 
service, the first place he goes is 
to the authorized dealer, who has 
an inventory of $25,000 to $50,000 
worth of parts and $15,000 in shop 
equipment to take care of manufac- 
turer’s new-car troubles. 

I wonder if the automobile 
manufacturers would be pleasant, 
happy and congenial to spend 
their time and money to service 
a new car they had not sold. 
When the manufacturer cleans up 
his own front yard and gets hon- 
est, legitimate businessmen _ to 
handle their products and allows 
the dealers an honest allowance 
for new-car service, the attitude 
of the American people toward 
the dealer and the manufacturer 
will change. 

General Motors were the first to 
start and now all the rest follow 
with the same kind of a franchise. 
Most people dislike an automobile 
dealer than any other man selling 
merchandise. It is 100 percent the 
fault of the manufacturer in not 
selecting the right businessman to 
handle their products. KANSAS 
DEALER. 





o * . 


Look at Customer | 

Read with interest your article | 
entitled, “Shocking Public Attitude | 
Toward Auto Dealers Revealed by 
NADA.” I am inclined to agree 
with you that this attitude is prev- 
alent among most people, and it 
is quite possible that a minority of 
new-car dealers have brought on 
this attitude. 

However, in all fairness to the| 
vast majority of dealers who strive | 
to maintain their business on a 
platform of integrity and extend 
themselves in every possible man- 
ner to invite the return of each| 
and every customer, real or poten- | 
tial, I feel it only proper to present | 
another aspect to this story; a/| 
Story that perhaps should be en-| 
titled “Public Attitude Shocks New | 
Car Dealers.” 

Let us first start with one 
basic premise; that the average 
dealer is another man the same 
as you and I, honest and indus- 
trious, whether in the automo- 
bile business or any one of a hun- 
dred others. The average business 
man realizes that he must not 
only sell new customers but also 
maintain the respect of those he 


| has sold to keep up the all im- 


portant repeat business. 

This factor alone will discourage 
any dishonesty from the _ service 
for we all realize that, on a dol- 


lar basis, the small profit gained | 


from _— service be 
tempting in 
possible car sale in the offing, and, 
of course, good honest _ service 
keeps our customer returning and 
eventually provides us with the 
first opportunity to resell him. 
Let us now look at the average 
customer coming in to look at a 
new car or a used car. A few cus- 
tomers may voice their distrust and 
some may even be abusive, but the 


would hardly 


|majority if they do have any mis- 


givings, hide them. The former 
should be expelled immediately for 
they are good to no business man. 

We like to feel that the latter 
come into a dealer the same as they 
would into any other business. The 
normal dealer or salesman wines 
and dines the customer—caters to 
his every whim — spends extra 
money to trade off a car in order 


comparison with the} 


| ; ; 
| to satisfy the customers wishes as | shocked customers and a goodly | cars as they had to years ago; let 
jto color and upholstery and trans-| proportion of them expect long | them act no differently than in an 


| mission. 
Finally, the trade is made, The 
dealer now looks the car over 
| again and finds he must forget 
that before, when he looked the 
car over, it contained a radio, 
wore a mirror and had a beauti- 
ful spare in the trunk. What 
happened to these accessories? 

Does the customer fret because 

the dealer with the high trade 
cost still has to recondition this 

used car and sell same for often 
many hundred dollars less than 
that allowed for it? 

Most customers will rob a car, 
and many are supposedly of a high 
caliber. Is there any other busi- 
ness where these people will take 
|such unfair advantages without 
| being hauled before a court of law? 
| Why they even stoop to pick up a 
mechanic’s screw driver or wrench 
without feeling any pangs of guilt. 

Let us also look at the customer 
who wants to “chisel” in on some- 
one else’s business, i.e. during scar- 
cities. They want to be in business 
without dealer’s headaches and dur- 
ing bad times they would like to 
buy a car cheaply to trade in for a 
much higher price than they paid 
for same. How many dealers go 





bankrupt because of these same 





term credit and many 
pay their bills? 

I feel that perhaps a survey 
of the dealers should be taken to 
find out what percentage of cus- 
tomers are good, and NADA 
should present these facts to the 
public, Here is a business born in 
filth and squalor and remaining 
so because no one has gotten to 
the root of the trouble—the buga- 
boos of yesteryear are still haunt- 
ing one of the largest businesses 
in the world. 


Let people dispose of their own!|dealer by Pontiac. 





won't even | average department store anywhere 


jin this great nation of ours; let the 
|average public take an interest in 
the man with whom he is doing 
business and his entire attitude will 
change. NADA knows these things 
| perhaps they should be publicized. 


Lewis Kapian, Secretary, Arena 
Motors, Ine. (Nash), Providence, 
i 


Black Motor Honored 


Black Motor Co., Harlan, Ky., 
| has been selected as a Hall of Fame 


THE EXTRA-COMFORT SEAT CUSHIONING 
IN THE NATION'S LEADING CARS 
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AUTOMOTIVE RESTFOAM SALES. 
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Hit 
Production 
Schedules 


on the 





“TALK To 


Bendix 


MOST TRUSTED NAME IN 





Nose! 











production line two weeks . . . two 
late can raise hob with your schedules 
profit. Certainly the car will run with- 


"If you expect me to put radios 
in those cars out there, we'd 
better get a supplier who can 
get sets here on schedule." 


"0. K. Let's talk to Bendix. 
They've got the fastest pro- 
duction line in the industry." 













methods are patterned after your own. 
they can be geared to even your 
. Phat’s because Bendix—long 
ing automotive supplier— understands 
and knows how to put that knowledge to 
live industry. As for quality . . . Bendix* 
performance-tested on the cars of one of 
manufacturers. Their record for trouble-free 


*REG U.S. PAT. OFF 
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Used-Car Auction Prices 





LOS ANGELES 


Auto Auction. Sale every | BUICK—’51 Super Riviera coupe, $2,375*; 
Thursday at San Gabriel, Special 4-dr., $2,035. °50 RM Riviera 
Calif, Prices are for sales” of Dec. 18-20.) coupe, $2,160*; RM Riviera 4-dr., $1,- 








Market Trend 


The beginning of a new year brought no end to the decline in used- 
i as last week saw the overall average drop $18 to $846. In 
week of 1951, the average rose $15 to $845. 

It was a case of “the later the model, the greater the drop” last week. 
The greatest drop was in ’5ls which fell $89. Other losses were: ’50s, 
$34; ’49s, $17; ’48s, $17; °47s, $9, and ’46s, $7. 

Prewars bucked the general trend by advancing in price as ’42s 
pick up $21 and ’41s gained $3. It was a slow week in general for 
used cars as the holidays and bad weather slowed down activity 


There was a drop in the percentage of cars sold at various auctions. 
Of the 609 entries at five auctions last week, only 330, or 54 percent, 
were sold. In the preceding week at the same auctions, 446, or 63 
percent, of the 712 entries were sold. 

Prices marked with an * indicate a unit equipped with 


automatic transmission or overdrive. 


cars were definitely off.) 





Trainor 








O HELPER SPRINGS 
O BUILD-UP KITS 


Safety points to spring protection. When a driver 
must increase his load beyond the rated truck 
capacity, he needs Trainor Helper Springs or 
Build-Up Kits for safety insurance. 


Trainor Helper Springs, installed on 2 to 1 
ton trucks, will carry safely as high as 2,250 Ibs. 
additional weight. Trainor Helper Springs are 
heat treated and individually load tested, and 
brackets are of alloy spring steel. 


Trainor Build-Up Kits reinforce the main and 
helper springs on 1% to 3 ton trucks; extra leaves 
support each main and helper spring, protecting 
the chassis and tires and guarding against break- 
down, 


Make Trainor Helper Springs and Build- 
Up Kits available to your customers with every 
truck you sell—increase his carrying capacity, and 
increase your profits. 


Write for complete information. 


Brauches ta: 
CINCINNATI 
COLUMBUS 
INDIANAPOLIS 


(Good prices for clean cars but rough 


710*. °49 RM conv., $1,510*%; Super 
sedanet, $1,325; conv., $1,240. '42 Super 


| conv., $350 
CADILLAC 51 Coupe de Ville, $4,380*; 
(62) 4-dr., $3,550*. '50 (61) club coupe, 


$3,225*. °49 (62) 4-dr $2,240*, $2,195* 
club coupe, $2,140*. '41 (62) conv., $680. 


CHEVROLET—'50 conv $1,450* "49 
conv., $1,250; SL Deluxe 2-dr., $1,150; 
FL Special 4-dr., $1,105; SL Special club 
coupe, $935. '47 FL aerosedan, $920; FM 
club coupe, $760; SM club coupe, $750; 
4-dr., $590 

—— R 49 Windsor club coupe, §$1,- 

DeSOTO "50 Deluxe club coupe, §$1,570* 


"42 conv., $415* 

DODGE—’48 Custom club coupe, $955. °'47 
Custom 4-dr., $775 

FORD—’51 conv., $1,860*; Crestliner, $1,- 
800*. °50 Custom (8) 4-dr., $1,400; 
conv., $1,385; Custom (6) 2-dr., $1,195*. 
'49 Custom (8) conv., 2 at $1,150*, $1,- 
150; club coupe, $1,150, $1,005, $1,110; 
2-dr., $1,025; Deluxe (8) 2-dr., $1,050; 
4-dr., $920; %-ton pickup, $750. '47 SD 
(8) club coupe, $850; 4-dr., $715. '46 SD 


(8) 2-dr., $660; station wagon, $655. | 


'42 business coupe, $280. 
| FRAZER—’51 Vagabond, $1,520°*. 
| HUDSON- "47 Commodore (8) 4-dr., $525* 
| ME RCURY—’50 club coupe, $1,640*. 
| SH—’51 Rambler Custom conv., $1,435. 
OL :DSMOBILE ~"42 (78) club sedan, $175*. 
PACKARD—’50 2-dr., $1,130*. 
PONTIAC—’51 (8) conv., $2,290%, $2,275°*. 
"49 Chieftain. (8) 4-dr., $1,395*; SL (8) 
4-dr., $1.230*. 
STUDEBAKER —'51 Commander (V-8) 
conv., $1,825*. 
WILLYS—'47 station wagon, $605*. 


EBENSBURG, PA. 


(Ebensburg Auto Auction Co. Sale every 
Thursday. Prices are for sale of Dec. 27.) 

(Retail activity is down, but prices 
leveling off. Sold 36 units out of 52 
offerings.) 

BUICK—’49 Super sedanet, $1,145, $1,065. 
’47 Super 4-dr., $750. °41 Century se- 
danet, $135. 

CADILLAC—’51 (62) conv., $3,410°. °'48 
(62) 4-dr., $1,575 

CHEVROLET—’50 FL Deluxe 2-dr., $1,- 
305; SL Deluxe 4-dr., $1,175. 49 FL 
Deluxe 2-dr., $1,040, $975; SL Deluxe 
2-dr., $1,000, $960. °48 FM 4-dr., $755; 
2-dr., $775. ‘°47 aerosedan, $735; SM 
2-dr., $725. °40 SD 4-dr., $350. 

DODGE—’47 4-dr., $600. 

FORD—’51 Custom (8) 2-dr., $1,650*. °50 
Custom (8) 2-dr., $1,065. ‘49 Custom 
(8) 4-dr., $895; (6) 2-dr., $800. 

MERCURY—’'49 4-dr., $975. 

OLDSMOBILE—’48 (78) sedanet, $840. 

PACKARD—'50 4-dr., $1,000. 

PLYMOUTH—’50 SD 4-dr., $1,245. °'49 SD 
4-dr., $955, $855; Deluxe 4-dr., $1,000. 

PONTIAC—'50 (8) 2-dr., $1,310. °'46 (6) 
sedanet, $680. ‘40 (6) 4-dr., $250. 

STUDEBAKER — ‘47 Land Cruiser 4-dr., 


$610. 
WILLYS—’48 station wagon, $625. 


MASON CITY, IA. 


(Lapiner’s Car Auction. Sale every 
Wednesday. Prices are for sale of Dec. 
26.) 

(Retail activity was good, attendance 
small. Sold 57 units out of 89 offerings.) 
BUICK — '50 RM Riviera 2-dr., $1,805*; 

Super 4-dr., $1,525. ‘47 RM 4-dr., $600. 

’40 Special 4-dr., $165. 

CADILLAC—’51 (62) club coupe, $3,700*. 
CHEVROLET—’51 SL Deluxe 4-dr., $1,- 

650*; %-ton pickup, $1,085. '50 SL De- 

luxe 2-dr., $1,290. 

CHRYSLER—’47 Royal 4-dr., $595. 
DeSOTO—’48 Custom 4-dr., $810. 
DODGE—’47 Deluxe 2-dr., $630. 
FORD—’51 Custom (8) conv., $1,680*. '50 

Custom (8) 4-dr., $1,240*. 
HUDSON—’48 Super (6) 4-dr., $760*. 
KAISER—’47 4-dr., $210, $300, $315. 
MERCURY—'46 conv., $515. 

NASH-—’50 (600) 2-dr., $905. "41 (600) 
club coupe, $50. 

OLDSMOBILE—’47 (98) 4-dr., $725. 

PLYMOUTH—’51 — 4-dr., $1,450. 

’50 SD 4-dr., $1,095 
MISCELLANEOUS—’ 46 International 2- 
ton wrecker, $850. 


ALBANY, N. Y. 


(Tim Anspach’s Dealers Auto Auction. 
Sale every Monday. Prices are for sale of 
Dec. 24.) 

(Prices even with previous weeks but 
very few cars offered at pre-Christmas 
sale. Sold 28 units out of 38 offerings.) 
BUICK—’50 Special sedan, $1,300, $1,320. 

48 RM sedan, $850. °47 Super conv., 

$760. ’41 Special sedan, $270. 

CHEVROLET—'51 SL Deluxe sedan, §$1,- 
600*. '49 FL Deluxe sedan, $900. '46 
SM sedan, $550. 

DODGE—’51 Coronet sedan, $1,875*. °49 
Coronet sedan, $1,220. '48 %-ton panel,, 
$420. '47 Custom club coupe, $720. 

FORD—’49 Custom (8) — $905, $885. 
’47 (8) station wagon, $60 

LINCOLN—’46 4-dr., $550. 

NASH—’51 Rambler suburban, $1,450. °47 
Super (600) sedan, $450. '46 Super Am- 
bassador sedan, $470. 

OLDSMOBILE—’39 4- -dr., $160. 

PLYMOUTH—’46 SD sedan, $655. ’41 De- 
luxe sedan, $150. 

STUDEBAKER—’51 Commander _ sedan, 
$1,315. °48 Champion sedan, $760. '47 
Champion sedan, $600. 


DENVER 


(Denver Auto Auction, Inc. Sale every 
Tuesday at Littleton, Colo, Prices are for 
sale of Dec. 18.) 

(Prices steady and buying very active. 
Sold 171 units out of 241 offerings.) 
BUICK—’51 RM _ sedan, $2,365*; Super 

Riviera coupe, $2,305* Super sedan, §2,- 

150*. '50 Super sedan, $1,435*, $1,720*, 

$1,800*; Special sedan, $1,070*, $1,335, 

$1,405*, $1,410*, $1,425*. '49 RM sedan, 
$1,000*, $1,010*, $1,120*. 

CADILLAC—’51 (62) sedan, $3,500*, $3,- 
510*, $3,600*, $3,650*, $3,695". °50 (62) 
sedan, $2,800*, $3,175*. '49 (61) sedan, 
$2,310*. 

CHEVROLET—’51 FL Deluxe sedan, $1,- 
540, $1,565, $1,600, $1,605, $1,645, $1,- 
690*; pickup, $1,400, $1,405, $1,450. °50 
Bel-Air, $1,470; SL Deluxe sedan, $1,- 
300*, $1,315*, $1,325, $1,345, $1,350, $1,- 
080, $1,240, $1,255, $1,260 $1,300. °49 
SL Deluxe sedan, $980. '48 FM sedan, 
$790, $810, $830, $845, $890, $900. '47 
SM sedan, $670, $705, $725. '41 sedan, 
$160, $165, $195, $210, $390. 

CHRYSLER—’51 Saratoga sedan, $2,665*; 
Windsor sedan, $2,000*. '50 Royal sedan, 
$1,445*, $1, 550°, $1,580*. '°48 NY sedan, 
$825*. °47 Windsor sedan, $575*. 

DeSOTO—’'52 Custom sedan, $2,330°. '51 
conv., $2,055*. °50 Custom oo. $1,- 
430°. '49 Custom sedan, $1,27 

DODGE—’'47 1%-ton truck, 3570. “vas half- 








ton PV pickup, $405. 





FORD—’51 Victoria, $1,770, $2,200*; conv., brook sedan, $1,400, $1,490, $1,110, $1, 
$1,825; Custom (8) sedan, $1,555, $1,- 160, '49 suburban, $1, 210, $1,220, $i, 300 
775, $1,780*; pickup, $1,305; $1,355; $1,- SD sedan, $800, $910, $935, $940, $985 
425. '°49 Custom (8) sedan, $1,000, $1,- $1,150. 

005, $1,020; Deluxe (6) sedan, $800. ‘48 | PONTIAC—'51 Chieftain (8) sedan, $1, 
(8) sedan, $710, $775 765*, $1,800*, $1,815*. ‘49 Chieftain (8 

FRAZER—’51 sedan, $1,435*. '49 sedan, | sedan, $1,205*, $1,210*, $1,240", 
$615*. sedan, $700. 

HUDSON—'50 Pacemaker sedan, $1,035*. | STUDEBAKER—’51 Champion sedan, §$ 
'49 Super (6) sedan, $950*, $1,095*. ‘48 370*, $1,575*. '50 Champion sedan, $995* 
Super (8) sedan, $705. | §$1,000*, $1,035*, $1,050* 

eee, 6086. sedan, $1,415* 49 sedan, | wire _'52 ann pee, 5 $1, -.., 
pty feet station wagon, ,050*, 5 

LINCOLN—"49_ sedan, $1,005", $1,060", | +49 half-ton pickup, $795; station wagon 


$1,080. '46 Continental conv., $1,400*. 


MERCURY—'51 sedan, $1,906", §2,015*, | fore 
$2140" "50 sedan $1.480%. $1:460"" $1,, | MISCELLANEOUS—'51 GMC %-ton pick 


480° °49 sed 925, $1,010. $1,070. '46| UP, $1,525; GMC half-ton pickup, $1,420 
a | '50 GMC half-ton pickup, $920. 
NASH — '51 Ambassador sedan, $1,590*. | 
49 (600) sedan, $815*. '46 (600) sedan, | VALDOSTA, GA. 
$355. '41 Ambassador sedan, $230*. | x 3 
OLDSMOBILE—'51 (98) sedan, $2,130°, (Tom Hewitt Auto Auction. Sale every 
$2,185". '50 (98) sedan, $1,655*, $1,- | Friday. Prices are for sale of Dec. 
705*, $1,755*; (88) sedan $1,545", $1.- | (Sold 41 units out of 150 offerings.) 
550°, $1,610", $1,625 49 (98) sedan, | BUICK—’51 Super Riviera 4-dr., $2,080* 
$1,235*, $1,245*, $1, sabe. "48 (78) sedan. at apa 4-dr., $1,350. '49 Super 4-dr. 
750*, $800*, $820*. '47 (98 dan, Togs 
erio°” Steee,’ $ ; ) sedan. | CHEVROLET—'51 SL Deluxe 4-dr., 
PLYMOUTH—'51 Belvedere, $1,835; Cran- | (Continued on Page 37, Col. 1) 








OPERATING 
go" LOW INs EFFICIENCY! 
“LATION cost‘ 
Kent-Moore 


MONOXIVENT 


EXHAUST ELIMINATING FIXTURES 





Nothing quite like the Kent-Moore J 2980 
MONOXIVENT Set for effectively ridding 
a service department of toxic carbon 


h ® 


monoxide! Designed for use with underfloor exhaust eliminating systems, 
it features a special tailpipe adapter, an asbestos-packed flexible tubing 
3 2980 of durable stainless steel, and a virtually airtight floor outlet assembly. 
Provides quick, convenient, positive connection between car and under- 
floor duct, disappears completely below floor level when not in use. Fully 
protected from damage. Can't get lost or “‘borrowed’’. And the floor 


outlet assembly is readily installed in upturned *‘Y” in duct main. . . 


individual “T's” or branch ducts required. Assures more efficient, long- 
life operation at a minimum cost of installation. Write today for details. 
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KENT-MOORE ORGANIZATION, inc. 


GENERAL MOTORS BUILDING ¢ DETROIT 2, MICHIGAN 





Engineers and Manufacturers of Special Sales and Service Engineering Represent- 
Automotive Service Tools and Equipment atives in Principal Cities Coast-to-Coost 








",..the service emblem that 
brings the new cars I sell 
back to me for servicing..." 











You can bring those new cars back for servic- 
ing by installing a St Service emblem on every 
new car that leaves your sales floor. Here’s why ,, 





@ It’s a constant reminder to your cus- 
tomer that he will get friendly, better serv- 
ice from you... 


@ It tells your shop personnel here is a 
new car customer...one who deserves top 


notch courtesy and service... There is no substitute for 


@ it tells the second and third owners STEMAC QUALITY and 
they can get authorized parts and service 
from you... 

@ it tells thousands of other motorists 
and pedestrians you proudly place your 
reputation back of the car you sell... 


Mail Coupon for FREE Sampies 





Stemac Service Emblem to you for FREE inspection 


and comparison. We want you to see why leading more readability. EASILY IN- 
---will not come off... 


new cor dealers the nation over have chosen Stemac STALLED 
as the service emblem to represent them once the car ‘ = 
has left the sales floor. has life-of-the-car durability. 


,--STEMAC co. 2407 15th Street, Denver, Colorado .. —.— —-= 


$625*. '48 Jeep, $465. '47 Jeep, $415. 
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ALL NEW METAL gives flexibil- 


ity to mount on curved surfaces. 
We'll gladly send an actual sample of this quality CLEAN CUT die cast letters give 
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Hi Gentlemen: SURE, I'm interested in bringing back my ny 4 car customers po regular 
| service. Please send FREE typical Stemac Service for parison. 
! FIRM NAME 

ADDRESS. 

1 city. ZONE___STATE 

I BY. TITLE 


SEE STEMAC'S SERVICE EMBLEM DISPLAY 
AT THE NADA SHOW BOOTHS 145-146 
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Used-Car Auction Prices 





(Continued from Page 36) 


70, $1,580*; FL Deluxe 2-dr., $1,390; 
el-Air, $1,775*. °50 conv., $1,300; sta- 
on wagon, $1,525; FL Deluxe 2-dr., 
1,275, ’°49 SL Deluxe 2-dr., $975. ’ 
FL aerosedan, $950. '47 FM 4-dr., 
10 MD 2-dr., $260. 

CH RYSLER—'47 NY 4-dr., $400. 

DeSOTO—’49 Custom 4-dr., $950. 


. 45 
$690. 


FORD—’51 Custom (6) 2-dr., $1,335; Cus- | 


tom (8) 4-dr., $1,785; club coupe, $1,635, 
$1,600. ’50 business coupe, $1,040; Crest- 
ner, $1,425; Deluxe (8) 2-dr., $1,170. 
49 station wagon, $775. '47 SD (8) club 
coupe, $760. '46 Deluxe (8) 2-dr., $650; 
conv., $720. 

KAISER—’51 Henry J Deluxe 2-dr., $795, 
$775. 

MERCURY—’'40 club coupe, $120. 

OLDSMOBILE—’51 (98) 4-dr., $2,225. '50 
(98) 2-dr., $1,590*. "47 (78) 2-dr., $510. 

PLYMOUTH—’51 Belvedere, $1,900. 

PONTIAC—’50 (8) conv., $1,575*. 


HORSEHEADS, N. Y. 


(Horseheads Auto Auction. Sale every 

Friday. Prices are for sale of Dec. 28.) 
UI "49 Super 4-dr., $1,350*; RM 
4-dr., $1,270*. '47 Super 4-dr., $700. '41 
Special 4-dr., $240. 

CHEVROLET—’51 Deluxe 4-dr., $1,605*. 
"50 Deluxe 4-dr., $1,210. °49 Deluxe club 
coupe, $960. °'48 aerosedan, $920. '47 
SM sedan, $700. °'46 SM sedan, $515. 
‘41 MD club coupe, $275. 


CHRYSLER — ‘48 NY sedan, $910. °46 
Windsor club coupe, $700; NY club 
coupe, $635. 

DeSOTO—’47 Deluxe 4-dr., $770. 





DODGE—’51 Coronet sedan, $1,710*. 

FORD — ‘49 Custom (8) sedan, $1,000, 
$955; conv., $930; Custom (6) sedan, 
$825, $740. '46 SD (8) sedan, $585. °40 
Deluxe (8) sedan, $175. 

MERCURY—’'46 sedan, $675. 

OLDSMOBILE—’48 (68) club coupe, $805*. 
’47 (68) sedan, $525*. 

PLYMOUTH—’48 SD sedan, $825. '42 SD 
sedan, $240. 

PONTIAC—’51 Chieftain (8) sedan, §$1,- 
895*. '46 SL (8) sedan, $560. 

WILLYS—’48 panel, $385. °47 Jeep pick- 
up, $560. 

MISCELLANEOUS—’49 British Austin se- 
dan, $370. '48 International pickup, $430. 

AMARILLO, TEX. 

(Amarillo Auto Auction. Sale every Fri- 
day. Prices are for sale of Dec. 21.) 

(Demand a little weaker because of 
holidays. Sold 175 units out of 280 offer- 
ings.) 

BUICK—’51 Super 2-dr., $2,215*; Riviera 
coupe, $2,215. ’50 Super Riviera coupe, 
$1,665, $1,765*; Super 4-dr., $1,585. ’49 
Special 4-dr., $1,135; 2-dr., $1,095. °47 
Super 4-dr., $695. 

CADILLAC—’51 (62) club coupe, $3,600*. 
41 4-dr., $285. 

CHEVROLET—’51 SL Deluxe 4-dr., $1,640, 

e a 

Nash Profit Slips 

To $16,220,173; 

Sales Off 6% 
DETROIT. — Despite price and 

material control handicaps, Nash- 
Kelvinator’s production and sales 
for the fiscal year ended Sept. 30, 
compared well with the previous 
year’s record totals, George W. Ma- 
son, president, stated in the com- 
pany’s 1951 fiscal year annual re- 
port issued last week. 

Payroll disbursements were the 
greatest in the corporation’s his- 
tory, and working capital at the 
close of the fiscal year also was at 
a new high level, he said. Net sales 
for the 1951 fiscal year totaled $401,- 
148,293, a decline of 6 percent from 
the previous year’s record total. 

Net earnings amounted to $16,- 
220,173, or $3.73 per share, after 
provision for state and federal in- 
come taxes. This compared with 
adjusted net earnings of $28,836,- 
326, or $6.64 per share, for the pre- 
vious year. 

A total of 177,613 Nash cars was 
produced in the 1951 fiscal year 
compared with a record total of 
178,827 in the previous year, Mason 
said. Kelvinator appliance produc- 
tion totaled 678,039 units against 
803,600 in 1950. 

The favorable showing of the 
Nash division was due to produc- 
tion of the new Rambler series for 
the entire 1951 fiscal year as com- 
pared with only the last half of 
the previous fiscal year, he ex- 
plained. Kelvinator production was 
affected by shortages of materials, 
especially during the first half of 
the fiscal year when dealer inven- 
tories normally are built up. 

Mason pointed out that the Nash 
Motors division will celebrate its 
50th anniversary in 1952. 

Working capital at the close of 
the 1951 fiscal year stood at $85,- 
895,898, an increase of $6,772,147 
over the adjusted total at the end 
of the previous fiscal year. 

He said the corporation will be 
engaged in 1952 on a dual program 
of civilian and military production, 
the latter consisting of manufac- 
ture of the R-2800 Double Wasp 
Pratt & Whitney aircraft engine. 
Production will be in new plants 
now under construction, and in 
parts of existing plants. 


| $1,765, $1,855*, 2 at $1,875", 
Bel-Air, $2,000*, $2,065*; 2-dr., 
$1,700, $1,740, $1,745; club coupe, §$1,- 
720. '50 FL Deluxe 4-dr., $1,200, $1,320*. 


$1,880*; | 
$1,650, | 


| '49 SL Special 4-dr., $815. '48 FL aero- 

| sedan, $810. '47 FM 2-dr., $620. '46 SM | 
2-dr., $455, $570, $605 

CHRYSLER—’50 Windsor 4-dr., $1,460, 


$1,505. '46 Royal 4-dr., $465, $510. 

| DeSOTO—'48 4-dr., $895. 

DODGE—’52 Wayfarer 2-dr., $1,885. ‘50 
Wayfarer 2-dr., $1,055. ‘48 Custom 4- 
dr., $790. '47 2-dr., $365. 

FORD—’'51 Custom (8) 4-dr., $1,775, $1,- 
875°; 2-dr., $1,985*; conv., $1,645; Vic 
toria, $1,780; Deluxe (8) 2-dr., $1,475 


4-dr., $1,475, $1,355. ’: - 
dr., $1,190, $1,260, $1,300; 2-dr., $1,085. 
KAISER—’51 Henry J 2-dr., $945; Special 
4-dr., $1,215. ’49 4-dr., $550. 
MERCURY—’51 4-dr., $2,200*, $2,225°. 
‘50 club coupe, $1,345, $1,465. °46 2-dr., 
$610. 
NASH—’49 (600) 4-dr., $795. 


OLDSMOBILE—’51 Super (88) 4-dr., $2,- 
335°, $2,355*, $2,370*. °'50 (76) 4-dr., 
$1,160. '49 (76) 4-dr., $910, $945, $965; 


(88) club coupe, $1,070. 


Average Used-Car Prices 


(Compiled by Automotive News) 











Jan. 1952 Dec Nov 
Model (to date) 1951 1951 
. 1951 $1,748 $1,837 $1,896 
_ ee ‘asia 1950 1,322 1,356 1,402 
1949 1,063 1,080 1,130 
1948 814 831 854 
1947 686 695 718 
1946 596 603 632 
1942 285 264 283 
Jan ie ey. 1941.......... 250 247 256 
Overall 
Average ...$ 846 $ 864 $ 896 








(The above figures are averages of used-car auction prices, all 
makes and models, carried regularly in Automotive News./ 














PLYMOUTH—'51_ Cambridge 4-dr., $1,-{ 2-dr., $1,205; Chieftain (8) 2-dr., $1,- 
425, $1,535; Belvedere, $1,785; Cran- 695*. °49 SL (8) 4-dr., $1,105, $1,215*; 
brook 4-dr., $1,850. ‘50 Deluxe club SL (6) 2-dr., $1,085. 
coupe, $1,240. '47 SD club coupe, $755. | STUDEBAKER—’51 Commander 4-dr., $1,- 
46 SD 2-dr., $535. 525, $1,675*; Champion 2-dr., $1,315. '50 

PONTIAC—’51 Chieftain (6) 2-dr., §$1,- Champion 4-dr., $1,130. °47 Champion 


690. '50 SL (8) 4-dr., $1,385, $1,420; 4-dr., $500, $575. 
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Waldo Heads Up — 


New Departure 


DETROIT.—Appointment of R. 
E. Waldo as general manager of the 
New Departure division of General 
Motors was an- 
nounced last week 
by C. E. Wilson, 
|GM president. 
| Waldo, who has 
| been serving as 
assistant general 
|manager of the 
| division since 
| Oct. 1, succeeds 
| Milton L. Gear- 
hey who is leav- 
ing to enter busi- 
|ness for himself. 





R. E. Waldo 
| Waldo joined GM in 1926 as an 


accountant in the Delco-Remy di- 
| vision. When General Motors took 
over the Packard Electric division 
in Warren, O., in 1932, Waldo went 
there as resident auditor. 
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OPS Plans 


to Enjoin 


Dealer Violators 


(Continued from Page 2) 


the Herlong and Capehart amend- | 
ments were to be thrown into the | 
hopper immediately upon the re- 
convening of Congress this week. 

An initial attempt to dilute the 
Capehart cost amendment suc- 
ceeded in the Senate last fall, but 
was shelved by the House. This 
amendment requires OPS to rec- 
ognize cost advances at the fac- 
tory level up to last July 26. 

As of press time Thursday, OPS 
had approved only one of five price- 
increase petitions filed by new-car 
builders under the Capehart for- 
mula. Hudson had gained permis- 
sion to hoist prices, but the appli- 
cations from Ford, General Motors, 
Kaiser-Frazer and Studebaker still 
had not cleared the agency. 

With the Capehart round of price 
rises still in the works, reports 
were circulating in the capital that 
a new amendment was being con- 
templated, authorizing price recog- 
nition of cost hikes after July 26. 

7 aa a 
._ Capehart clause makes no 
provision for one-cent-an-hour 
wage increases made by new-car 
makers on Sept. 1 and Dec. 1. The 





auto pay escalator rose 14 cents 
|last year, of which eight cents is 
covered by the Capehart formula. 
Two cents of the total of 14 cents 
followed the Capehart deadline for 
costs, while the other four cents 
represented the annual improve- 
ment factor,-which cannot be used 
to raise prices under WSB rulings. 
A simpler pricing method, un- 
der which relatively small manu- 
facturers of machinery and re- 
lated products may adjust their 
ceiling prices in accordance with 
the so-called Capehart amend- 
ment, was announced by OPS. 


Eligible to use Supplementary 
Regulation 5, effective Dec. 26, are 
manufacturers of machinery and 
related products whose net sales of 
commodities that they made did 
not exceed $1,000,000 for their last 
complete fiscal year ending not 
later than July 31, 1951. Another 
qualification is that a manufactur- 
er’s net sales during the first half 
of 1951 may not have been more 
than 15 percent above his net sales 
for the corresponding period of the 


Vance Kramer, 
Cleveland Automobile Dealers Assn.; 





L-M Christmas Feens ini in Cleveland— 


Lincoln-Mercury division held a Christmas luncheon for members of the press in 
Cleveland. Attending the get-together were, back row, left to right, Dave Hunter, L-M; 


Cleveland Plain Dealer; Dan Chabek, Cleveland Press; James Garfield, 
Paul Croyle, L-M; O. L. 
Markey, Automotive News, and Commander E. Escoffin. 
Rothenberg, Cleveland News; John Adams, L-M; Harold Rosene, Cleveland Press; Harry 
Maloy, Cleveland Plain Dealer, and Al Fortcamps, Cleveland News. 


Noble, L-M; Sanford 


Front row, left to right, Al 





Business Papers 
Urged to Spur 


Drive for Scrap 


WASHINGTON.—Business jour- 
nals were asked by Defense Mobi- 
lizer Charles Wilson and DPA Ad- 
ministrator Manly Fleischmann in 
a special meeting here to take an 
active part in the current national 
hunt for iron and steel scrap. 


Addressing a gathering of trade 





publication editors, the two main 





preceding year. 


figures in the defense. production | 


program drew a gloomy picture of 
the progress being made in this 
field. 

They said it is imperative that 
mills get more scrap and that a 
stoppage of operations because of 
lack of it “would be a national 
catastrophe that would hit every 
segment of industry” and would be 
translated into delays in military 
production. 

They urged business and trade 
writers to become a part of the 
drive for scrap, using such means 
as are at their command to flush 
out “non-obvious” supplies, such as 
| old machinery. 





‘British Haulers 


Expect Karly 


Denationalizing 


LONDON.—(UTPS)—Denational- 
ization of road haulage, anticipated 
under the new government, may 
take up to two years to be brought 
fully into effect. 


The Road Haulage Assn. has pre- 
pared a plan which involves com- 
plete abolition of the 25-mile limi- 
tation imposed by the 1947 Act and 
the return of the whole national- 
ization system to free enterprise. 


First move proposed is the aboli- 
tion of the 25-mile limit. Return of 
state vehicles to free enterprise 
would then be carried out in four 
stages. First, those taken over 
compulsorily would be given the 
chance to take back the same 
holding. 

Second, existing operators would 
then be allowed to purchase extra 
vehicles and premises. Then, 
thirdly, those who yielded volun- 
tarily would be given the oppor- 
tunity to take back assets equal to 
those sold. 


Fourth stage would be the public 
auction of any remaining assets. 
Whether this plan will be accepted 
remains to be seen. 


The present government is bound, 
however, to implement its promise 
to revert to free enterprise, what- 
ever method may be adopted to 
achieve the policy. 





New Passenger Car Registrations, 


32 States for November, 1951-1950 
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New Commercial Car Registrations, 34 States for November, 
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are based om factory retail petoes at the ae me $1,810.95; Belvedere, $2,129.12; conv., $2.- 
factories, as established by ce 6.73. 
Priee Stabilization. These prices include ( tT ( | p N ( PONTIAC—Chieftain 6—4-dr. sed., $1,- 
federal excise taxes and factory handling urren el in rices on ew ars 902.98; 2-dr. sed., $1,847.70; Catalina, $2,- 
charges, and dealer delivery-and-handling 181.54; stat. wag., $2,469. -. Chieftain 6 
charges. They do NOT r- CHRYSLER—Windsor — 4-dr. sed., $2,- $2,165.01; cl. cpe., $2,149.81; Diplomat, | leather, $2,325.33); conv., $2,597.10; stat. Deluxe—4-dr. sed. $2,006.10; 2-dr. sed., 
tation charges, state and local taxes or | 409.97; cl. cpe.. $2.387.64; Town & Coun- | $2,495.11; conv., $2,585.41; stat. wag., $2,-| wag., $2,758.98. (Mere-O-Matie optional | $1,950.85; conv., $2,314.39; ‘Catalina, $2, - 
optional equipment. oy wag., £3,063.55; S-pase. ye 786.40. (Gyre-Matic optional at $102.61 on | at $177.22 on all models.) a _ = “er la fa = sae hy 
AUSTIN—A-40—Devon 4-dr. sed., $1,- r uxe—4-dr. sed., $2,628.43; cl. | all models.) NASH— — Suburb “ - se bs 
595; conv., $2,195; Countryman stat. wag., |CPe., $2,604.74; Newport, $2,972.79. Sara-| poRD—Deluxe 6—4-dr. sed., $1,606.94; | 585.15 Rambler Custom — Country lub | 922-14; Catalina, $2,256.98; ‘stat. "wag. 
$1,865. A-90—hardtop, $3,295. (Delivered | toga —4-dr. sed., $3,040.58; cl. cpe.. $3.- | 2dr, sed., $1,554.74; bus. cpe., $1,454.58. | sed., $1,968.25; conv. stat. wag., $1,933.25, | $2544. 03. Pw § Deluxe —4-dr. . « 


at New York.) 
+ — 4-dr. sed., $2,138.92; 


epe., $2,045.51; 
Deluse—4-dr. 


optional at $181, os 
on Spectal and Super, standard on Road- 


master. ) 
CAD C—Serlies 62—4-dr. sed., $3,- 
527. s: S ope., $3,436.24; Coupe De Ville, 
.86. Series 60 


$3,842 
, 5—T- 
pass. sed., 405.02. 
(Hydra-Matie optional a $185: 74 on Series 
75, standard on other pore. 
ILET—Styleline S — 4-dr. 


sed., $1,503.50; 2-dr. sed., $1,540.06; cl. 
ope, $1,545.44; es epe., $1,450.72. Fleet- 


$1,54 . Styleline 
Deluxe—4-dr. a. Pe5,680 cr 2-dr. sed., 
$1,628.79; el. cpe., $1,646.94; Bel-Air, $1,- 
913.51; conv., $2,030.15; 


stat. wag., $2,- 


He 
ett 


190.83. Wleetiime Deluxe—<eed. cpe., $1,- 


013.93; Town & Country wag., $3,706.33; 
8-pass. sed., $3,937.14. New Yorker—4-dr. 
sed., $3,402.81; Newport, $3,822.89; Town 
& Country wag., $4,050.99. Imperial—4-dr. 
sed., $3,698.76; cl. cpe., $3,687.31; New- 
port, $4,067.05. Crown Imperial—4-dr. sed., 
$6,622.79; lim., $6,740.39. (Fluid-Matic 
optional at $131.81 on Windsor, standard 
on Windsor Deluxe and other series. Fluid- 
Torque optional at $166.51 on Saratoga, 
New Yorker and Imperial series, standard 
on Crown Imperial. Hydra-Guide standard 
on Crown Imperial, optional at $225.75 on 
other models.) 


CROSLEY—stat. wag., $1,001.64; bus. 
coupe, $943.38; Hotshot, $952.07. rr 
2-dr. sed., $1,032.82; stat. wag., $1,07 
conv., $1, 035.38; Sports roadster, $1, O28. te 


DeSOTO—Deluxe—4-dr. sed., $2,247.37; 
cl. cpe., $2,235.38; Carry-All sed., $2,- 
476.71; 8-pass. sed., $3,020.73. Custom— 
4-dr. sed., $2,457.65; cl. oe.. $2,437.70; 
Sportsman, $2,780.52; conv., $2,881.69; 
8-pass. sed., $3,231.24; stat. wag., $3,- 
066.55. (Tip-Toe Shift optional at $131.97 


on Deluxe, standard on Custom.) 


DODGE — Wayfarer — 2-dr. sed., $1,- 
953.31; bus. cpe.. a $12.38. Meadowbrook 





628.79. 
Deluxe 


(Powergiide optional at $168.60 on 
rnodels. ) 


—4-dr. sed., $2,076.90. Coronet—4-dr. sed,. 


Deluxe 8—4-dr. sed., $1,687.40; 2-dr. sed., 

$1, 635." 70; bus. cpe., $1,548.90. Custom 6 
—4-dr. sed., $1, 701. 74; 2-dr. sed., $1,- 
649.56; cl. cpe., $1,649.56; stat. wag., 
$2,214. 77. Custom 8—4-dr. sed., $1,787.56; 


2-dr. sed., $1,735.88; cl. cpe., $1,741.72: 
Victoria, $2,103.90; conv., $2,128.97; stat. 
wag., $2, 301.59. (¢ Ford-0-Matic optional 


at $177.22 on eight-cylinder models. ) 
HENRY J VAGABOND — Four — 2-dr. 
sed., $1,448.55. Six—2-dr. sed., $1,593.68. 
JAGUAR—XE- ey Sports, $4,039; 
hardtop, $4,065. Mark VII—4-dr., $4,170. 
(Delivered at New York.) 
KAISER VIRGINIAN — Special — 4-dr. 


sed., $2,212.26; 2-dr. sed., $2,159.79; bus. 
cpe., $1,991.89; 2-dr. ee $2,264.72; 
4-dr. Traveler, $2,317.21. Deluxe—4-dr. 
sed., $2,327.70; 2-dr. sed., $2,275.23; cl. 
cpe., $2,296.22; 2-dr. Traveler, $2, 380. 17; 
4-dr. Traveler, $2,432.63. (Hydra-Matic 


optional at $162.30 on all models. ) 
LINCOLN—4-dr. sed., $2,795.89; cl. cpe., 
$2,744.94; Lido, $2,957.16. Cosmopolitan— 


4-dr. sed., $3,471.55; cl. cpe.. $3,415.96; 
Capri, $3,652.81; conv., $4,233.98. (Hydra- 
Matic $182.82 on all models.) 


Y — 4-dr. sed., $2,188.65; el 
$2,314.24 (all- 





cpe., $2,131.91; Monterey, 


Statesman Deluxe — bus. cpe., $1,841.40. 
Statesman Super—4-dr. sed., $1,955; 2-dr. 
sed., $1,928.50; cl. cpe., wx 8 States- 


man ‘o. -dr. sed., $2,125.45; 2-dr. 
sed., i 05; cl. cpe., $2,122.30. Ami 
sador r—4-dr. sed 10; 2-dr. 


or Custom—4-dr. @ 
sed., $2,474.20; cl. cpe., $2, 496. 40. (Hydra- 
Matic optional at $166. 65 on Statesman 
and $166.95 on Ambassador models.) 

OLDSMOBILE—Super 88 Deluxe — 4-dr. 
sed., $2,327.55; 2-dr. sed., $2,264.79; 
epe., $2, 219.04: Holiday, $2,558.28; 
$2,673.13. 98 Deluxe—4-dr. sed., $2,610. 37: 

$3,025.07. (Hy- 
Matic optional at $168.80 all 
models. ) 

PACKARD — 200 — 4-dr. sed., $2,528; 
2-dr. sed., $2,475. 200 Deluxe—4-ar. 
$2,675; 2-dr. sed., $2,622. 250—Mayfair. 
3: 293; conv., $3, 450. 300—4-dr. sed., $3,- 

Patrician 400 — 4-dr. sed., $3,767. 

(eaeennie standard on 400, optional at 
$189 on other models. Easamatic optional 
at $39.45 on all models.) 

PLYMOUTH—Concord — 2-dr. sed., $1,- 
738.21; bus. cpe., $1,551.97; Suburban, 
$2,078.93; Savoy, $2,197.20. Cambridge— 


Holiday, $2,882.49; conv., 
dra- on 





4-dr. gsed., $1,754.09; cl. ope., $1,718.39. 


387.82; Catalina, $2,319.73; stat. wag., $2, 
629.15, - (Hydra-Matic optional at fies. 80 
on all models.) 

ES—Hiliman Minx — sed., $1,533 
$1,890; stat. wag., $1,938. Sunbeam- 
Talbot—sed., $2,685; conv., $2, 911. Hum- 
ber—Hawk sed., $2,041; Super Snipe sed. 
$3,369; Pullman lim., $5,110. Rover 75— 
sed., $2,552; Land-Rover, $2,011. (Deliv- 
ered at New York.) 

STUDEBAKER — Champion Custom — 
4-dr. sed., $1,667.42; 2-dr. sed., $1,633.85 
cl, $1,661.75; bus. cpe., $1,561.05 
sed., $1,749.30; 
we =." 743.64 


conv., 


a 


el. cpe., " $1°727.25 


cpe., 
Cruiser, $2,289.33. 
$208.29 on Champions, 
manders. ) 
WILL 


mati 
$217.12 on "Com. 


YS-OVERLAND—Four—stat. wag. 
$1,783.30 (four-wheel-drive, $2,204.50). Six 
—stat. wag., $1,906.14. 
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Anderson Backs Up Plea for Reg. W Relief... 
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Coast’s Longer Terms Cited 


(Continued from Page 3) 


fluence, learned the needs of their 
customers, and realize their re- 
sponsibility, and have stepped up 
to it. This was at a time when 
there was a normal, healthy mar- 
ket flowing its natural course 
without government interference. 

“The arbitrary position that the 
Federal Reserve Board has taken,” 
Anderson continues, “whereby they 
establish the same terms in Los 
Angeles as they do in New York, is 
just about as sound as it would be 
to distribute cars on the basis of 
population rather than _ territory 
needs. Any survey or study of any 
consequence would indicate that a 
very high percentage of the wage- 
earners living in Los Angeles are 
dependent on private transporta- 
tion, as against the lesser need in 
concentrated population areas, such 
as New York, with their transpor- 
tation facilities such as subways 
and the elevated.” 

As in his original communica- 
tion, Anderson, who has the back- 
ing of auto dealer associations 
on the Pacific Coast, throws the 
job of seeking relief for the deal- 
ers he speaks for into NADA’s 
lap. 

“It seems to me,” he writes, “that 
it is still the responsibility of NADA 
to take up the facts in support of 
its members living in the three 


Laibe Heads Up 7 
Goodyear Buying 


AKRON.—Mark W. Laibe, a divi- 
sion manager of Goodyear Tire & 
Rubber Co.’s purchasing depart- 
ment, has been named to succeed 
E. H. Brooks, director of pur- 
chases for the firm, who announced 
his retirement effective Jan. 1. 

Brooks had been with Goodyear 








Mark W. Laibe R. D. Chittenden 


42 years. He started in 1909 as a 
cost clerk. 

Coincident with Laibe’s promo- 
tion, Rollin D. Chittenden, current- 
ly manager of another division 
within the company’s purchasing 
organization, has been appointed 
purchasing agent. The latter posi- 
tion had been unfilled since the 
death of George Price, former pur- 
chasing agent, in 1947. 

Laibe joined Goodyear in 1925 in 
purchasing. He transferred to 
Goodyear Aircraft Corp. at the start 
of World War II as assistant pur- 
chasing agent, continuing there un- 
til the end of the war, when he 
returned to his former duties with 
Goodyear Tire. He was promoted 
to assistant purchasing agent in 
March, 1947, then was elevated to 
his most recent position in June 
of that year. 


Traffic 


(Continued from Page 2) 


of 1951, ranked according to the 
number of traffic deaths per 10,000 
registered vehicles, were: 

Over 1,000,000 population — Los 
Angeles, Detroit, and Philadelphia. 

750,000 - 1,000,000 population— 
San Francisco, Washington, D. C., 
and St. Louis. 





500,000-750,000 population — Min- 
neapolis, Milwaukee, and Pitts- 
burgh. 

350,000 - 500,000 population — Co- 


lumbus, O.; Seattle, and Portland, 
Ore. 

200,000-350,000 population—Provi- 
dence, Rochester, N. Y., and Akron. 

100,000-200,000 population—Wat- 
erbury, Conn.; Bridgeport, Conn., 
and Berkeley, Calif, 

50-000-100,000 population — Cedar 
Rapids, Ia.; Durham, N. C., and 
Oak Park, IIl. 


25,000-50,000 population—Ann Ar-| 


me" HERMAN BODY CO. 


bor, Mich.; Billings, Mont., and 
Cheyenne, Wyo. 
10,000 - 25,000 population — Ken-| 


more, N. Y.; Salisbury, N. C., and 
Mankato, Minn. 


| Pacific Coast states, and give fur-, 


jther evidence and facts, such as I 


have presented here, to the board. | 


These can be secured from such 
finance companies as General Mo- 


Commercial and others. If there is 
any further evidence needed, we 
can show any number of Pacific 
Coast dealers who are operating in 
the red. 

“Why should the dealers on the 
Pacific Coast be asked to lose 





Chicago Snow Cleans Out 


Stocks of Tire Chains 


CHICAGO.—Heavy snows here 
resulted in a sellout of tire chains, 
and at the same time curtailed 
sales of gasoline despite sharp price 
cuts by practically all stations. 

Jobbers and dealers reported that 
sales of chains set a new high. A 
record was also established in traf- 
fic woes on the part of hardy mo- 
torists who took chances by driving 
in snow elsewhere than on boule- 
vards, which were kept clear. 


tors Acceptance, Pacific, Universal, | 





money in support of a ‘No-Infla- 
tion’ program that is arbitrarily ap- 
plied across the country with no 
regard to the economic conditions 
in the area involved, and with no 
consideration to the equities of the 
people living in these three states?” 

Anderson concludes his letter 

by expressing his “wholehearted 
appreciation” for the recent reso- 
lution of the New York state as- 
sociation to seek NADA’s help in 
obtaining from the FRB the de- 
sired-for relaxation of Regulation 
W on the Pacific Coast. 

“When dealers of the State of 
New York,” Anderson declares, 
“recognize the need to this extent, 
and give such consideration to their 
fellow dealers on the West Coast, 
with no request for similar assis- 
tance to themselves, it can be fairly 
stated that it is a peculiar problem, 
applicable only to the Pacific Coast 
states—and should be handled ex- 
clusively as a problem of correct- 
ing inequities, and not as an overall 
problem of extending the terms of 
Regulation ‘W’ in its present form.” 





Super Car Market Opens jestablished by Doering Motor Co., 
a ,|under the management of L. J. 

A Super Car Market at 7238 W.|Mayer. John H. Klein, formerly 
North Ave., Wauwatosa, Wis., for! with Doering, has become Mayer’s 
both new and used cars has been! assistant. 








Use It Anywhere —Just Plug In That’s All! 
a 








AUTO TURNTABLES 


The Finest at Low Cost 
No Wiring—No Foundation—No 
Anchorage—No Assembly —No 
Installation 
Macton Turntables consist of only 
2 2 parts—the base holding the 
driving mechanism and the runway. Anyone can put it 
together in a jiffy. All you do is plug in—turn on the 
switch —and Macton starts working for you with motion 
that means attraction and more sales action. 


Many Other ATTRACTIVE Features: 


© Collector Rings make possi- @ Interchangeable steel top 
ble lighting inside the car. dia. at slight addi- 
@Takes 300 Watts to tional cost for display of 
——_ motors, accessories, parts, 
© Absolutely Safe. @ Unconditionally Guaran- 
© Capacity 4500 Ibs. teed 1 year 


"Deduct 2% for check with order." 
TELEPHONE PORT CHESTER 5-4212 
MACTON MACHINERY CO., INC. 217 Locust Avenue © Port Chester, N. Y. 


Only $545.00 
F.0.B. Port Chester 
Order Today or Write 
for Literature 








Trim, modern, with “room 


interiors for these 


ies, lunchwagons, etc. 


for Refrigerated 
Store Delivery 





ature for 
dairy products . 
etc. No engineering 
with customer. 
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ALL BODIES AVAILABLE IN VARIOUS SIZES WITH 
INTERIOR EQUIPMENT TO SUIT ANY BUSINESS 


HERMAN’S unique production methods provide custom designing 
on a production basis. Options that cover the complete field are 
available on all bodies for all types of customers—the Butcher, the 
Baker, the Candlestick Maker... 
AND THEY ARE DESIGNED FOR YOUR CHASSIS... 

Tried and proved by countless thousands of enthusiastic users over 
the years, HERMAN bodies have earned top national recognition and 
acceptance. HERMAN makes your selling job much easier. 


The HERMAN “FORWARD CONTROL” 


to spare 


interior.” Herman builds many special 
bodies — book- 
mobiles, display rooms, hatchery bod- 


The HERMAN “WHOLESALE” 


Complete with all equipment 
necessary to maintain a con- 
tinuous 40° product temper- 
store delivery 
» MOOT... s 


LOUIS 10, MISSOURI 





For complete literature, 


there iso HERMAN BODY 


Designed for Your Customers’ Specific 


~ 
Tey 





SHORTAGES ? 
REDUCED QUALITY? 
NOT HERE 


We're Looking for Business 






The HERMAN “WALK-IN” 
for Retail Delivery 
The easiest in and out body on the 
road, Interior walls are straight from 
front to back and top to bottom. 





HERMAN REFRIGERATED RETAIL MILK 
DELIVERY BODIES 


of specifications, and de- 
tailed information write Drive-On-The-Road Refri i 
. > tt ” rigeration 
to do wire or phone collect— ar COLDAIRE 
FRANKLIN 5300. aan ... SELF REFRIGERATED. 
Maintains a product temperature of 40°. Available as a 
package. No engineering to do with the customer 


Plug-In Refrigeration for 


@"NIGHTLOADER” overnict LoaDIN. 


Maintains a continuous product temperature of 40° 24 
hours a day. Especially designed for dairies who want 
to LOAD TODAY FOR TOMORROW. Available as a 
package. No engineering to do with the customer. 














Now You Can Use Bemis BURLAP 
In Seat Cushions Again! 





~ ~ 4y ee ht °E-<. 


BURLAP prices have already 
dropped halfway from the peak to 
pre-Korea figures. And shipments 
are good...and increasing. You 
can again have seat cushions the 
way you...and your customers... 
want them. 


MIS 99 F 


hed COmpan’ f 


Detroit * Brooklyn * Chicago ¢ Indianapolis 
New Orleans * Boston * New York « St. Louis 
Also offices in Other Principal Cities 

















TRADE wank 
atarstaneo 
u. 8. PaTOrF 


Pavante 


IS THE NAME TO REMEMBER 
WHEN YOU WANT... 


Extra Weavy D 
HOISTS Fore 


Also Specify- 


PERFECTION 300 Series 
STANDARD HEAVY-DUTY 
BODIES or PERFECTION 
ENGINEERED, SPECIAL 
PURPOSE, HEAVY-DUTY 
BODIES. We design and 
build them in the same 
plant. 


Write, phone or wire today for\ 
complete information and 
literature. 


THE PERFECTION STEEL BODY CO. 
Galion, Ohio, U.S.A. 
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|On the Financial Front. . 
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‘Short Position Lower | 
, In Auto Stocks 


| 

By George Deery 

Associate Editor 

| HE short position in the stocks | 
of all auto and truck makers 
|declined in the month ended Dec. 
14, compared with the preceding 
month. The New York stock ex-| 
change’s accounting also shows 
that General Motors, which has 
led the list for all classifications 
for several months, is not in first | 
place. 
| Canadian Pacific’s 94,162 shares 

earmarked for the bears places it 

at the head of the 887 issues in 

this category. A month earlier | 

the figure was 882. 

The shortside in Chrysler de-| 
clined to 36,169 Dec. 14, against | 
41,953 Nov. 15; Hudson to 13,566 
from 15,426; Nash-Kelvinator to) 
6,615 from 8,355, and Packard to} 
8,900 from 9,020. } 

* * * | 

LSO with lower totals were Reo 
“4% at 5,030 versus 5,180, and Stude- 
baker with 66,090, as compared with 
67,396 a month ago. The above 
stocks were following the trend in 
general on the Big Board, which 





Peak Sales, Net 
Of $414 Million 
Listed by Willys 


Willys-Overland experienced the 
largest direct volume of sales in its 
history during the fiscal year end- 
ing Sept. 30, 1951, in contrast to a 
declining production trend in the 
automotive industry generally, 
President Ward M. Canaday re- 
ported. 

Company sales for this period 
were about equally divided between 
military and civilian business, both 
of which recorded gains over 1950, 
it was reported. The total volume 
was $219,861,553, an increase of 104 
percent over the $107,886,248 re- 
ported in the fiscal year ending 
1950 and 3 percent above the previ- 
ous peak year of 1944. } 

After deducting all federal tax 
reserves, net profit amounted to 
$4,585,566, equivalent to $1.46, com- 
pared with $1,605,517 or 37 cents a 
share in 1950. 

“On Dec. 15, 1951, unfilled orders 
and contracts pending amounted to 
about $250,000,000. The company 
now ranks 24th in size among the 
country’s largest producers of mili- 
tary equipment,” Canaday added. 


Boosts Dividends 


Kelsey-Hayes Pays $3 
On Each Share 


Both the Class A and Class B 
stock of Kelsey-Hayes Wheel have 
been placed on a $3 annual basis, 
it was announced last week. 

The payment on each class has 
been raised to 75 cents a share 
quarterly from 62% cents. The 
declarations were payable Jan, 2 to 
stockholders of record Dec. 15. 

= - 





Earnings 

Parker Rust Proof and subsidi- 
aries—Year to Sept. 30: Net profit, 
after $2,573,311 taxes, was $1,550,780, 
equal to $3.61 a share, against $1,- 
780,106 or $4.14 a share in previous 
year when taxes were $1,115,908. 
Latest period includes operations 
of wholly owned subsidiary, Tropi- 
cal Paint and Oil, since Jan. 1, 1951, 
date of its acquisition, which pro- 
duced a net income of $223,709. 

King-Seeley—Quarter to Oct. 31: 
Net profit, after $610,000 taxes, was 
$407,577 or 87 cents per share, 
against $853,906, or $1.87 in October 
quarter last year, when taxes were 
$750,000. 

Gemmer Mfg.—Year to Sept. 30: 
Net profit $224,824, equal to 41 cents 
a share on net sales of $18,856,435, 
compared with $839,839 or $1.53 a} 
share on sales of $14,269,777 in pre- | 
vious fiscal year. 

Diveo—Year to Oct. 31: Net in- 
come $657,000, equal to $1.46 a com- 
mon share on operating revenues 
of $11,175,000, compared with $1,- 
047,737, or $2.33 a share on revenues 








of $9,853,285 in previous fiscal year. 


Diverse patterns were followed 
by the two rubber companies in | gate fell to 7,678 from 8,392. 
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of GARAGE VENTILATION, INC. 





Dept. A2 


ACTUALLY COST LESS! 


Sa scan 





the current compilation. Good- 
12,402 
| shares, against 11,535, while Good- 
year decreased to 7,470 from 8,655. 

Fedders-Quigan jumped to 6,00 
from 3,300, and Gar Wood had 14 
1500, whereas on Nov. 15 the latt« 


| rich was credited with 


|firm was credited with 13,800. 


to 6,330 from 5,625; Standard 
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“NATIONAL” 


—— _ il 


Systems 


Thee NATIONAL SYSTEM 


World’s Largest Manufacturer of Exclusive Garage Ventilating Equipment 


The oils presented a mixed pic 
ture. Pure Oil gained slightly 
|reported a total of 2,450,584 shares |5,728 from 5,402; Socony-Vacuur 
|short, a drop of 111,662 shares. 

P a oe New Jersey receded to 21,476 fron 
| 22,582, while the Texas Co. aggre 


TY 


corde 
TNO = 


Why take chances with a 
makeshift, ‘‘we hope it 
works’’ assembly when you 
can get a tested, approved 
‘“‘NATIONAL’’ System. 
You have a choice of 6 
Systems— 
all engineered and guaran- 
teed, in writing, to do the 
job. Delivered complete, 
with motor and blower units. 
Both overhead and under- 
floor systems for present 
buildings or new construc 
tion. Overhead Systems are 
priced from $206.25 depend- 
ing On number of inlets. 
Don’t gamble. It takes only 
a 3¢ stamp to find out about 
all of the ‘‘NATIONAL” 
and you'll be sur- 
rised at how little they cost. 
There is a qualified ‘“*NA- 
TIONAL” man near you. 
Write today for literature. 


330 N. Church St., Decatur, Ill. 





nis NEW 


BOOKLET 


WILL 
SAVE DOLLARS 
FOR 


SUNNEN EQUIPPED 
SHOPS... 








 — materials are short and costs are high... 
now, more than ever before, anything you can do 
to make supplies and equipment last longer 

is good news to your cash register. 


This new booklet is full of ideas and suggestions 
on how to operate Sunnen equipment 

more efficiently, and make Sunnen supplies 

go farther. It can mean considerable savings 

in your shop. 


Write for Your Copy of 
“SUNNEN SERVICE HINTS” 


ss 
SWANEA PRODUCTS COMPANY 
7920 Manchester Avenue, St. Lovis 17, Missouri 
Canadian Plant: Chatham, Ontario 
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Deeper Auto Slash Plan Blasted 


(Continued from Page 1) 


industry and labor officials de- 
clare a cut below the _ 1,000,000 
cers allotted for the first quarter 
will bring catastrophic conditions 
for labor in auto centers. 

Following complaints that in- 
sufficient defense work is being 
channeled into Michigan to take up 
the employment slack, Secretary of 
Labor Tobin last week appointed a 
labor-management committee to 
work on manpower problems in the 
Detroit area. Besides five repre- 
sentatives of various labor groups, 
Tobin named the following as 
management members of the com- 
mittee: 

Frank Rising, general manager, 
Automotive and Aviation Parts 
Manufacturers Assn.; William W. 
Hotchkiss, of AMA; Willis B. Hall, 
Detroit Board of Commerce; John 
L. Lovett, Michigan Manufacturers 
Assn., and R. W. Budd, Great Lakes 
Greyhound Lines. 

Figures will be laid before Con- 
gress to show that, because of ma- 
terial restrictions now imposed on 
auto makers, 125,000 persons are 
unemployed in Detroit alone and 
that a total of 250,000 will be idled 
if material bans are tightened 
again Apr. 1. 

Cc. E. Wilson, General Motors 
president, told defense officials 
bluntly that another cut would be 
“a political, economic and social 
crime.” 
* * * 

THER auto industry officials, in- 
F cluding E. R. Breech, Ford 
executive vice-president, registered 
similar views at a_ specially-ar- 
ranged meeting in Washington 
with Defense Mobilizer Wilson and 
Fleischmann. 

A new basis for regulating auto 
production was proposed by Harold 
S. Vance, Studebaker president, and 
supported by other auto makers at 
the conference. 

Vance proposed that the gov- 
ernment remove all limitations on 
the number of units which the 
auto industry may build, and 
limit only the amount of copper 
the industry may have. 

“No steel shortage affects autos,” 
Vance said, but added that alumi- 
num was another matter. He said 
abandonment of automatic trans- 
mission production would solve the 
aluminum problem. 

Henry Kaiser and UAW chief 
Walter Reuther proposed a _ nine- 
month moratorium on auto cut- 
backs, believing that by Sept. 1 
defense output could take up the 
employment slack. 

Edgar Kaiser pointed out that 
K-F voluntarily agreed last year to 
reduce its fourth-quarter quota 
from 3.05 to 1.55 percent, with the 
understanding the cut would be re- 
stored whenever the firm requested. 
The new quotas give K-F 2.47 per- 
cent of the total for the second 
quarter. 

aol * * 
ILSON, the defense chief, and 
Fleischmann are expected to 
have a lot of explaining to do when 
the howls of automobile makers 
and labor leaders reach the halls 
of Congress. 

Auto plant officials, dealers and 
‘abor union leaders have climbed 
the same ladder to shout that 
other industries, such as railroads 
and construction, are getting 
preferential treatment in the al- 
lotment of critical materials. 

In rebuttal to the discrimination 
charge, NPA Deputy Administrator 
Henry Fowler pointed out that 
since railroads were declared a 
“defense - supporting” industry in 
1950, they naturally receive a larger 
proportion of scarce materials than 
the auto industry. 

“This is simply the execution of 





Ford’s ‘Fight on Racism’ 
Cited by Negro Paper 

CHICAGO.—Henry Ford II 
added the Chicago Defender’s 
citation to his collection of 1951 
commendations last week. The 
Defender, Negro newspaper, 
named Ford and nine other 
Americans to its 1951 Honor Roll 
of Democracy. 

Ford was singled out “for us- 
ing the vast Ford resources in 
the fight against racism and 
urging fair play in employment.” 





policy directed by Congress (the 
Defense Production Act),” 

| declared 

| Further, it is charged, defense 
|planners are parceling out two 


types of materials—steel and alum- 


|inum—that are no longer in critical 
supply. 

* * * 
“& LSO,” GM’s Wilson told the 


“% Washington meeting, “the cop- 
per situation is probably not nearly 
as critical as represented, just as 
the steel situation was not nearly 
as critical as was represented some 
months ago.” 

The request for a citizens com- 
mittee to review the actions of 
defense planners came at _ the 
meeting from both GM and Ford. 

“The American people,” charged 
Ford’s Breech, “and the American 
businessman in particular have 
been kept in the dark too long.” 

Both GM’s Wilson and Breech 
sharply assailed the need for 
further auto production cutbacks. 

“Such a cut is not justified be- 
cause of a steel shortage,” said Wil- 
son. “It is not justified by the cop- 
per situation, and it is not com- 
pensated by defense work assigned 
to Detroit.” 


* * * 


REECH declared: 

“No defense production pro- 
gram of the size contemplated for 
the years 1952 and 1953, allowing for 
a maximum participation therein 
by the automobile industry, can 
make up for the drastic cuts which 
we hear are proposed for the auto- 
motive industry.” 

Motor executives also stoutly 
denied that the auto industry had 
been shunning defense work in 
its main plants, thus contributing 
to Detroit’s unemployment situa- 
ation. ° 
Breech said such charges gave 
no consideration to repeated state- 

ments of the defense department 
that today’s defense production 
facilities must be kept on a standby 
basis for years to come. 

a ed * 


“NTO RECOGNITION of 

+* time’ requirements has been 
given,” Breech continued. “There 
has been a half-baked assumption 
that a 50 percent reduction in car 
production would automatically 
make available for defense produc- 
tion 50 percent of the plant and 50 
percent of the tools.” 

He pointed out that a “lead-time” 
of 22 months is required on a wing 
for a B-47 bomber, and added: 

“Clearly, even if it were possi- 

ble, the transfer of defense con- 
tracts from San Diego to Detroit 
would not alleviate today’s un- 
employment problem. 

“Furthermore, those who talk of 
putting any great amount of de- 
fense work in existing automotive 
plants fail completely to under- 


‘lead- 





Marine Sales 


Rise at Chrysler 


NEW YORK. — Despite critical 
material shortages, 1952 sales by 
Chrysler Corp.’s marine and indus- 
trial engine division should climb 
about 18 percent for civilian use, 
Clyde C. Williams, general man- 
ager, has predicted. 


| 
| 
| 








stand the mass-production § tech- 


Fowler niques of the industry.” 


* * * 


REECH referred to theories for 
shifting more defense work to 
Detroit recently expounded by 
Michigan’s U. S. Sen. Blair Moody. 

At an informal interview fol- 
lowing the Washington meeting, 
Breech cited a Moody statement 
as typical of the “absurd” ideas 
about the Detroit problem. 

“This may be good politics,” 
Breech said, “but it does not help 
in solving Detroit’s unemployment.” 

Breech later withdrew this criti- 


icism of Moody in his formal press 


release. 

GM’s Wilson told government 
officials that there will soon be a 
surplus supply of steel, unless there 
is a strike in the steel industry, 

* * * 


“MMHE reduction in the automobile 

business,” he said, “from the 
levels of 1950 has already saved 
twice the amount of steel used by 
the direct defense program. This 
further contemplated reduction in 
automobile production would save 
less than 1 percent of the nation’s 
copper supply.” 

GM’s Wilson said that the gov- 
ernment should consider the pro- 
duction of 4,000,000 cars and 1,000,- 
000 trucks in 1952 as a minimum 
for the auto industry. He said this 
would amount to a 37% percent 
cutback from 1950 levels. 

“Certainly,” said Wilson, “if the 
industry is to be discriminated 
against by an unreasonable cut 
in its regular business, it should 
be given at least enough defense 
work to maintain its normal em- 
ployment.” 

With the exception of the auto 
industry and the household appli- 
ance industry, he charged, no other 
industry of importance has been 
curtailed because of the defense 
program. 

. + a 
A other important industries,” 
said Wilson, “have had more 
materials made available to them 
than they used in the year 1950.” 
These include the railroads and 
construction industries. 

Wilson said that automobiles are 
now in shorter supply than almost 
any other consumer product, and 
that the lack of production during 
World War II created a car short- 
age that never has been relieved. 

“This shortage of new cars,” he 
said, “has kept used cars at high 
prices. As a result, millions of 
workmen, who are the buyers of 
used cars, are being forced to pay 
higher prices than they would if 
the supply of new cars was ade- 
quate. 

“Before the war, a good two- 
year-old used-car sold for approxi- 
mately 55 percent of the price of 
a new car of the same make and 
model. The price of such a used 
car currently is 70 percent of the 
price of a comparable new car,” 
Wilson said. : 

Wilson predicted that the prices 
of used cars will continue abnorm- 
ally high until there is an ample 
supply of new cars. 

Others at the conference were 
L. L. Colbert, Chrysler Corp. presi- 
dent; Edgar Kaiser, Kaiser-Frazer 
president; Hugh J. Ferry, Packard 
president; Ward H. Canaday, 
Willys-Overland board chairman, 
and George Romney, Nash vice- 
president. 











Ait 


at* 


3 ae <* v we 
epeeteee” 


ee 


Heco Field Men Meet in Denver— 


Fifty representatives of Heckethorn Mfg. & Supply, Littleton, Colo., were called into 
Denver recently for the company's first national business sales conference. They are 
shown at luncheon on the first day of a two-day conference. Third man in second row 
is D. E. Buchanan, Heco president. First man in third row is W. R. Heckethorn, sales 
vice-president. The firm makes shock absorbers. 
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Motor Reconditioning Milestone— 


Gathered around the 50,000th engine reconditioned by Fred Jones Mfg., Oklahoma 
City, are executives of that firm and of Ford division. From left: E. F. Williamson, 
Oklahoma City district sales manager; Fred Jones, president of Fred Jones Mfg.; Lewis 
Lee of Fred Jones, and W. H. Farmer, assistant district sales manager. 





Credit Chief Doubts Wisdom 
Of Controls on Economy 


BOSTON.—Imposition of con- 
sumer credit controls at a time 
when production forces were ade- 
quate to meet consumer demand 
may have tended to weaken rather 
than strengthen the national econ- 
omy, Thomas W. Rogers, executive 
vice-president of American Finance 
Conference, said at a meeting here 
last week. The AFC represents 
independent auto sales credit com- 
panies. 

“Defense production has not 
demanded all of our production 
capacity since the institution of 

credit controls,” he declared. “We 
would have been better off to 
have used this capacity to pro- 
duce, during this period, even if 
the resultant sales meant more, 
instead of less, consumer debt.” 
Rogers’ speech was delivered for 
him by Dr. Ernst Dauer, director 
of consumer credit studies for 
Household Finance, Chicago, before 
a joint meeting of the American 
Finance Assn. and the American 


Statistical Assn., in cooperation 
with the general session of the 
American Economic Association 





Trucks 


(Continued from Page 2) 


Pontiac .20 18 
Studebaker 4.58 4.63 
Willys 8.75 9.00 
100.00 —-:100.00 
Medium Trucks 
A B 
Chevrolet 33.33 33.20 
Diamond 71 .98 
Diveo .. .24 .30 
Dodge . 12.23 12.25 
Federal 16 10 
Ford .. 26.67 26.87 
eB eae .20 .20 
General Motors 7.00 6.70 
. 2. C. 13.00 12.60 
Mack .. 19 
Nash . .26 .26 
. >a 5 .80 
Studebaker 5.00 
White . .40 
100.00 
Heavy Trucks 
A 
Autocar . 1.75 
Available 12 
Brockway 1.85 
Brown 16 
Coleman .04 
Corbitt . 16 
Diamond T 3.45 
Dodge . 13.15 
Duplex .. 10 
Federal 1.50 
Pore ........ 13.15 
Freightliner 15 
ae = aa : .70 
General Motors . 12.60 J 
Hendrickson 13 12} 
a. oe <> «. : 27.20 27.29 
Kenworth .. .70 .70 
Biace .....::.... 9.20 9.40 
Oshkosh 19 19 
Peterbilt 30 .30 
BN. csv 2.75 2.83 
Sterling ... 32 44 
Walter ..... ; 13 15 
Ward LaFrance 13 10 
, EE Rene 9.90 10.10 
Other 17 
100.00 100.00 








and other economic organizations. 

Pointing out that consumer 
credit was not inflationary, as con- 
tended by the advocates of credit 
controls, Rogers said that in 1950, 
the disposable income of the coun- 
try was $204.3 billion, Expenditures 
for consumption goods were $193.6 
billion with savings of $10.7 billion. 


During the same period, he said, 
installment sales credit outstand- 
ings increased by $2,569,000,000, or 
only one-quarter of the total sav- 
ings of the country for the period. 
Auto installment sales credit out- 
Standing increased only one billion 
dollars, he added. 


“How was this volume of in- 
crease in consumer credit finan- 
ced? Out of savings during the 
year or out of previously accumu- 
lated money and credit supply,” 
Rogers declared. 

At the end of 1950, equity funds 
of non-banking institutions han- 
dling installment credit, equalled 
41 percent of the total outstanding 
debt held by these institutions. The 
remaining 59 percent of such out- 
standings was financed by borrow- 
ings, largely from commercial 
banks—which were lending savings 
money or money created by the sale 
of previously acquired government 
bonds, he added. 


Rogers pointed out that the 
amount of credit outstanding at 
the end of 1950, in ratio to dis- 
posable income, was below the ratio 
which existed in 1939, 1940 and 1941. 

He added the automobile sales 
credit industry has learned from 
experience that definite price and 
value relationships exist between 
new and used cars and between 
different age groups of used cars 
and has adjusted its own down pay- 
ment requirements and monthly 
payment schedules accordingly. 

The Federal Reserve Board failed 
to heed this industry pattern in 


setting up Regulation W with the 
result that Regulation W has af- 
fected in some fashion 60 percent 
of the new-car installment buyers 
and 40 percent of the used-car 
installment buyers, he said. 





Tire's Reaction to Brick— 


This Seiberling Rubber photograph of a 
tire striking a brick at 40 miles per hour 
was taken by “open flash'’ and strobe 
light. Photographer Ralph Collette opened 
the shutter as the car neared the brick. 
Then the strobe light, set off by an auto- 
matic control, ‘‘stopped" the action com- 
pletely at 1/15,000 of a second. Purpose 
of the picture was to enable Seiberling 
engineers to study effect of obstacles on 
tires at high speed. 
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Sales Shuffle 
Involves Five 


At U.S. Tire 


DETROIT.— The U. S. Rubber 
Co., Tire division, has announced 
five major changes in its sales de- 
partment. The announcement 
comes from Lawler Reeves, sales 
manager, U. S. Tires. 

Richard M. Payson has been ap- 
pointed manager of farm market 
sales, He started with U. S. Rubber 
as a salesman in 1948. 

L. J. Goodman has been trans- 
ferred to Chicago as district man- 
ager. He replaces Claude E. Butter- 
worth who resigned to establish a 
U. S. distributorship in Des Moines. 
Goodman was formerly district 
manager of the Baltimore district. 

R. S. McClelland leaves the post 
of district manager in Springfield 
to take over the Baltimore district. 
McClelland has also served as as- 
sistant district manager in Balti- 
more and merchandising assistant. 

Edward B. Reynolds, former as- 
sistant district manager of Phila- 
delphia district has been appointed 
district manager of the Springfield 
district. Reynolds has worked in in- 
dustrial tire sales, fleet sales and 
retail merchandising. 

J. P. Denvir jr. has been ap- 
pointed assistant district manager 
in Philadelphia. He was formerly 
special representative for his firm’s 
manufacturers sales division. Be- 
ginning with U. S. Rubber in 1938, 
Denvir has also worked in farm 
tire sales, as a sales analyst. 





Pontiac Launches 
Big Demonstration 


Drive for 1952’s 


PONTIAC.—Plans for a nation- 
wide demonstration driving pro- 
gram bv Pontiac dealers, in which 
the company’s 
1952 models will 
be made available 
for public testing 
of the new Dual- 


Range _ driving 
features, have 
been announced 


by L. W. Ward, 
Pontiac general 
sales manager. 

It is expected 
that the new pro- 
gram _ will put 
Pontiacs for trial purposes into the 
hands of more than a million driv- 
ers during the next three months 
and impart valuable first-hand 
knowledge of the unusual perform- 
ance characteristics of the new 
cars, Ward said. 

He said that the program was 
prompted by numerous inquiries 
both from professional test drivers 
and an interested public who wants 
to get behind the wheel. 

“Pontiac is especially a focal 
point this year because of the new 
engineering developments such as 
higher compression engines, the 
Dual-Range Hydra-Matic transmis- 
sion and an economy rear axle gear 
ratio,” Ward said. 

“During the initial showing of 
the cars these features came in for 
more than average attention, and 
dealers reported that their sales 
staffs were kept busy answering 
questions,” he said. 


$2 Million Estate Left 
By Goodyear Official 


OTTAWA.—The estate of the late 
Clifton H. Carlisle, former president 
of Goodyear Tire & Rubber Co. of 
Canada, amounted to $2,087,749, of 
which $1,073,959 was in cash, ac- 
cording to a will entered for pro- 
bate in the surrogate court in To- 
ronto. Family and relatives share 
the estate. 





L. W. Ward 








agp, Brains for Sale 
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In Convenient Form 


For Immediate & Future Use 





INDIVIDUALIZED Newspaper Ad-Clip Service 


UNUSUAL service of bringing you brains 
of country’s leading firms (in your own 
line of business) weekly, semi-monthly or 
monthly through their ads. You may select 
types of ads; particular phases that interest 
you. We weed out mediocre, send best from 
700 leading dailies. Also furnish ads, 
IDEAS for special events, anniversaries, etc. 
Our monthly BONUS Letter full of IDEAS, 
ry helps. No long term ccs 
10 DAY PEREE EXAMINATION 








rchandising Division 


INC. 


10, 1 


NATIONAL RESEARCH vipat en 





N.R.B. Bidg ay 


effort to give the cars a 


* . * 


Plymouth's 1952 Creabresh Peerbeer ni 


Among the 46 advancements listed for the new Plymouths are a number of styling 





changes. Various moldings and medallions have been relocated or redesigned in an 
“road-hugging" appearance. There remain 10 body types in | 
the Plymouth line, distributed among the Concord, Cambridge and Cranbrook series. 
Concord wheelbase is 111 inches, while the other series have 118 inches. 


* + . 


Brakes, Springs, Starter Among Items Improved. . . 





ORTY-SIX improvements are 

claimed for the 1952 Plymouths, 
which went on display in dealer 
showrooms Friday. 

The new car, according to D. 
S. Eddins, president of Plymouth, 
has been improved and refined to 
provide “the most gentle ride, the 
smoothest engine performance 
and the greatest safety ever built 
into a car for the lowest price 
field.” 

Among the advancements are a 
newly designed combustion cham- 
ber; stronger brakes; improved 
springing and Oriflow shock ab- 
sorbers and redesigned styling com- 
ponents. 

* * * 

HE PLYMOUTH retains its 97- 

horsepower, six-cylinder’ en- 

gine. Upholstery fabrics are new 
and now blend with instrument and 
door panels. 

Emphasis has been placed on the 
Belvedere, Plymouth’s hardtop 


John Munn 


(Continued from Page 3) 


another car. 7. Strengthen my 
service organization by every 
practicable means and maintain 
a constant drive to increase the 
number of owners who patronize 
my shop. Give as perfect service 
as possible and charge competi- 
tive prices that will seem fair to 
the public. Operate on a “the- 
owner-is-right” basis, without 
yielding the right to explain when 
he clearly isn’t right. In case of 
disagreement telling him to sug- 
gest a settlement. In 99 out of 
100 cases the adjustment that he 
proposes will be the least costly 
and most satisfactory that could 
be effected. 

8. Work with other dealers to 
build up in the local schools a res- 
ervoir of partly trained service 
mechanics. 9. Train present me- 
chanics to the highest attainable 
level of perfection and give them 
strong incentives for remaining in 
my shop. 10. Study every day the 
complete picture in every depart- 
ment of the business and never let 
any unforeseen development take 
me unawares. Push the business 
from all angles constantly and 
NEVER allow it to push me. 


*® * * 


I Would Try 


To Serve My Country 

F I WERE a dealer in 1952, I 

would try to serve my country 
by being the best dealer and the 
best man that I was capable of be- 
coming. I would regard efficiency 
as a duty. I would lay out a set of 
sound working principles and ap- 
ply them every day. 

I wouldn’t worry or try to look 
too far ahead. I would realize 
that if I ran my business right 
each day, according to conditions, 
the long pull would take care of 
itself. 

And I'm sure it would pay off in 
dollars and cents. 

And I think I would find a few 
years hence that this program, 
based on a will to SERVE rather 
than on a will to GET, had actually 
given me far more than I could have 
gained by any other kind of effort. 
I think that I would find a busi- 
ness policy based on a purpose to 
GIVE, not starry-eyed futility but 








hard-boiled common sense, 


which features two-tone colors. The 
color used on the roof follows the 
Belvedere’s contours around the 
large rear window and down over 
the rear deck. 

Chrome molding outlines the top 
and carries back to separate the 
two colors at their junction at the 
rear quarter-panel. Interior of the 
Belvedere offers fabrics and vinyl 
similar to the shades used on the 
exterior. Carpeting—also in com- 
plementary colors—rounds out the 
ensemble. 

The following color combina- 
tions are available for the Belve- 
dere: suede tan with sable bronze 
top; Belmont blue polychromatic 
with sterling gray top, and mint 
green with black top. 

There are 10 body types in the 
1952 Plymouth line, available in 
eight regular and two special 


colors. 
A SMOOTHER flow of power is 
claimed from the newly de- 
signed combustion chamber. The 
engine has a 7-to-1 compression 
ratio. Longer life for both the main 
and rod bearings is achieved 
through an improved type of base 
metal, according to Eddins. 
Several refinements in the new 
Synchro- Silent transmission are 
said to permit faster, easier shift- 
ing, and more rapid and positive 
engagement of gears. The rear axle 
is improved, and there are provi- 
sions which permit more accurate 
gear and bearing adjustments, 
Plymouth reports. 

Operating temperatures up to 
an additional eight degrees with- 
out the hazard of losing water or 
antifreeze result from further im- 
_Provements to the pressure-vent 


MEWA Suggests 
Addition of Tax 
To Price Lists 


CHICAGO.—An appeal to manu- 
facturers’ suppliers that they in- 
clude the excise tax charges in 
their price lists and suggested re- 
sale schedules has been made by 
the Motor and Equipment Whole- 
salers Assn., it was announced last 
week. 

In instances where the supplier 
shows the tax separately on in- 
voices, but does not include it in 
price lists and suggested resale 
schedules, it is difficult and often 
impossible to recover the tax from 
customers, the MEWA said. 

The organization passed a reso- 
lution directing its officers to sug- 
gest such procedures to suppliers 
at its national convention here last 
month. 

In part, the resolution reads as 
follows: 

“Be it resolved that the officers 
of this association be directed to, 
and they shall suggest and recom- 
mend to such manufacturers’ sup- 
pliers, that appropriate action be 
taken to include such excise tax in 
the manufacturers’ price list and 
suggested resale schedules.” 


* * * 








Must Pay Ky. Tax 
FRANKFORT, Ky. — Assistant 
Attorney General J. Jerald John- 
ston has ruled that the U-Drive-It 
Co. of Louisville must pay Ken- 





tucky’s three percent sales tax on 
its new cars. 


car sale 





| discounts 


> —_____— 





Sales Slow as °52 Opens 
Late Changeovers, Severe Weather 
4nd Prices Cited as Factors 


(Continued from Page 1) 


currently, and the market 
for used cars has been very slow 
lately 
* * ? 
NOTHER unwelcome, but not 
4 unexpected, feature of the mar- 
ket for new cars is the fact tha 


> |most dealers are forced to discount | 
itheir ’51 models in order to clear) 
ithem out. 


Surprisingly enough, however, 
in the popular-priced 


class are not too severe, most 


reports indicated. In some areas, | / 
| dealers were getting close to list | 





‘02 Plymouth Better in 46 Ways 


radiator cap, which provides a 

pressurized cooling system. 

Safe-Guard Hydraulic brakes on 
Plymouths have been given new 
Cyclebond brake linings, said to 
provide greater braking area and 
longer braking life. 

There are heavier backing plates 
on both the front and rear brakes; 
an improved drum design on the 
front brakes for smoother operation 
and better cooling; an easier op- 
erating brake pedal return spring, 
and a redesigned steering knuckle 
to provide more positive protection 
from road splash. 

~ +. 


N=. cushioning-type ports in the 
Oriflow shock absorbers, in- 
creased travel in the front springs 
and a new interliner for the rear 
springs provide quieter operation, 
reduced steering wheel shock, less 
friction and an improved ride, Ed- 
dins states. 

Quicker starting in hot or cold 
weather with less drain on the 
battery is claimed by the new 
“Follo-Thru” anti-kickout feature 
of the starter, the foremost among 
numerous changes in the electrical 
system. 

Plymouth has also made a 10 
percent increase in the speed of 
the electrically - operated wind- 
shield wipers. 

The “Lustre-Tone” instrument 
panel features controls which are 
compactly grouped and_ instru- 


tered for easier reference while 
driving. 

Newly designed are the ornament, 
the top molding, the medallion on 
the hood and the license light and 
name plate on the rear deck lid. 
The rear fender molding has been 
lowered. 

* * . 
OLEX-TINTED safety glass 
available throughout the Plym- 

outh line as optional equipment at 
small extra cost. 

The 10 body types in the Plym- 
outh line include: the Concord se- 
ries—a two-door sedan, a _ three- 
passenger coupe and the all-metal 
Suburban and Deluxe Savoy; the 
Cambridge series has a four-door 
sedan and a club coupe, and the 
Cranbrook series includes a four- 
door sedan, a club coupe, a con- 
vertible club coupe and the Belve- 
dere. 


ments which are colored and let- | 


is 


| 
| 


prices, despite the season and the 
weather. 

The weather has come in for a 
large share of the blame for the 
slack market. Certainly, dealers ir 
|the northern and eastern parts of 


t the country have been hard hit by 


the elements. 

Regulation W is being heavily 
attacked as the main reason for 
the decline in new-car sales in the 
| Pacific Coast states. 
| * * 7 
| A SALES drawback cited by deal- 

ers everywhere is the price 
|level of new cars. Prospects are 
| showing great resistance to higher 
| prices, most dealers point out, de- 
|spite the fact that many dealers 
|are absorbing some of the increase. 

Those dealers with ’52 models 
have found the going somewhat 
easier, but no so easy that it is 
not necessary to put a lot of hard 
| work into each sale. 

Reports of sales volume, regard- 
less of origin, were unanimous in 
pointing out that whatever volume 
is being achieved is obtained only 
as a result of hard selling. 

The holidays, of course, played 
hob with sales. The fact that both 
Christmas and New Year’s Day fell 
on Tuesday made both of the holi- 
day weeks shorter, since the Mon- 
days preceding the holidays saw 
very little commercial activity. 

* * ” 


en factor was illustrated in the 
Akron report. Sales of new cars 
there in the week ended Dec. 27 
totaled only 239 units, against 298 
in the previous week and 273 in 
the same 1950 week. 

Cleveland also experienced a 
decided decline. Sales of new cars 
in the week ended Dec. 28 num- 
bered 456 units, about 300 under 
the previous week. 

Sales in the final quarter of 1951 
in Cleveland wound up about 35 
percent under the total for the 
final quarter of 1950, county regis- 
tration statistics revealed. 

New-car sales in Pittsburgh, 

which had been slow throughout 
December, continued downward in 
the week ended Dec. 22, the Uni- 
versity of Pittsburgh reported. 

* oe * 

HE decline of new-car sales in 

the last half of December re- 

vived the prospect that national 
sales during the month may have 


| fallen to the year’s lowpoint. 


That dubious distinction current- 
ly rests with November. Although 
final reports are still being com- 
piled, sales in November most 
likely did not exceed 333,000 units 

Such a total, based on the 32 
states which have reported No- 
vember new-car sales to date, 
would put November at the bot- 
tom of the list for 1951. 

New-truck sales have held some- 
what better. In the 34 states which 
have reported November sales to 
date, 42,340 new trucks were sold, 
against 47,569 sales in the same 
states in November, 1950. 

If the ratio held for the other 
states, it’s estimated 76,137 new 
trucks were sold nationally in No- 
vember. That figure would also be 
low for the year, but not far under 
the previous lowpoint of 78,581 new- 





truck sales in February, 1951. 








includes Oregon, Washington and Idaho. 





Dealer Frank Wins Sales Trophy— 


James Rice, Portland Chevrolet zone manager (left), presents the Rose Bowl campaign 
trophy to Herbert L. Frank (right), president of Frank Chevrolet Co., Portland, Ore 
Looking on are Charles Borquist, parts manager at Frank Chevrolet, and Harold Adkins, 
service manager. Trophy was awarded by Chevrolet to the Frank firm for doing the 
largest parts and service business among Portland Chevrolet zone dealers. The zone 
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The Bostrom 
seat often out- 
wears the truck! 
Suspension 
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Hydraulic shock 
absorber takes 
the jolts. Back 
and seat move 
together. 
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Bostrom Hydraulic Truck 
Seats are offered by many 
manufacturers as standard 
equipment. To satisfy your 
customers completely, sell 
them a Bostrom! 


nero 





Fore and aft 
adjuster and 
exclusive spring 
arrangement pro- 
vide maximum 
comfort regard- 
less of height or 
weight of driver. 


BOSTROM 


i 0s TROM MF G. C 0. 133 W. Oregon Street + Milwaukee, Wis. 


The back pages of every issue of AUTOMOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTOMOTIVE NEWS WANT ADS? Are you? 
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Obituaries 





\Ira A. McIntosh, 61; 


‘Sold 17th Nash Car 


BUFFALO.—Ira A. McIntosh, 61, 
a pioneer Niagara Frontier auto 
| dealer, died Dec. 26 in Buffalo 
|General hospital after an eight- 
| week illness. 

| Mr. McIntosh was president of 
McIntosh Motors, Inc., Buffalo, De- 


automobile in Buffalo and helped 
to bring about the motor age in 


Nash and, company records indi- 
cate, he sold in Buffalo the 17th 
auto built by Nash. 


* * * 


Hough, 60, Goodyear’s 
Advertising Director 


AKRON. — Funeral services were 
held here last week for John K. 
Hough, 60, advertising director for 
Goodyear Tire and Rubber Co., fol- 
lowing his death on Dec. 29. 

Mr. Hough joined Goodyear in 
1914, and became advertising direc- 
tor in 1937. He held several posi- 
tions in the company sales organ- 
izations, and was managing direc- 
tor of Goodyear Tyre and Rubber 


he returned to Akron in 1937. 


* * x 


Clyde B. Jefferson 


DURHAM, N. C.—Clyde Bonner Jeffer- 
son, 49, former GM executive and Buick 
dealer in Chapel Hill (N. C.) for the last 
three years, died here Jan. 1 following a 
short illness. He headed the fleet division 
of Buick for 17 years. 


* * * 
William A. Irvin 
NEW YORK. — Former president of 
United States Steel Corp., William A. Irvin, 


Presbyterian hospital. He was chairman of 
the board of trustees of the National 
Safety Council and was associated with the 
steel industry more than half a century. 


* +” - 
Edward T. Sandifer 


LYNCHBURG, Va. — Edward Thomas 
Sandifer, 63, auto dealer here, died on Dec. 
24 at his home. He had been in the auto 
business for several years. 


* * * 
D. Henry Powell 


RALEIGH, N. C. — D. Henry Powell, 
president of Powell-Stewart Motor Co. 
(Packard) here, died at his home Dec. 28 
following a heart attack 

* * * 
Clarence A. Vane 

SPRINGFIELD, Mo.—A former native, 
Clarence A. Vane, 61, who was once gen- 
eral counSel and general manager of the 
National Automobile Dealers Assn. in St. 
Louis and Chicago, died recently. 


x ok ok 
C. M. McCollough 
ROSSVILLE, Kans. — Clyde M. McCol- 
lough, 39, implement and used-car dealer 
here, was fatally injured Dec. 24 in an 
auto accident. 
* * * 
Bart White 
McPHERSON, Kans. — Bart White, 72, 
operator of White Motor Co. here since 
1919, died Dec. 22. He had been ill for 
some time. 
* * * 
Joseph H. Clift 
MARTINSVILLE, Va.—Joseph H. Clift, 
84, a pioneer automobile dealer in this 
area, died Dec. 23 in a local hospital. He 
had retired several years ago. 
* * * 


Margaret C. Vesper 
ST. LOUIS.—Margaret Castles Vesper, 
widow of Frederick "W. A. Vesper, auto 
dealer, died at 75. Her husband, who died 
in 1946, headed Vesper Buick Co., a pio- 
neer dealership. Mr. Vesper was a leader 
in founding NADA. 


* * * 

William H. Watkins 
ST, CATHARINES, Ont. — William H. 
Watkins, factory manager of McKinnon 
Industries, Ltd., died suddenly Dec. 23 in 
St. Catharines’ general hospital. He was 
a member of the Society of Automotive 


Niagara section. 
* * * 


James Fleming 
MANCHESTER, N. H.—James Fleming, 
43, proprietor of Clay Street Motors in this 
city, was found dead from a heart attack 
near his home Dec. 23. He was a native 
of Concord. 
* * * 
William A. Francis 
NEW CASTLE, Pa.—William A. Francis, 
64, prominent automobile dealer, died in a 
local hospital Dec. 23. He is: survived by 
his wife and a daughter. 


* * * 
Joseph E. Miller 
BROOKLYN, N. Y.-—Joseph E. Miller, 
56, owner since 1915 of the Atlantic Pon- 
tiac Co. here, died Dec. 26 at his Brook- 
lyn home. 
* * * 
Edward J. Byrnes 
WINFIELD, La.—Edward J. Byrnes, 65, 
Ford dealer, died at his home here Dec. 21. 
* * * 
Albert L. Click 
LAWTON, Okla.—Albert L. Click, 59, 
automobile dealer, died recently in Will 
Rogers hospital, following a stroke. Mr. 
Click had operated auto firms in Shawnee, 
Seminole and Lawton. 
* * * 


James D. Fentress 
OWENSBORO, Ky.—James D. Fentress, 
48, part owner of a motor-sales firm here, 
died of a heart attack at his home Dec. 22. 





Engineers and past regional director of the | 


Soto-Plymouth dealers at 2917 Bai- | 
ley Ave., and one of the dwindling | 
band of men who popularized the| 


the U. S. He listed among his per- | 
sonal friends the late Charles W. | 





Co. of Great Britain, Ltd., before | 


78, died Jan. 1 after a lingering illness in | 














Attention! Used Car Managers 


A READY REFERENCE LABEL or TAG for Your 
USED CARS in Accordance with OPS REGULATION 
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Prices — Labels er Tags Labels are made on PRESSURE SENSITIVE 
STOCK and neither moisture, heat nor 
See oenteasen sarees Fae Re $ 3.25 cold will affect the adhesive — leaves no 
Se th 4 SFA ORS ERP ESE ERS 689 mark on surface. Simply remove the pro- 
oe 12.00 tective paper backing from the label and 
Un 22.00 press on the clean windshield or any other 
Additional 100's, $2.00 clean car surface. Also available in tag 


Cash with Order — Shipped Postpaid form with string attached. 


NOTE! Label can be removed from car and stuck to sales papers as 
a verification of details of car sold. Original adhesive will stick to 
papers without use of water or paste. 


BELL & WALLACE, INC. 


7338 WOODWARD AVE. DETROIT 2, MICH. 














Got 


a 
Headache 


CARLIFE GUARANTY “72” 
LICKS DEALERS HEADACHES 


CARLIFE GUARANTY “72” relieves the headaches caused by 
idle service shops, because it brings back 72% of your new car 
customers regularly for service. CARLIFE GUARANTY “72” 
relieves headaches caused by dissatisfied customers, because you 
pay their policy claims without cost after the expiration of their 
new car warranties. This retains them as friends and future cus- 
tomers. CARLIFE GUARANTY “72” relieves headaches caused by 
insufficient cash reserves, because it starts accumulating cash for 
you almost immediately. CARLIFE GUARANTY “72” relieves 
headaches caused by the loss of valued customers, because under 
this tested approved plan they must return for inspection and 
lubrication each month, or every 1,000 miles. CARLIFE GUAR- 
ANTY “72” is not a cureall, but it will aid you, as it has thousands 
of others, to make your business more secure, more profitable, and 
more pleasant. 


It costs you nothing to get the inside story of this ORIGINAL, 
UNIQUE PLAN that protects the future of your dealership by pro- 
viding a continuous flow of service business month after month, and 
builds cash reserves. There's nothing like it. 


MAIL THIS COUPON TODAY FOR FREE INFORMATION 


The Carlife Guaranty Co. Phone VErmont 8-5077 
8827 Strathmoor, Detroit 28, Michigan 

RUSH us more information concerning CARLIFE GUARANTY “72” 
without cost or obligation. Show us what other dealers are 
doing. 
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Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 


(U. S. 


PRODUCTION ONLY) 
































Week Week 
Ended Same Ended Total Total Total 
dan. 5, Week, Dec, 29, Dec., 1950 1951 
1952 1951 1951* 1951 Output* Output 
CHRYSLER 10,520 10,969 9,216 63,847 1,188,160 1,227,893 
Chrysler 1,386 404 1,368 8,049 164,697 162,916 
DeSoto 1,102 322 889 6,302 126,664 120,412 
Dodge . 2,777 1,116 1,848 16,462 326,928 320,690 
Plymouth 5,255 9,127 5,111 32,534 569,871 623,875 
FORD 3,177 21,682 744 55,147 1,556,686 1,165,101 
Ford 991 16,924 7 46,533 1,187,120 900,860 
Lincoln 399 598 290 858 35,485 25,387 
Mercury 1,787 4,160 447 - 17,756 334,081 238,854 
GENERAL MOTORS 18,981 20,985 9,854 124,487 3,048,357 2,255,350 
Buick . 3,508 20,961 552,827 404,695 
Cadillac . : | Ser 5,080 110,535 103,266 
Chevrolet 9,890 16,563 9,092 64,849 1,520,583 1,118,101 
Oldsmobile We: scutes 426 14,119 396,757 285,616 
Pontiac ..... 3,322 2,601 336 19,478 467,655 343,672 
KAISER-FRAZE R. 603 3,067 3,166 146,911 99,221 
Frazer ee ae eer OT sicvecpecserat 
Kaiser .... 603 3,067 ‘i 3,166 136,694 99,221 
CROSLEY 40 168 29 170 7,552 4,801 
HUDSON 912 re 4,527 143,006 93,327 
NASH. ........ ; ; 2,253 1,964 11,658 189,543 160,823 
PACKARD .. 826 OO Oe 4,318 72,098 76,042 
STUDEBAKER . — 2,216 4,869 2,301 14,550 268,145 222,570 
WILLYS-OVERLAND}+ 459 607 415 2,086 38,052 27,537 
Total Cars, U. S. . 87,734 69,959 24,523 283,956 6,658,510 5,332,665 
+Includes station wagons and Jeepsters. *Revised. 
COMMERCIAL CARS 
(U. 8S. PRODUCTION ONLY) 
Week eek 
Ended Same Ended Total Total Total 
dan. 5, Week, Dec. 29, Dec., 1950 1951 
1952 1951 1951* 1951 Output* Output 
CHEVROLET 3,491 7,058 2,737 21,522 494,575 426,385 
CROSLEY .... 5 7 5 58 569 765 
DIAMOND T ...... 25 135 91 517 6,841 7,662 
DIVCO 64 84 60 277 4,807 4,444 
DODGE ....... 2,128 2,831 2,135 12,367 187,490 167,670 
FEDERAL ne 14 5 185 1,907 2,607 
an pecan 1,190 4,981 .......... 15,740 345,800 317,255 
senebedishacs 1,284 1,941 1,392 8,669 110,528 127,798 
INTERNATIONAL 2,429 3,026 1,956 8,848 106,418 151,342 
170 304 176 892 12,510 14,072 
280 247 270 1,361 9,368 14,880 
STUDEBAKER 595 712 679 4,450 50,323 51,983 
eee 248 192 209 1,360 14,638 16,774 
WILLYS-OVERLAND __ 1,047 1,121 1,389 7,172 48,906 96,478 
MISCELLANEOUS 174 228 146 1,028 9,243 15,994 
Total Trucks, U. S..... 13,130 22,831 11,250 8,446 1,343,923 1,416,109 
Total Cars, Trucks, 
eee . 50,864 92,790 35,773 368,402 8,002,433 6,748,774 
Total Cars, Trucks, 
Canada 2,844 6,773 2,631 19,427 390,102 405,427 
Grand Total 


Cars and Trucks, 
U. S. and Canada 


53,708 99,563 38,404 387,829 8,392,535 7,154,201 





*Revised. Miscellaneous includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel 


Drive, Sterling, Nash, etc. 





52 Output Starts Slowly 
With 50,864 in Week 


(Continued from Page 1) 


that the new quotas take into con- 
sideration the new lightweight cars 
brought out by K-F, Nash and 
Willys, and the break-even finan- 
cial angle on all makers, 

NPA is supposed to have based 


its new individual production 
quotas on factory sales in 1947- 
1948-1949. 


Still undecided is how many 
cars the industry will be allowed 
to build in the second-quarter 
of this year. However, some 
makers are optimistic that the 
government will not order an 
800,000-car ceiling for the period. 
They think NPA will allot 
enough steel and aluminum for 
1,000,000 cars and permit them to 
use their ingenuity on copper for 
building anything over 800,000. 
Auto makers have already found 
ways to save about six pounds of 
copper per car since the middle of 
1950, and they hope that additional 
research may result in at least an 





Auto Stocks 
d 


Dec. 1951-52 
2 26 High Low 
Chrysler 70% 69 8234 65% 
Crosley 2% 2% 5% 2% 
GM 5134 513%, 54 46 
Hudson 13% 13 203% 12% 
K-F 5% 5% 8% 5% 
Nash 18% 1854 22% 17% 
Packard 4% 4% 6% 4% 
Stude. 33% 338% 35% 25% 
Willys 9% 9% 12 1% 
Average 23.35 23.06 


Compiled from reports of trading on the 
N. Y. Curb and N. Y. Stock Exchange. 








additional three of four pounds per 
car saving. 
* * * 

HOwEveEn, they complained that 

NPA should not continue to 
penalize them for such savings as 
they are able to achieve, In the 
past, they charged, NPA has not 
rewarded their ingenuity in subse- 
quent allotments. 

Auto makers told NPA officials 
that there is an ample supply of 
steel and aluminum available for 
the production of 1,000,000 cars in 
the second-quarter of this year. 

They said that by setting a 
million, instead of an 800,000-car 
ceiling for the second-quarter, 
NPA would be fostering ingenuity 
to conserve materials just as its 
first-quarter production order did. 

For the first-quarter of this year, 
NPA reportedly at first alloted 
enough materials for 930,000 cars, 
but said the industry could build 
1,006,000 by drawing on inventories 
and using less metal in each car. 
Later, however, NPA is believed to 
have doled out enough material for 
the entire 1,006,000 cars. 


* + * 


PA is said to have allowed 

enough materials for all of the 
permitted first-quarter production 
of 1,006,000 cars after an examina- 
tion revealed that military needs 
for strategic materials in the period 
were not as great as had been 
anticipated. 

Walter Reuther, UAW-CIO presi- 
dent, joined auto makers last week 
in advocating that NPA set a mini- 
mum ceiling on car production per 
quarter of 1,000,000 units. 


+ 





‘Dealer Cleared 


Of Fraud Charges 


WATERTOWN, N. Y.— Charges 
of falsifying the certificate of ade- 
quacy in the sale of a car have 
been di smissed against Harlo Mo- 





tors, Inc., local used-car dealer, for 
lack of evidence. 

The firm was cleared by acting | 
County Judge Clarence F. Giles 
following a city court conviction. 


Allegations stated that the Harlo 


firm, in selling a 1937 Ford con- 
vertible to Harry Stanhope last 
‘Apr. 21, issued a certificate that 


contained false information ths 


the brakes and lights on the ca 
were in good condition. 
In the reversed decision, Judg 


Giles ruled that the certificate « 
adequacy, which is required unde 
the vehicle and traffic law, w: 
never introduced as evidence. 


CLASSIFIED WANT AD DEPARTMENT 


Reaching an estimated 100,000 readers engaged in all branches of the automotive. industry from Maine to 


California. Low Rates: 


EIGHTEEN CENTS (18c) PER WORD for each insertion. Cash in advance. Position 


Wanted Ads accepted at half-rates to encourage this classification for the benefit of our employing read- 


ers. Count initials and groups of numbers as one word. Ads may be signed with your full name and address 


at regula? rates, but if signed "Box No. ...... . in care of Automotive News, 


lar ($1) per insertion for address and extra service as replies are forwarded, 


received. Display Ads: 


$9.80 per -inch, per insertion. 
WANT AD DEPT., AUTOMOTIVE NEWS, PENOBSCOT BUILDING, DETROIT 26, 














Kindly Acknowledge 
Advertisers availing themselves of this 
Want Ad Section are requested to ad- 
vise all respondents if and when their 
wants have been fulfilled. A posf-card 
will do and your courtesy will help 
us maintain the present high regard 
which this department enjoys. 


AUTOMOTIVE NEWS 








HELP WANTED 


AUTO PARTS SALESMEN. We offer a 
rare opportunity for aggressive salesmen 
interested in a good future. Curtis Indus- 
tries, Inc., a Cleveland. Ohio, manufac- 
turer and national distributor of automo- 
tive parts sold direct to dealers and 
fleets, has openings in all parts of the 
country for capable sales representatives 
due to expansion and promotion within 
our organization. Over 4,000 items. 
$6,000 and up yearly opportunity. Pro- 
tected territory with established accounts. 
Men selected given personal training in 
field and will be paid during this period. 
Commission basis with weekly advance. 
Write in detail to Curtis Industries, Inc., 
1130 E. 222nd St., Cleveland 17, Ohio. 


TWO AUTOMOTIVE sales engineers for 
traveling on assignment overseas. Prefer- 
ably single. Good technical men on power 
brakes and carburetion to call on foreign 
manufacturers, distributors and dealers. 
Sound knowledge automotive engineering 
and sales approach essential; field ex- 
perience and knowledge languages desir- 
able. Top manufacturer offers moderate 
starting salary with large opportunities. 
Send resume first instance to Box 1008, 
c/o Automotive News, Detroit 26. 


BODY MAN—Come to high, dry Colorado 
and enjoy healthful weather the year 
around, Work in a new body and paint 
building, new equipment, 











with the most | 





| 
| 


|SALES MANAGER, General 


progressive auto dealer in southern Colo- | 


rado. Pay, 50% plus other incentives. 
Handling Packards, DeSotos and Plym- 
ouths in this city of 90,000. Write for 
details giving your history and 
ences. Jess Hunter Motor Co., 11th and 
Santa Fe, Pueblo, Colo. 


GM ACCOUNTANT - office manager, ex- 
perienced all phases of accounting opera- 
tion including taxes, operating control, 
etc. Excellent opportunity capable man 
35-45 years offered by large GM dealer 
in Chicago. Position offers attractive 
compensation in keeping with applicant's 
ability. All replies held in strict confi- 
dence. Box 5733, c/o Automotive News, 
Detroit 26. 


AUTOMOTIVE SALESMEN, experienced 
only. Guaranteed income and expenses. 
Established territory of new car dealer 
accounts, Exceptional opportunity for the 
right men. Territories: Metropolitan 
N. N. Y. State, N. J., Maryland, 
Ww ashington, D. C.; Easton, Pa. Motive 
Suppliers, Inc., 1204 N. 8th St., Phila- 
delphia 22, Pa, 


PARTS MANAGER wanted with proven 
ability to manage, purchase and mer- 
chandise for large Buick, GMC dealership 
in midwest city. State previous employ- 
ment, age, qualifications and remunera- 
tion expected. Address Box 5734, c/o 
Automotive News, Detroit 26. 


SALESMAN with car dealer following in 
Ohio. Also one for Texas for one of the 
larger distributors of body hardware, 
parts and accessories. Salary, car ex- 
liberal commission. Experienced 

National Automotive Parts, Inc., 
Cumberland St., Philadelphia 33, 














310 W. 
Pa. 





WE HAVE an opening for a first class 
Diesel mechanic in GMC truck agency. 
Also operate 15 Diesel buses. Good 
steady job. Good pay with all benefits. 
Meier Truck Sales, Badger Bus Lines, 
Inc., 1313 Regent, Madison, Wis. 


USED CAR MANAGER for large volume 
Buick dealer Must have considerable 
used car experience. Splendid opportunity. 
Write qualifications to Newton A. Cope, 
President, Newton A. Cope Buick Co., 
1500 K Street, Sacramento 14, Calif. 


GENERAL MANAGER FOR GM deal, 300 
car potential. In his thirties—ambitious, 
personable, experienced in all phases. Sal- 
ary, participation in profits, opportunity 
to buy substantial share after proving 
himself. Box 1000, c/o Automotive News, 
Detroit 26. 


SALESMEN,. Manufacturer of custom auto 
seat covers expanding territory. Highly 
successful with complete line for new car 











dealers. Good commission. Write for 
information, giving qualifications, etc. 
Fabric Mfg. Co., Inc., Box 1259, New- 
ark, N. J. 


refer- | 





AUTOMOTIVE NEWS 
WANT ADS GET RESULTS 


| 





POSITION WANTED 

To encourage this classification for the 
benefit of our employing readers, Position 
Wanted ads are accepted at half regular 
rates, namely: 9 cents per word for each 
insertion. Cash in advance. (Half-rate 
does not apply to display ads in this 
section.) 











SERVICE MANAGER—19 years automo- 
tive experience. Twelve years as service 
manager for General Motors dealer, han- 
dling Cadillac and Oldsmobile. Have good 
technical knowledge of both products, 
broad experience in handling customers 
and employes; knowledge of paper work 


and sales promotion. Married and can 
furnish excellent references. Box 1009, 
c/o Detroit 26. 


Automotive News, 


GENERAL MANAGER with prewar experi- 
ence in merchandising and _ personnel 
training. Honest, sober, industrious and 
with finest education. Now employed but 
prefer change to single dealer point in 











Michigan area. Write Box 5737, c/o 
Automotive News, Detroit 26. 

SALES MANAGER, 36 years of age, col- 
lege graduate, Seven years’ experience 
in automotive field. General and sales 
manager with one of ‘‘Big Three,’’ also 


one independent. Prefer smaller single | 
dealer town. Box 1011, c/o Automotive | 
News, Detroit 26. 





Manager or 
Office Manager—Thoroughly experienced 
in all phases of new and used car opera- 
tion. Have been new car dealer. Will be 
willing to purchase part interest. Will 
consider Texas, New Mexico or Okla- 
homa only. Box 1001, c/o Automotive 
News, Detroit 26. 


SERVICE MANAGER—SHOP FOREMAN. 
Interest in connection in southern part 
of country. Prefer K-F dealer. 3% years 
experience K-F cars. Single, dependable, 
loyal and sober. Have own plane. Hold 
commercial license. Airplane instructor 
11 years. Interested in connection with 
large dealership, Reply Box 1002, c/o 
Automotive News, Detroit 26. 





Detroit 26, Mich." 
unopened, 


add One Dol- 
the same day 


MICH. 


DEALERSHIPS AVAILABLE 


+ SALE. Very exceptional buys in deal- 
erships, now handling Nash, Studebaker 
and Chrysler franchises in the midwest- 
ern states. Leonard J. Schrader, 509 
East Green St., Champaign, Ill. Phone 
9094. 

| DEALERSHIP, now handling Buick-Willys 
dual in thriving coastal area of South 
Texas. 100 car contract, Entire deal in- 
cluding building $45,000. Box 1003, c/o 
Automotive News, Detroit 26. 

NOW HANDLING Kaiser-Frazer. 
$319,000 in 1950. Small 
quired. Cundey’s, 31 
Binghamton, N, Y. 


DEALERSHIP WANTED 


WANTED AUTO AGENCIES 


We have qualified buyers for all size fran- 
chises throughout the United States. AN re- 
plies held in strictest confidence. 


DAVID JARET CO. 
Established Over 28 Years 
150 Montague St. Brooklyn 2, N. Y. 
ULster 2-5600 











~ Grossed 
investment re- 
Exchange S&t., 














GM DEALERSHIP with 200 car minimum. 
Prefer Texas or southwest. Negotiations 
strictly confidential. Box 5735, c/o Auto- 
motive News, Detroit 26. 

100-200 CARS. One of the ‘‘Big Three’ 
preferred in eastern Pennsylvania, Mary- 
land, Virginia, Washington, D. C. Phone 
37-5470. N. O. Smith, Seward, Pa. 








FORD or GM 
400 TO 800 ANNUALLY 
| have the green light from the factory. 
| have the money and am hot to go. | want 
to buy. Do you want to sell? Release your 
corporate net worth at the most favorable 


personal tax level with capital gain. 
Ox 1012 
c/o Automotive News, Detroit 26 





DEALERSHIPS AVAILABLE 


DEALERSHIP AVAILABLE — LIFETIME 
OPPORTUNITY. Large dealer, 25 yrs. 
present independent franchise, $2,250,000 
annual volume and one of best and most 
favorably known in area desires partner 
with approx. $50,000 to assume active 
management. Present dealer, desiring 
semi-retirement, will give favorable lease 
on modern building and leave $50,000 in 
business, which can be taken over in its 
entirety during next 10 yrs. on basis of 
deprec. volume of tools and fixtures and 
current model parts. No accounts receiv- 
able, goodwill or used cars to buy. Pres- 
ent owner will continue on part time 
basis with use of famous name at rea- 
sonable salary, and is in position to fur- 
nish unlimited financial aid to successful 
operator of proven ability in pre-war 
market. Replies from principals only in 
strictest confidence. Box 1004, c/o Auto- 
motive News, Detroit 26. 








DEALERSHIPS—Buyers—Sellers. 
cialize in automobile dealerships and 
handle all matters confidentially. Have 
qualified buyers with experience, financial 
responsibility, some already approved by 
the ‘“‘Big Three.’’ McHugh, Inc., Real- 
tors, Long Bldg., Kansas City, Mo. ‘‘Our 
business is to sell your business.’’ 


We spe- 





CADILLAC or CHEVROLET 
Want to buy medium to large agency. Would 
consider dual with other GM lines. Now have 
“Big 3'' franchise, more than one location 
Interested in good franchise for my son, who 
has sufficient experience to qualify and handle 
the deal. All information will be kept confi- 
dential. | will try to answer all replies and 
contact you personally. 

Box 5731, c/o Automotive News, Detroit 26 








DEALERSHIP, now handling Buick. In- | 
cludes well equipped service garage, show | 
and parts room. Modern service station, | 
7 unit motel. Also a nice modern home 
and one cottage. All situated on \ of 
block in a thriving Arizona community, | 
on U. 8S. highway 66. Priced reasonable. 
Owner must sell because of health. Jerry 
Skousen, 8 San Marcos Pl., Chandler, 
Arizona. Phone 3284. 

HUNDRED UNIT DEALERSHIP, now han- 
dling Studebaker, Goodyear. A dealer for 
eighteen years, major gasoline wholesale 
and retail business in fast growing south 
Texas oil town of seven thousand. Will 
lease building. Owner retiring. Box 104, 
Phone 9, Yoakum, Texas. 

DEALERSHIP, now handling Ford, that 
has averaged paying 53% on investment 














each of the last four years. Will take 
$45,000 to handle. Must qualify with 
factory. Located in southwest. Am se- 
curing larger dealership. Box 5730, c/o 
Automotive News, Detroit 26. 

AGENCY, now handling Nash, with 200 | 
car potential, for sale in one of Mon- 


tana’s leading cities. Owner has other 
interests and will sell equipment at re- 
duced price and new stock at inventory. 
Box 1010, c/o Automotive News, De- 
troit 26. | 

DEALERSHIP, now handling Dodge-Plym- 
outh, Old established business, Los An- | 
geles suburban and fast growing com- 
munity. Gross sales 1951, over $750,000. 
Good opportunity. Reason for selling, 
death within the organization. Mrs. C. 
Fred Kerr, 16514 S. Vermont Ave., 
Gardena, California. 








WHEN BUYING or SELLING 
an 
AUTOMOBILE DEALERSHIP 
Consult a Specialist 
LEO J. KLEM 


8430 W. McNichols Rd. Detroit 21, Mich. 





REPRESENTATIVES WANTED 








AUTOMOTIVE SPECIALTY 
SALESMEN WANTED 


Well established, financially sound manufac- 
turer of specialty item for new car dealers is 
looking for top flight representation in terri- 
tories east of Illinois and north of the Mason- 
Dixon line. If you are experienced in selling 
quality merchandise to top management, we 
can offer a profit-making item which repeats 
with regularity. Advise territory you present! y 
cover and lines you represent. If acceptable 
our representative will contact you personally 
All replies held in strictest confidence 


Reply to Box 1005, 
c/o Automotive News, Detroit 26 








BUSINESS OPPORTUNITIES 
AUTO SALES SERVICE GARAGE, Sales 
$160,000 year; franchise; popular priced 
car; equipped for all type service; no 
competition. Busy Ohio town, rent $10: 
price $27,500. APPLE COMPANY, Bro! 
ers, Cleveland, Ohio. 


BUSINESS FOR SALE 
FOR SALE—International Truck Sales ani 











Service, includes real estate, building 
parts, franchise. Going business. Phor 
94660, Lima, O. 





WORLD'S GREATEST 
Used Car Operation 


Handling Cadillac 


For Sale in Hollywood, California 
Sold over $3,000,000 worth of Cadillacs in las! 
24 months. Willys factory dealership available 
with this deal. Ill health reason for selling. 
Box 5736, c/o Automotive News, Detroit 26 
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xcel 
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SHOP EQUIPMENT FOR SALE 


AUTOMOTIVE NEWS, JANUARY 7, 1952 


TRUCKS FOR SALE 





BUSLNESS FOR SALE 


wien D CARS | FOR SAL. E PARTS FO! SALE 











FOR SALE—Bargain 







































































. 70R SALE in Tampa, Fla.—modern, air- 4 | FOR SALE —_Immediate « delivery. 57 "model Two Diebold inven- 
cor ditioned Brunswick bowling alleys, Attention! HDCR-752 GMC Diesel tractors. 153- tory control wheels. Very good condition. 
ne’. in 1948. bg nen -— ye does | inch wheelbase; 10.00-20 dual tires; two- Southwestern Motor Sales, 7033 W. Fort 
fine year-roun usiness. rice $50,000, | D | speed axles; model 4-71 Diesel engines; St., Detroit, Mich. 

i 4 cash. Write or phone. Barlow Motor USED CAR BUYER } 1951 ee FOR | air brakes with hand-control for ‘com. - - 

Sales, 50 Ward St., Rockville, Conn. | trailer brakes; five-speed overdrive trans- | MISCELLANEOUS 
Phone 5-4637. | Dear Sir: B d A bl mission; safety tanks; 36-inch Fruehauf — 

— = | re] auuune ssem Ss 5th wheels. Completely equipped for' ENGINE REBUILDING — Crankshaft 
DEALER SERVICES We currently have for sale a nice selection | y Y | semi-trailer operation. International Har-| grinding and metalizing. John P, Hughes 
— of low mileage 1950 Chevrolets, Fords, and | T d F d | vester Co., 4010 W. Pine Blvd., St. Motor Co., Inc., 800 Commerce S&t., 
INVENTORY SERVICE Plymouths in Coupes, two and four-door udgors — roraors | 3 Louis, Mo. Lynchburg, Virginia. 
| Sedans. ar cari 
. . TRUCKS WANTED 1,000 EMBOSSED BUSINESS CARDS — 
Parts Accessories ‘ These Cars can be seen at: Complete with doors; USED TWIN-BOOM 15-20 ton capacity | $3.95 postpaid. Blue or black ink. Write 
Large and Small Dealerships 5 ° complete. Write detail information Cc. F for free samples and style chart. State 
mrerteses ater, rice gtended, and sug-| ROBINSON AUTO RENTAL, INC. rear deck, lips. |_Chse'6s.,_ Auburn, “Main Ser ee 

e all oe = — oo Bay and confi- Please note change of address: —______ BUSES FOR SALE = ai 

> dential. Inventories accepted by al! account- B b —Immediate deliv- | 

> ants and by the government. 229 ~ Hanson St., Philadelphia 39, Pa. .° ery. 4 and 60 passenger, GMC, Inter- | AUTOMATIC BRAKING 

¥ . E. SPATIG, Used Car Mana nationa arvester, Reo, Dodge, Ford, | 

| ALLIED INVENTORY CO.. INC. i ae 1a. Studebaker, Chevrolet. Used 1950 White, | TOW BAR 

» 13! E. 79th * sheen 5: — Minois Pee Smee oug enour, = a to 2 . headroom, clean. Na- | Complete with controlled steering 

sex tiona us Sales Co., Inc., 101 N. 33rd 
224 E. 38th St., New York I6, N. Y. St., Philadelphia 4, Pa. BAring 2-7605. | Guide Cables and 1 45 
Murray Hill 2-0064 " on Inc. NEW 1951 CHEVROLET 6702 school bus. | BRAKE HOOK-UP.......... 
AUTO AUCTION Deluxe Superior body. Sell below cost. | 
TIM ANSPACH 890 Park Ave Also (2) Fruehauf 22’ insulated trailers, | Price includes Federal Excise Tax 
ssid - - rear, side doors, 10:00 rubber, excellent | Meets all 1.C.C. requirements 
INVENTORY SERVICE Midway", Stop 20 ‘ condition. $750. Jack Kerns Chevrolet, | 
Parts and Accesseries Depts Mean any Tt — Meadville, Pa. re QUICK-TOW, Bumper 
full-time experts. No pickup, part-time help: » N.Y. NEW FORD SCHOOL BUSES for sale. to-Bumper Tow Bar $1 7.50 
patidential aad wablesed. "Certified reports. (For Dealers Only) Phone 44-229 Dealer’s invoice. 2—48 passenger and|/fo 7" 
Also special buy-sell service. Experienced EVERY MONDAY . .. 12 NOON x 36 "Wi Marion Motor Co., 
wganization — in business since 1939. Free Member of N.U.C.D.A. and N.A.A.P.A. Marion, Wis. ALL TYPES TOWING EQUIPMENT 
poklet on Parts Department operation sent SHOP EQUIPMENT FOR SALE FOR AUTOMOBILES AND TRUCKS 




















m request. Call or write for service details. 
‘automotive Inventory Service =o, 
| 900 Freeland Detroit 27, Mich. WE 3-644 


WE STOCK PARTS 


| VISUALINER 210, background 322, com. 
Protecto Covers Carrying Bags 


ber tool 420, frame master CB-13, $1,95 

worth of equipment- -used 6 months. will 
take $1,500. Two Natkin merchandisers, 
were $319 each, now $250. $1,400 cur- 
rent Packard parts at 20% off factory 





KEN SCHAEFFER'S 
The Only Indiana | 


HARD-TO-GET 
AUTO AUCTION | 


BUICK PARTS 


Safety Chains 


TOW BAR SALES CO. 





' INVENTORY SERVICE for al! auto deal- 






































ers—our crews consist of parts man in- In Continuous Operation Since 1943 Exclusive Factory Distributors 
ventory specialists for your’ hina of fran- EVERY T DAY 2-0628., pinnae diakden teens Oc ore Nite { 5 $973 
chise. Our inventories are unbiased and | Dealers Meet at the Cross-Roads of America Large Inventory . oo pO eels 
used ‘to, Duy OF sell dealerships, We are INDIANAPOLIS, INDIANA a ee ee eee ee 

ationally recognize ‘or fine workman- Art Grandi, Auctioneer Items 
— Phone, wire, write Bill Talbot, Tal- | 915 N. Hlinois St. Phone Lincoln 5383 | All the Scarce Ite 

t’s Automobile Dealers Inventory Serv- | . 
ice, 124 South Woodward, Birmingham, Orders Shipped Same Day AUTOMOTIVE 
een A a Newport, Detroit. WANTED 

one wes PARTS FOR SALE Ph — Wire — Write 

4 one ire 
—— LETT TATE BINS wathen: wai: 

= : — MASSEY BUICK CO. by 





Large, 50 year old, well established eastern 
manufacturer. Interested in obtaining patent 
rights or new product ideas in the automotive 
field. 


2676 W. LIBERTY AVENUE 
PITTSBURGH, PA. 


WANTED 
USED CARS 
WHOLESALE 


BOX 1006 
c/o AUTOMOTIVE NEWS, DETROIT 26 


and 
COMMERCIAL 
SHELVING 


Oldsmobile 


Parts 
24-HOUR DELIVERY SERVICE 





Electrical Components 
Mechanical & Electrical Accessories 


All negotiations will be held in 
strict confidence. 


Write to: 
NEW PRODUCTS MANAGER 
ROOM 906 230 PARK AVENUE 


ATTENTION CHEVROLET DEALERS! | 
Close-out Brand New Chevrolet Replace- 
ment Parts: Chev. Part #601108 Water | 
Pump ('29-’34), list $5.95, net $2.00 ea. 
Chev, Part #836075 Water Pump (’ 36). | 
list $7.25, net $2.50 ea.; Chev. Part | 
#837608 Water Pump (’35), list $7.25, | 

net $2.50 ea, All above are brand new | 

| 





* AUTHORIZED STUDEBAKER dealer wants 











to buy 1952 model Studebakers, including bushing type pumps, fully guaranteed. | 

Land Cruiser and Convertible. Will pay | WRITE — PHONE — WIRE Order in lots of 6 or more, one type or | 50 Automotive bins and NEW YORK, N. Y. 
over invoice a guarantee Dove | assorted. Several thousand Chevrolet | 

these cars w no e re-sold above Part 837477 Clutch Throw-out Plates, | ° . 

O.P.S. ceiling prices.’’ Bob Lee, Stude- for USED CARS list 756, net 30c, lots 25 or more. Chev- | 200 sections commercial 

baker, Palatka, Fla. Phone 121. rolet Part #837021 (’29-’37) Carbon Type | 


WHOLESALE 


75c net each in lots of | 





Clutch Bearings, 


shelving. Berger Berloy || REWARD — $100 


| eg ll egg pe meg m2 -G’ *. at 25. Above prices include Le Dw _—, 
ey ments f.o.b. Fairfield, nois. Sen © ; j 
Nelson, 4115 Milwaukee, Chicago, Il. Late Models at Two Big check with order to: | Pee-Cee Corp., | type. Approximately one |For information leading to the arrest of 
Locations Fairfield, Illinois. Norman Woods, alias Norman Wood or the 





recovery of a 1949 green Pontiac convertible 


ear old. | 
Ln “ Must be sold. [bearing = ar i A...4 is 
| t 
iscontinuing wholesale || ‘itt {ecu °scr him aivyour lots He wil 
parts business. 


USED CARS FOR SALE 


—AUTO— 
AUCTION 


— 











Gage & Drummy, Inc. 


21710 WOODWARD AVENUE 
DETROIT 20, MICHIGAN 


JORDAN 4-6332 
GRATE a Sa 


GENUINE BUICK PARTS 


Wholesale and Retail 
SHIPMENTS MADE PROMPTLY 


McGUIRE MOTOR CO. 


PONTIAC PARTS 
TRY US ON ALL G.M. PARTS 
Shipped Anywhere 
Direct Phone — AM 2-7117 
FRANKLIN-WEBER PONTIAC 
6101-25 N. Clark St. Chicago, Ill. 


try to sell or trade. 26 years old, black hair, 
160 pounds. 


Cc. W. ALLEN 
EVANSVILLE, IND. 
Phone 4-500! or 4-7833 








Write or Call 


AUTOMOBILE 
Avjosing out the following brand new re- PARTS SALES 


placement Ford Water Pumps: Ford | | 


#52-8501B 1937 Model 60, list $7.15, net CORPORATION 


$2.50; Ford #52-8501C 1938-40 Model 60, 




















Permanent Skyway 
ANTI-FREEZE 
$2.00 gal., f.o.b. 


Save 20% under wholesale. OPS wholesale is 
$2.51. Retail $3.95. Passes all state require- 


HORSEHEADS, NEW YORK 
EVERY FRIDAY 











EVERY WEDNESDAY 


GENUINE LINCOLN-MERCURY parts— 
$100,000 stock. Freight prepaid on or- 


All pumps are brand new, manufactured 
in our own factory and carry full guar- 





Ate 14355 Livernois Detroit, Michigan list $7.15, net $2.50; Ford #68-8502D | | 
TExas 4-5111 1932-36, All V-8, list $6.90, net $2.50; | 701 North Euclid Avenue |ments. Approved by Oldsmobile. 
Ford #2GA-8501 1942 Model, 6 Cyl., list Bay Cit 
DANVILLE, PENNA. $13.00, net $5.50. All prices’ include’ tax, ‘ay City, Michigan KEN GARFF — Olds Dealer 
: f.o.b. Fairfield, Ill., in lots of 6 or more. | 501 S. STATE SALT LAKE CITY, UTAH 














ders over $100 net, Enslen and Welter 
Motors, Inc., 5920 Hohman Ave., Ham- 
mond, Ind. Call Sheffield 8105. 








antee. Send check to Pee-Cee Corp., 
You will always find real action at Fairfield, Illinois. 


both these auctions. 
R. D. WEST, PROP. 


Jos. E. Johnson Tex Rickard 
Auctioneers 





Maney Motor Co. Auto Auctions 
DEALERS ONLY 
Always a Buyer for Your Car 
Knoxville, Tenn. Murfreesboro, Tenn. Huntsville, Ala. 
Every Tuesday—Phone Every Thursday Every Friday 
Lenoir City (Tenn.) 9143 Phone 111 Phone 3188-J 


11 A. M. 


Member: NATIONAL AUTO AUCTION PROTECTIVE ASSOCIATION, INC. 
All checks given in our auction are guaranteed by an insurance company. 


EX FEDERAL DEALER has stock parts 
approximate $6,000 cost—will sacrifice 
50% discount. Boggs Reo Sales, Inc., 417 
5th St., S. E., Canton, O. 





Genuine Oldsmobile Parts 
Largest Olds parts wholesalers in the middle 
west. Shipments made promptly. 
GREBE OLDS 
3400 S. Kingshighway 
Fianders 0800 St. Louis 9, Mo. 





ACCESSORIES WANTED 




















We Pay 
SPOT CASH 


for surplus 


CHRYSLER PARTS, ENGINES, 





THE TUESDAY SALE — 11:30 A.M. 


FO RT WAYN E | PLYMOUTH - DODGE DEALERS LOOK! 
A U T re) A U CT 1 re) | Special Close-out: 1933-34 Plymouth (Part 
N #600794) Bushing Type New Water 

Pumps with By-Pass—also replace Dodge 

| (Part #622767) 1933-35 Models. Brand 

New Pumps manufactured in our plant, 
list $11.90, net $2.00 each, f.o.b. Fair- 


























New Subscription Order 


Send Automotive News to Address Below 
for One Year $8 [_] or Two Years $14 [_] 
for which check is attached [_] or send bill ["] 





—DEALERS ONLY— 


(In the Heart of the Nation) field, » tats ‘“ 4 ine. Fully guar- 
anteed. end check to ee-Cee Corp., 
Phones: E :!2% voumine, Himiel. & ACCESSORIES 








Open all night, Monday night 
No Reservations 

Operated by Carl E. Marker 

Main St. Ft. Wayne, Ind. 


FOR Plymouth, Dodge, 


| 
l 

| 

BUICK PARTS DeSoto & Chrysler Cars | 
| 

| 


“WORLD'S LARGEST DEALER 
OF GENUINE BUICK PARTS" 
Wholesalers: We are Quantity 
Shippers of All General Motors’ 
Parts . . . Same Day Service 


24 W. 





ACT QUICKLY!! 
DEXTER MOTORS 








AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 


ATTENTION DEALERS!! 












































SPECIALIZING IN THE SALE OF On Mail Orders and Inquiries. PARTS DEPT. Ra re Pn SRSA DANE Na icesccinadeeeees sseveaveesene onl re 
EX-TAXIS All Shipments on C.O.D. Basis Ist Ave. & 98th St. N.Y.C.,N.Y. ||) 
| SAcramento 2-7600 bP EPH A Reensan tan sssnewiiestn demise vaseniseed kn nnss sh etay meee 
xcellent Bodies - Good Motors - Heaters ROBERTSON BUICK ex. Jooceeeee 
hiiiely tic Shee uur a eat te - Biatinehniret aaah plata aehabat be liprinisy es 
Buy Now at Low Prices 1000 $. Wabash Avenue TRUCKS FOR SALE | Street Address....... eeeheeaaws e8esdieeccens ieeebee 2000 Mis 6 o.0hs vis 
1948 - 1949 CHICAGO 5, ILL. Oe reise se otkaca er ie dite chet Tne : 
All Phones WAbash 2-1030 ity | TTT errr eee 
Plymouths — Fords — Chevrolets TRAILERS (Auto Convoy) FOR SALE 
- , a “zs TRADE CONNECTION: 
THE R. A, AGENCY All in good operating condition. Built in Car Dealer [1 Truck Dealer [] Manufacturer [J 
54TH & LINDBERGH BOULEVARD 1946 through 1950, these trailers are well Jobber \ Fi ial ° 
PHILADELPHIA 43, PA. AUTOMOTIVE NEWS worth our asking price. me navnoee tS cot fo Svpptier C 
Morris Freedman, Mar ANT ADS GE E EP ene Pe Pe 
Og A an, im sites WwW. GET RESULTS Saws 1000. oie dheaieiien Himes Gite ake of Car cedar GAMA ies sa be eaR stabs. 


















Another big reason 


5 teed 


* 


Aerial view of big new International Parts Depot recently com- ~ 
pleted in St. Paul, Minnesota. The depot is one of 12 to be strate- 
gically located throughout the country. Units offer fast repair parts 
service to International Truck Dealers within areas they serve. 


New International Parts Depots Offer 
Improved Service to Truck Owners and Dealers 


To provide dealers with the parts needed located in Broadview, Illinois (near Chicago) 
to serve customers promptly and efficiently, and Denver, Colorado. 
International has greatly expanded its net- The nine depots already open offer im- 
work of parts depots. proved availability of International service 
Huge new depots have already been built, parts and accessories. This network of depots 
manned, equipped and stocked at Baltimore, proves again why International Truck Dealers 
Maryland; Richmond, California; St. Paul, offer more to customers—why the Interna- 
Minnesota; Memphis, Tennessee; Albany, tional Truck franchise offers more to Dealers. 


New York; Kansas City, Kansas; Dallas, 


Texas; Atlanta, Georgia; and Portlan¢ 
Oregon. international Harvester Builds McCormick Farm Equipment and Farmall 
Tractors... Motor Trucks... .Industrial Power... Refrigerators and Freezars 


Other new depots under construction are INTERNATIONAL HARVESTER COMPANY + CHICAGO 


INTERNATIONA 


PARTS - SERVICE - ACCESSORIES 














